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Biggest Cost Saver 


i . , a 4 4 “i . 
IN BULK PLANT OPERATIONS [i AUMUMU MU & 
LARGE OR SMALL i 





with 


lowest 
maintenance 


Every Brodie BiRotor Meter employs the same basic features and advantages regardless of its size 


e Readily replaceable measuring element e Rugged, all-steel welded housing with- 
eliminates costly shutdowns stands damaging shocks and impacts 


e No metal-to-metal contact avoids wear e Simple dry adjustment maintains initial 
and repair accuracy over long periods 


e Just two moving parts does away with complicated mechanisms 


With Brodie BiRotor Meters you save maintenance and operating costs, 
besides avoiding stock-losses, equipment tie-ups and delays. Look into 
Brodie BiRotors today. It’s what’s inside that counts. Write for full details. 


Bropie 
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M. J. Harper H. Gottwald 


M. J. Harper has been appointed 
vice-president, Rockwell Mfg. Co., 
Pittsburgh 8, Pa., and H. Gottwald 
eastern regional manager of sales and 
district manager of the New York dis- 
trict office. Harper has been in the 





Meter and Valve Division of the com- 
pany for over 30 years as district man- 
ager of the New York office, and until 
his new appointment, was regional 
manager of the eastern region, co- 
ordinating the activities of the Boston, 
New York and Philadelphia offices. 
Gottwald joined Rockwell in 1928 as 
a sales engineer in the New York dis- 
trict. He became assistant vice-presi- 
dent of Rockwell International Divi- 
sion, Later he became assistant sales 
manager of the Nordstrom Valve Divi- 
sion of Rockwell and assistant vice- 
president of this division. For the two 
years Gottwald has been general sales 
manager for Nordstrom. 


William J. Woolley, chairman of 
the board, Maid-O’-Mist, Inc., Chi- 
cago 41, IIl., died at his home in Holly- 
wood, Fla., February 1. Mr. Woolley 
started in the plumbing and heating 
business in Petersburg, Ind., in 1901. 
He was active in state and national 
affairs and served as president, Indiana 
Master Plumbers Association from 
1912 to 1919 and also was a director 


of the National Association. Woolley 
was active in politics, serving for sev- 
eral years as an alderman in the city 
of Evansville, Ind. He organized the 
National Trade Extension Bureau 
which was to become later known as 
the Plumbing and Heating Industries’ 
Bureau. In 1933 he started Maid-O”. 
Mist, Inc., becoming president and sole 
owner. In 1950, his son, Orville V. 
Woolley, became president and treas- 
urer and his son-in-law, H. Jack Carr, 
was elected executive vice-president. 


F. M. Bennett has been appointed 
eastern area manager of Sales, Wil- 
liams Div., Eureka Williams Corp., 
Bloomington, Ill. Bennett will make 
his headquarters in the Chrysler Build- 
ing, New York City. He was formerly 
manager of heating and air condition- 
ing sales for General Electric Company 
in New England. 


Robert G. Duncan has been prv- 
moted by Timken Silent Automatic 
Div., Jackson, Mich., to district sales 
manager for gas and oilheating equip- 








Ganealg 


Easy, Sure Service Profit 
Wherever Fuel Oil Is Used 


You can be sure of continuous profit 
when you install a GENERAL. Wher- 
ever fuel oil is used, GENERALS pre- 
vent clogged burner nozzles, provide 








DELUXE MODEL 


clean, steady oil heat, and insure 
2A-300 


MASTER MODEL 
, - 2A-700 
quick cartridge replacements that 
mean easy service dollars for you. For SMALL 
HOMES, 


SPACE HEAT- 
ERS, ETC. 


For BIG 
DIRTY 


@ Easy cartridge replacements each season. TANKS 


@ No more troublesome service “call-backs.”’ 








@ Satisfied fuel oil customers year ‘round. 


FASTEST, SUREST FILTERING KNOWN 
CLOGGED BURNER NOZZLES ELIMINATED 


ALL-WOOL CARTRIDGE TRAPS FINEST PARTICLES 
JUST TWO PIPE CONNECTIONS REQUIRED 


GENERAL FILTERS 
INCORPORATED 


CANADIAN FACTORY BRANCH: CANADIAN GENERAL FILTERS, 


CLEAN RIGHT SOOT REMOVER 
Soot deposits also raise fuel 
costs! Clean Right burns safely, 
gently—leaves no residue. Made 
for General Filters, Inc. 


General Filters 
carry this 
Underwriters’ 
Laboratories 


12890 WESTWOOD AVEMUE 


DETROIT 23, MICHIGAN 


LTD., 2679 DANFORTH AVENUE, TORONTO 13, ONTARIO 











| IMPORTANT NEWS 








HE expanded demand for Fluid Heat equipment, acceler- 

ated by everchanging market equipment requirements . .. 
such as perimeter heating and crawlway installations... made 
additional production and service facilities necessary. Fluid Heat 
has met this demand through the location of a new plant in 
Red Oak, Iowa. 


Red Oak, selected as the site of the new plant in order to effec- 
tively serve the midwest, can now supply a complete line of heat- 
ing equipment to hundreds of Fluid Heat dealers in this area 
without delay. 

The facilities of both the Red Oak and Baltimore plants are 
combined to serve you faster and more completely, no matter 
where you are located. Freight costs and delivery time are great- 


lyreduced for the midwest, and eastern dealerscan now be more effi- 
ciently supplied and serviced out of the relieved Baltimore plant. NATIONALLY 


ADVERTISED 








So, when bidding for your next heating installation jobs, remem- 
ber FLurp Heat Division, Anchor Post Products, Inc., 6700 


1. SUPERIOR DESIGN 
AUTOMATIC HEATING EQUIPMENT 





2. GREATER ECONOMY 
3. FASTER DELIVERY 
4. LOWER NET COST 





OIL-FIRED UNITS GAS-FIRED UNITS 


Famous Fluid Heat Famous Fluid Heat Boiler 
Pressure Burners. Four Burner Units. Six models, 
models, with firing rates from 300 to 1090 sq. 
rates from 7/10 to 12 ft. of standing steam. 
gallons per hour. 


ee OF ANCHOR POST PRODUCTS, INC., BALTIMORE, MD. 


























Air Furnaces with rated 





B.T.U. per hour. 









Famous Fluid 
Heat Warm Air 
Furnaces. Seven 











: > 
Fo--ous Fluid Heat Wall 
_‘lame Rotary Burner. 


‘wo models with firing 
rates from 4 to 442 
gallons per hour. 





per hour. 














‘*“‘WORLD’S ECONOMY CHAMPION” 


< 
New Fluid Heat Gas-Fired Warm 
inputs of 70,000 to 140,000 





Single-port, self-piloting Fluid 

Heat Gas Conversion Burners. 

Rated inputs of 75,000 to 300,000 
V B.T.U. per hour. 
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4%” PLATE — 1%” wall, TUBES 


Qualified for A.S.M.E. Marking 


V&E 


COMPLETE 


PACKAGE UNIT 


(for Hot Water Heating) 


ALL CONTROLS MOUNTED and 
WIRED 


Fully PROTECTED for shipment 
and delivery into basement 


A UNIT that stands up under rough 
handling 


BUILT-IN, FLOOD-PROOF EX- 
PANSION TANK 

INTERNAL BY-PASS for SLAB 
HEATING 

Includes ALL necessary Controls 
and accessories 


3 G.P.M. Tankless D.H.W.—Provi- 
sion for additional coil if needed 


This UNIT, designed and built by men with 
long experience, has every part co-ordi- 
nated to insure HEATING SATISFACTION, 
to REDUCE SERVICE TO A MINIMUM, and 


to make what little cleaning and service 
necessary, as easy as possible. 


WRITE or PHONE, to-day for Literature 
and Prices 


V&E 
PRODUCTS, INC. 


SCHUYLKILL HAVEN, PA. 


Warehouses: 


BALTIMORE e¢ BUFFALO 
Phones: E 


SAR. 2387 GAR. 7300 


PHILADELPHIA 


WAYNE 1625 


STEEL 


Water Tube 


BOILERS 


FOR STEAM OR HOT WATER 


LAST A LIFETIME 
CONDITIONS 


BUILT TO 
UNDER ANY 


MAKERS OF THE FAMOUS 


BOILER 


FOR ROTARY BURNERS 


@ SCHUYLKILL HAVEN e WORCESTER 


S.H. 122 WOR. 4-4421 


. . . « Names in the N- 


ment in a territory comprising \’ 
mont, most of New Hampshire - 
part of Massachusetts. D. Ri 
Green has taken over as district «; 
manager in New Jersey under dir 
tion of F. M. Jordan, regional :an- 
ager. Duncan began his career 


D. R. Green 


R. G. Duncan 


the Timken Division in 1947 as field 
service representative in the Middle 
Atlantic states. Green has had wide 
experience in the automatic heating 
business at both retail and wholesale 
levels and was at one time associated 
with an eastern Timken dealership. 


Joe E. Brundage, director of engi 
neering, The Brundage Co., Kalama- 
z00, Mich., has been elected president, 
Foremen’s Club of Kalamazoo, which 
is afhliated with the National Associa- 
tion of Foremen. Brundage has been 
active in the program of this organiza 
tion for many years and has served on 
the executive committee for the past 
four years. The Kalamazoo Club has 
a large membership of foremen and 
supervisors, The aim of the group is 
to improve the quality of foremanship 
of its members. 


Devon W. Fryback has been named 
sales manager of the Eastern region 
for Industrial Div., Minneapolis 
Honeywell Regulator Co., Philadel: 
phia, Pa. O. S. Pyle, Jr., was appointed 
industrial manager of the Mid-Atlan- 
tic area and Edward J. Klein industrial 
manager for the firm’s Philadelphia 
branch office, Fryback joined Honey: 
well in 1927 and worked in the com 
pany’s Chicago, New York and Con- 
necticut territories, He was industrial 
manager in Hartford and branc! man’ 
ager in the Albany office. Pyle, a 2 
year man with the company, al! in the 
Philadelphia office, has recent!y been 
industrial manager of the branc’ office 
there. 
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FIELD CONTROL DIVISION 


Mendota, Illinois 


Please send me a complimentary copy of your new service booklet, 
“Barometric Draft Controls —Handbook for the Installing Dealer’ 


yo : ‘ 
ur new pocket sized primer on draft controls. 


O fact-pack MY NAME 





el pages tell where to install a 





1 the 
been 


d , . 
raft conte, why, how, what size. Simply, 


MY FIRM__ 





vffice clearly written and illustrated for on 
the job use by today’s leading 


STREET___ 





authorities on draft controls. JA 


CITY. 

















Gi ditorial Leaks 


DURING THE YEAR 1952 nearly eight 
million American families moved from 
one house or location to another. 
That’s one-fifth of all families, a sur- 
prising discovery. When folks move 
they often make changes in their liv 
ing facilities. 

It’s an advantageous time to look 
into their heating . . . there’s a fair 
sales possibility for oilheating equip- 
ment, or if they are already oilburner 
addicts someone will be gaining or los- 
ing an oil account. 

Some of the most alert oilheating 
men have been watching family moves 
with an eagle eye. More have not. 
They can be mighty important in the 
aggregate. 


ao 

IT’S NOT TOO early to be making your 
plans to go to Chicago for the Annual 
Convention of the Oil-Heat Institute 
to be held at the Edgewater Beach 
Hotel, April 21 and 22. Write the 
hotel soon for room reservations. . . 
their rates are average for big city 
places, and whatever they are you 
can’t be hurt for two or three nights. 

There’s no exposition this time, but 
still it’s important that you go for two 
reasons. First, Cy Burg, convention 
chairman, has a most unusual program. 
Where most committees invite big 
name speakers and let them talk about 
anything they wish, Cy reversed this. 

He planned the whole program 
around bread and butter topics for 
dealers. There will be a total of nine 
hours of meetings divided into four 
sessions, two each day, followed by a 
big blowout the second evening. There 
will be no reports at the meetings, 
no papers read. 

Two dozen men within the indus- 
try are being chosen to hammer away 
at those assigned topics, each of them 


10 


selected because they know something 
about it. No man in the industry can 
hear that parade of ideas without get- 
ting back more than the cost of a 
pleasant trip. 

The second reason to come is the old 
one called the “fellowship of kindred 
minds.” Swapping gripes and pleas- 
antries with a few hundred men who 
know your troubles and how you got 
rich, or didn’t, is a high spot in any 
man’s year. Get aboard! 


eo 

WE GET quite a “kick” out of the ac- 
tivities of the Old Timers with their 
annual jamboree and all the accom- 
panying shenanigans, We really think 
that they are doing an excellent job 
both in fun making and in building 
industry morale. 

But in the final analysis the oilheat- 
ing industry is really a young one and 
quite robust for the phenomenally 
short period of its major development. 
Over 70% of all the burners installed 
have gone into service since World 
War II. Actually we are a very young 
industry that has accomplished much 
in a short time. 

This especially emphasizes the job 
done by the Old Timers through the 
years, in laying an exceptionally strong 
foundation of good product quality, 
sustaining service, and consumer ac- 
ceptance, Their efforts built this up 
over the decades preceding the war. 

Essentially the industry is composed 
of both “Young Timers” (who have 
come in since the war) and the large 
group of Old Timers (not really old) 
who did the hard work during the 
years of preparation. Our hat is doffed 
to both groups and to the dynamic oil- 
heating industry of which they are 
members. 


oo 
WRITING IN the Oil Daily Kieth Fan- 
shier is telling the oil industry that 
the sellers’ market is past, thus— 
The year of, and for, salesmanship 
is 1953. The year is still young but 
every indication confirms the note we 
think will dominate the petroleum 
industry this year. 
“The word which sounds a clarion 
call and sets bells pealing and ideas 
ringing in millions of minds—the idea- 


word which has challenged and stimu- 
lated and created our progress: sales- 
manship. Unless every sign goes aglev, 
this will be the greatest year of sales 
manship in decades.” 


o, 
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CHET DECKER, fueloil truck impr:- 
sario of North Jersey, is still going 
around, literally and _ figuratively. 
Down on Staten Island the other day 
he was holding forth with gusto on the 
merits of one of his layouts, to the 
mild annoyance of the fueloil market- 
er being pummeled. 

The prospective buyer kept saying, 
“Go home, will ya, and come back 
later. This is my heavy day and I can’t 
listen.” Following him around and get- 
ting in licks between phone calls and 
everything else, the dealer finally blew 
—‘O.K., how much is the truck?” 
When Chet called the sum the pros- 
pect shouted back to the bookkeeper 
to make out a check for Decker Bros. 
for the full amount, signed it, gave it 
to Chet and threw him out. 

Back in the office Chet was showing 
the sales force how the boss signs ‘em, 
but quick. Then a salesman impiously 
suggested a look at the signature on the 
check, It was “Santa Claus.” 

But wait .. . there was a happy 
ending. Next morning the dealer 
phoned Chet and invited him down to 
tell him the whole story. It took two 
hours without interruption to get the 
real check, and a big grin. 


o, 
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LIONEL JACOBS sends a clipping from 
the February 3 issue of the Philadel- 
phia Inquirer. A prominent matron of 
Pottstown, it seems, was found dead 
inside an oilburner at her home. The 
New Yorker magazine would put this 
in its ‘“Neatest trick of the week” de- 
partment. 

What the reporter meant was that 
she died inside an oil boiler. Aside 
from the tragic aspect of the situation 
we can’t help thinking that she should 
have waited for gas, the traditional 
hari-kari fuel, We don’t want to start 
a competition along those lines. 

The reporter also brought more il 
luminating details, The coroner an- 
nounced that she had suffered third 
degree burns. Sounds highly pro! able. 
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YES, you know this woman..... 


She’s Mrs. Average Housewife, the one who 
put her trust in you these past months for safe, 
efficient fuel oil delivery. Is that what she got? 
One measure of your service is how you 


answer the following questions: 


How well did you 
look after her 
last winter ? 








home on fuel oil delivery days 
so that your :sfic 
into the ho 
reading? 







for a_ tank 




















or 2 winter 
= her floors and 
down the cellgg stairs? 

















knock out a dbtecioe days 
of cellar clothes drying? 











If your answer is “yes” to any of the 
questions, why not remedy matters 
by installing VENTALARM Signals on 
your customers’ tanks? And what 
better time to offer clean, convenient, 
safe VENTALARM Signal fuel oil de- 
livery to your customers than NOW? 
Write for copies of our “Fuel Oil 
Sales Plan” and other promotional 


literature on how to make old cus- 
tomers happier and to obtain new, 
additional accounts. 

Besides giving their customers com- 
plete satisfaction, over 4,500 Fuel 
Oil Dealers who provide this 
VENTALARM Signal service are sav- 
ing as high as 30% of their former 
delivery and truck time costs. 


SCULLY SIGNAL COMPANY 


76 First Street, Cambridge 41, Mass. 


Canadian Licensee: Empire Brass Mfg. Co., Ltd. ,London, Ontario 


‘Contact your 
REGU:.AR SUPPLY. A ie 
for VENTALARM ®signa 

in a variety of sizes- 

‘i for 
Use “LC Models 
installation on old tanks. 
Scully — are 


in 
manufactured under U.S. — 
patents or patents pending 








VENTALARM “ 
Signal 


INSTALLED HERE 




























Fill only while whistle blows. 
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1947 1948 1949 1950 1951 1952 
Shipments of Oilburners and Units 
(Including Exports) 
Adjusted to include manufacturers other than the 145 reporting to 
Census Bureau, FuELoi, & Or Heat's estimates of shipments are: 
NOVEMBER ELEVEN MONTHS 
Percent Percent 
1952 1951 Change 1952 1951 Change 
Conversion 47,253 44,483 ae 96.2 495,209 462,265 + 7.1 
Boiler Units 6,889 5,166 + 33.4 62,286 55,204 a koe 
Furnace Units 18,917 14,820 sie elias 173,161 136,252 eel 
All Domestic 73,059 64,469 +! 13:3 730,656 653,811 — 18 
Commercial 3,629 2,588 + 40.2 33,710 37,139 — 92 
Total 76,688 67,057 + 14.4 764,366 690,950 a. Ory 
150 
STOCKS OF DOMESTIC . on 
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Dealer Stocks | | 
110 
100 
90 
80 
70 
60 
5Q 
40 
30 
20 
10 
19) ie) 
JUN DEC JUN DEC JUN DEC JUN DEC JUN DEC JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC 


1948 1949 «1950 = 1951._—Ss«1952 1953 
January Minimum Retail Prices: Key Dealers 


CONVERSION BURNERS BOILER-BURNERS FURNACE-BURNERS 
January Aver. $326 $712 $646 
December Aver. 324 gly? 646 


Price Index: Conversion Burners: January 1940 is 100% 
WHOLESALE RETAIL 
January 150.6 Sixmonthsago 146.3 January 137.0 Sixmonthsago 134.7 
December 146.3 Yearago 139.1 December 136.6 Yearago 134.2 





OILBURNER PRICES COMPARED TO GENERAL INDEXES 





O/LBURNER PRICES- RETAIL CONVERSION BURNER - JAN. 1940=100 





INDIVIDUAL INCOMES — BUREAU OF LABOR STATISTICS — 1939 = 100 -eeeennnnnnn-= - 
CONSTRUCTION COSTS —RESIDENTIAL- DEPT. OF COMMERCE -1939 =100 —m—m = —mmmm » 
COST OF LIVING - BUREAU OF LABOR STATISTICS — 1935-39=1/00 ccoccococeDDODOODDONND 
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Oilheating Trends 


ESTIMATED INSTALLATIONS of domes: 
tic oilburners and units in January 
were 41,435 or 14% below the pre- 
vious year when installations for the 
month had been 48,145. This drop is 
not as bad as it appears at first glance 
because the first quarter of last year 
had shown much greater increases from 
the previous year than did the later 
months. The principal weakness dur- 
ing the month was in conversions from 
other fuels which stood at 17,048. Re- 
placements on the other hand were 
good at 11,469 and new home instal- 
lations also fairly good at 12,918. 

BURNER STOCKS: On February 1 oil- 
heating dealers had in stock approxi- 
mately 118,017 domestic oilburners 
and units. These were divided: Con- 
version burners 82,497; Boiler-burner 
units 15,093; Furnace-Burner units 
20,427. These stock figures are sub 
stantially above the same date in 1952 
when the total was 100,809. Factory 
stocks at the end of November, the 
latest available date, were 39,983 and 
this compared with 74,465 on the same 
date the previous year. 

TANK STOCKS: On February 1 deal- 
er stocks of consumer oil tanks were 
approximately 86,211, a very impor’ 
tant drop from the 124,674 on the 
same date in 1952. The steel supply 
situation has possibly had a bearing 
on this but of course is not at all criti 
cal. 

By sizes the February 1 stocks were 
divided: 220-275 gallon 77,124; sizes 
550-675 gallon 4,899; sizes 1,000 gal- 
lons or larger 4,188. 

The average tank price (275 gallon 
size) during January was $35 which 
was $2 lower than the December av- 
erage. This would not point to any 
stringency in the steel situation, but 
rather that dealers see no need to stock 
up. By sections the January aver ge 
price was: New England $30; Mid’ 
Atlantic $37; Midwest $32; Pacific 
Northwest $42. 

OIL SPILLS: An industry man ‘ec: 
quested that we look into this sub‘cct 
to learn its relative importance, Besed 
on the experience of the reporting 
fueloil men the number of spills ‘7 a 
year represents about 1% of all cus’ 
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If you’re trying to sell bulky, awkward, outmoded 
heating units, why try longer? Why not sell the newest 
in heating—HEIL Automatic Heat. HEIL’s neat, com- 
pact units are styled to appeal to your customers, de- 
signed to save space in their homes. 


More than that, HEIL Automatic Heat can give them 
better heating for less money, and you yourself can 
prove it to your prospects, easily. When you show them 
HEIL’s greater heating surface, HEIL’s designed- and 
built-rogether burners and units, they can see why 
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pies gives them better value—why HEIL units can 
give them more uniform heat and still save fuel. 


You can make more money with HEIL. HEIL is 
easier to sell, because it’s the newest thing in heating. 
HEIL units are factory assembled and wired, so you 
save time and money on installation. HEIL engineering 
and HEIL quality construction mean less servicing, 
and faster service calls when you get them. Why not 
get the facts and start selling HEIL. It’s the easier way 
to more money in heating ! 
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. - « » Oilheating Trends 


tomers. Then since the average cus- 
tomer gets around eight drops a year 
we find that spills occur on the average 
of once in each 800 deliveries. 


The distributors were asked what 
they used to clean up oil from the 
basement floor. About one-fourth of 
them use dry cement, the others men- 
tion a surprising variety of commer- 
cial products prepared for the purpose. 
Out of some 14 brands mentioned the 
most popular in the order named were: 
Oil-Dri, Speedi Dri, Neutroda, Dry- 
soil. 

Asked whether they receive custom- 
er complaints of odors when oil spills 
occur, 66% of the reporting compa- 
nies say that this usually happens and 
the others say that it is insignificant. 
About two out of five require the oil 
truck drivers to clean up the spills 
while the other companies send a spe- 
cial man out to do the job. One-sixth 
of the reporting companies have some 
method of penalizing drivers for spills 
but the great majority do not. 

SALES ACTIVITIES: Most everyone in 
the industry recognizes that 1953 
could be a very big year, but not so 
many have believed that it was going 
to be, principally because it takes time 
for any industry to shift into high gear 
even when all conditions are favorable. 

The majority of the reporting deal- 
ers (71%) believe that the fueloil 
supplying companies will be pushing 
to expand their sales this year after 
dragging their feet for so long. There 
are already a number of indications in 
the way of more active oil sales cam- 
paigns in the making. This naturally 
will cause quite a number of the oil- 
heating dealers to put forth special ef- 
fort for volume. Among those report- 
ing five out of six say that they will 
put on a stronger sales drive than they 
had last year. 

A few more than half of them al- 
ready have planned their 1953 adver- 
tising programs and on the whole these 
companies will spend for advertising 
23% more than they spent last year. 
They don’t plan to do as much, how- 
ever, in the direction of manpower. 
Just one-third of the companies plan 
to have more oilburner salesmen this 
year than last and the aggregate effect 
of this on the whole group points to 
11% more salesmen, 
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on OILBURNERS—- 
January 12 MONTHS 
1953 1952 1932 1951 
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Ga 385 4669 4445 Portland, Ore. 131 69 1596 1451 
19 12 218 270 Poughkeepsie, N. Y. 14 9 185 275 
78 116 1204 1081 Providence, R. I. we me Bs. a 
=a oe ar .. Reading, Pa. 6 8 74 78 
56 64 442 655 Richmond, Va. 67 42 568 595 
51 58 588 701 Roanoke, Va. ox a eck Pe 
143 220 3433 2883 Rochester, N. Y. a rh os a 
10 ly 165 274 Rockville Center, N. Y. 7 5 81 103 
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_ *Permits are not total sales in each market since none are reported from suburban areas, 
which normally account for 20% to 60% of total sales in each market; nor are they an accu: 
rate index where enforcement is lax Rightly used, however, they are a useful working index. 
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These are all quite significant state- 
ments. Very ‘definitely the industry is 
feeling good about the sales outlook 
and it is mighty encouraging to see so 
many Of them putting their optimism 
to work. In fact more than seven- 


1953 is a good year to shoot the works 
for sales, oe 

They not only give lip service to 
this optimism but they are placing sub- 


_ stantial orders for burners. Asked how 


their present orders on books of burner 
(Please turn to page 160), 
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...so says Mr. Martin J. McQuire, Heating Contractor 
of Red Bank, N. J. 


“We prefer Weil-McLain products because their design and proven 
performance enables us to give our customers more value at no increase 
in cost. 

“The modern styling of Weil-McLain Baseboard, Raydiant and Solray 
radiators provides heating equipment better adapted to present day 
architecture and decorative ideas. These units give us plenty of selling 
ammunition for the modernization of old systems. 

“We can sell Weil-McLain Boilers, too, with full confidence. Their 
rugged cast iron construction and many efficiency features mean long 
life and fuel economy.” 








Cheek the “Extra Values’’ in 
RAYDIANT RECESSED RADIATORS 


Home builders and remodelers like the smart, modern 
appearance of these “radiating front’’ Windo-Site heat 
distributors. The Raydiant never intrudes—it blends 
gracefully into room surroundings. 


Weil-McLain Raydiant Radiators are designed exclusively 
for recessing, yet cost little more. Set virtually 
flush in the wall, no room space is wasted. 


The unique design of the Raydiant Radia- 
tor’s heating surfaces permits a maximum 
emission of radiant heat rays. Cast iron finned 
vectants provide an abundance of gently moving 


Neat molding trim is 
available for finishing the 
recess. 


Frequent venting not 
necessary because of 
large waterways. 


Large waterways store 
heat—slow down room 
cooling. 


Finned vectant provides 
convected heat. 


“Live front” radiates sun- 
like warmth. 


WEIL: McLAIN 


BOILERS: RADIATORS 


WEIL- 


MICHIGAN CITY, INDIANA 





convected heat to protect against cold downdrafts from 
the windows. 


And not least, because of cast iron construction and 
large waterways, the Raydiant stores heat... no sharp 
drop in temperature when the thermostat shuts off the 
heat supply. Send today for Bulletin C-125. 
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EXTRA VALUE 








by 
Milburn Petty 


WASHINGTON — The coal people, 
girding for an all-out fight against im- 
ports of residual fuel oil, are soliciting 
the support of domestic oil producers 
and coal-carrying railroads. 

The bill to limit residual imports to 
5% of domestic demand, sponsored by 
the National Coal Association, has 
been introduced now by more than 20 
congressmen. 

The NCA has called a meeting of 
representatives of management and la- 
bor in the coal, independent oil pro- 
ducing, and railroad industries to map 
legislative strategy. 

Foreign residual brought in last year 
equalled about 22% of demand, indi- 
cating how deep a cut would have 
been made in imports if this bill were 
enacted. 


Jobbers Oppose Curb on Imports 


Meanwhile, independent oil mar- 
keters—through the National Oil Job- 
bers Council—have declared war on 
those seeking curbs on oil imports, par- 
ticularly residual. 

Denouncing the coal people’s 5% 
quota bill, Otis H. Ellis, NOJC’s coun- 
sel, said this would be “the first step 
in the door toward restricting imports 
and subjecting customers of oil to a 
compulsory usage of a fuel not of their 
own choosing.” 

Ellis said this would be fuel control 
by indirection which would have ad- 
verse effects right back to the oil pro- 
ducer. He charged that some producer 
representatives were “collaborating be- 
hind closed doors” with the coal people 
to get restrictions on imports of crude 
oil and residual. 


Fuels Policy Study Resumed 


The Senate has voted $10,000 for 
continuing the fuels policy investiga- 
tion by the Senate Interior Committee. 

Chairman Butler (R., Neb.), is urg- 
ing that the study be continued, said 
the Committee wanted to go further 
into synthetic liquid fuels as a means 
of preventing “‘a possible shortage of 
petroleum products in the event of in- 
terference with imports.” 








Government Influences on Fuels 


He said the international situation 
lends impetus to the formulation of a 
fuels policy for the United States, ex- 
tending not only to its wartime needs 
but also “with a view to a broad gen- 
eral policy.” 

Little has been done with this in- 
quiry since the panel discussion, staged 
by Chairman O'Mahoney (D., Wyo.) 
in March, 1951, On that occasion, the 
coal people overplayed their hand so 
that it became apparent that they 
hoped to put over “end use” controls 
on oil and gas. 


Ike Opposes Standby Controls 


President Eisenhower, in junking 
most price controls in February, served 
notice that he did not want even stand- 
by powers to set ceilings after the pres- 
ent law expires April 30. 

Relaxing price controls, he said, was 
intended to unshackle the American 
economy. Some prices will go up, some 
down—that is to be expected. 

However, Ike warned businessmen 
against gouging the consumer, saying 
that he would not like to go back to 
Congress for reenactment of price con- 
trols—but he would, if necessary. 

His attitude was that businessmen 
should not have the threat of price con- 
trols hanging over their heads. 

But there were some congressional 
leaders, notably Senator Capehart (R., 
Ind.), who differed with the White 


House on this. 
Prices Decontrolled Suddenly 


Decision to decontrol all petroleum 
prices—except home heating oils in the 
East Coast area—was approved at a 
Cabinet meeting and announced the 
afternoon of the same day. 

Reasoning behind the home heating 
oil exception was that a sudden cold 
snap might mean a “windfall” for fuel- 
oil dealers who already had their win- 
ter supplies in. 

In the hurried announcement, the 
Office of Price Stabilization made the 
mistake of assuming that the East 
Coast was just about the only area 
where No. 2 fueloil was sold. So, the 
exception to decontrol was specifically 
limited to No. 2 with no reference to 
geographical area. 






Soon thereafter the Standard Oil 
Co. of California announced advances 


on crude oil and products in the West 
Coast area, including 1.8¢ on heating 
oil and diesel fuel. (This company had 
a long-pending application for higher 
ceilings to develop needed supplies, 
which was supported by the Petroleum 
Administration for Defense and oil 
price officials at the OPS.) 

A few days later, a regional OPS 
official ruled that “furnace oil” sold 
on the West Coast was the “same as 
No. 2” and was still under price con- 
trol, This was immediately overruled 
by OPS headquarters here. 

This left the OPS in the position 
of insisting that No. 2 was under con- 
trol “when sold as such” anywhere in 
the United States. 

Only way out of this confusion was 
to decontrol No. 2, removing the last 
vestige of oil price controls. And that 
was what Gregg Burkhalter, OPS oil 
price chief had strongly recommended 
right after this confusion developed. 

(Continuing price controls on No. 2 
even temporarily, with plentiful sup- 
plies and the winter nearly over, 
brought smiles to oil marketers in view 
of the reported “softening” of prices 
in many areas which was attributed 
to oversupply resulting from mild 
weather.) 


Materials Decontrol Up in Air 


The Eisenhower Administration is 
carefully studying what to do about 
materials controls after June 30 to as- 
sure that requirements of the military 
and atomic energy programs are met. 

Ike has said that material controls 
will be ended except for defense priori- 
ties and critical items needed for de- 
fense. 

But will the military be permitted 
to acquire unlimited quantities of 
scarce materials without relation to 
programmed requirements? That is a 
question worrying many non-military 
industries. 

PAD officials are not pressing for 
any continuance of controls. However, 
if Congress does extend the Defense 
Production Act in any shape or form, 
there should be provision for prioriti’s 
and allocations on scarce materials and 
for voluntary industry agreements, 
they believe. 
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_ TWO-STAGE SELF-PURGING LOW PRESSURE OIL BURNER 


qa new 


Gmbuslionees 


At a new 


LOW PRICE! 
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Yes, it’s NEW, and EXCLUSIVE with Combustioneer! The 
ONLY low-pressure oil burner using the better two-stage 
pump principle . . . one pump to operate in suction only, and 
the other produces pressure to operate metering piston and 
shut-off valves! Draws oil vertically up to 15 feet, plus up to 
38 feet horizontally, with buried tank. The exclusive SELF- 
PURGING reservoir insures completely bubble-free oil to 
the metering piston, ALL of these NEW advantages, at a 
NEW LOW PRICE! Read about the many other features 
which make Combustioneer the sales-building, profit-build- 
ing Oil Burner for EVERY Dealer! 
‘‘Flip-Of-A-Finger’’ Control 
Very precise “tuning” regulates fuel consumption from .50 


to 4.00 G.P.H. while burner is operating. Infinite variations, 
no fuel waste! 
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‘‘Free-Floating”’ Piston 
Meters oil-flow 
exactly. NO 
rods, levers, 
gears, pins, 


POSITIVE LOCK 
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1 cams: or } 
f springs. Floats FREE FLOATING PISTON 
) in, motivated OlL CAPACITY 

, re ADJUSTING SCREW 

, by, oil itself. 


Friction, wear and fatigue eliminated. Quiet, economical. 
Reduces service needs. 
**Flo-Mist’’ Nozzle 

High-pressure oil burners demand 100 Ibs, pressure through 
needle-point openings. The Combustioneer low-pressure oil 
burner delivers oil to the nozzle at near zero lbs. pressure. 
Primary air and oil are mixed inside the nozzle, the mixture 
passes through an orifice 30 to 40 times as large as that on 
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a high-pressure burner. Then the same blast tube air is added. 
Vaporization is finer, air and oil are mixed TWICE, resulting 
in a higher combustion efficiency. 


Gmbustioneen exclusive features 


e “Free-Floating” Piston, hydraulically operated. 


Fuel Consumption controlled from .50 to 4.00 
° G.P.H. 


* Clog-Proof Nozzle. 

* Oil-air adjustable while running. 

* Two-Stage Fuel Pump .. . Self-Purging Reservoir. 

* Two-Unit Safety Control eliminates home hazards. 
* Hydra-Vated Pump, quiet, low-cost, service-free 














For PROFIT... Get The Combustioneer Dealer Franchise! 


You can offer your customers the unmatched 
Combustioneer Low-Pressure Oil Burner at a 
NEW LOW PRICE! You'll make easier sales, more 
sales, BIGGER profits! Write TODAY for FACTS 
about the Combustioneer Dealer Franchise! 





Combustioneer Division 
THE STEEL PRODUCTS ENGINEERING CO. 
1285 W. Columbia Street, Springfield, Ohio 


Send me complete information about your NEW LOW 
PRICE and Dealer Franchise. 


NAME 
FIRM 
STREET 

















High and Low Pressure Oil Burners © Gas Burners ® Coal-Gas-Oil Furnaces ® Stokers ® Humidifiers 
DIVISION THE STEEL PRODUCTS ENGINEERING COMPANY @® 


SPRINGFIELD, OHIO 
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ACTION proves 
MARLOW PUMPS are the BEST 


... for dependable, low-cost performance ! 


in, Ohio 
Ohio Farm Bureav Co-Op, Kentei, 












-++ for unloading 
transports and filling tank trucks. 


Marlow Vertical Self-Priming Centrifugal Pumps are 
designed to give maximum efficiencies in petroleum products 
handling. They are ruggedly constructed to withstand long, 
hard use around-the-clock. Low-cost Vertical design saves 
space and simplifies installation. Self-priming feature elim- 
inates vapor lock. No rubbing surfaces that wear — no 
troublesome by-pass valves. Marlows mean dependable, low- 
cost performance. 


Marlow Vertical Pumps are indispensable for accelerating gravity flow 
from overhead bulk storage tanks. It is the only pump specifically designed 
for this type job. There is no substitute. Initial cost is low. Installation is 
simple as few piping changes are necessary because the suction and dis- 
charge fittings are located opposite one another. Available with 14, % 
and 34 hp electric motors, capacities of 5 to 100 G.P.M. 


In Canada: PUMPS & SOFTENERS, LTD., LONDON - CANADA 
e Write for complete details. Descriptive bulletins available on request. 
RIDGEWOOD, NEW JERSEY 


099 
MARLOW PUMPS Branch Plant: De Queen. Arkansas 


Other factories in France and England. Distributors and Dealers everywhere. 
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A. B. CUNNINGHAM & SON 
Baltimore 1, Md. 
Editor: 

My copy of the February issue of 
FuELoIL & Or Heat arrived on time 
as usual and, being a guy who always 
reads a magazine from back cover to 
the front, I naturally came to the arti- 
cle “Nearly Everyone heats with Oil” 
on page 57, dealing with dealer activi- 
ties in Reno, Nevada, before I came to 
the article “Ourselves as Others See 
Us” on page 55, written by Mrs. Lou 
ise Fowler. She expounds rather pro 
ficiently on her experiences in trying 
to get her oilburner fixed. 

I think it’s rather interesting that 
Mrs. Fowler’s story should immediate 
ly precede the Reno story for the rea- 
son that I note that it is general policy 
out in Reno for oilburner dealers not 
to give any service on equipment they 
sell, except the first year, which they 
probably have to do to sell an oilburner 
at all. 

Need for Service 


It has never seemed to me that any- 
one can satisfactorily market any me- 
chanical product without extending 
first rate service on it during its life- 
time. In the first place, lots of new 
business is picked up from satisfied 
users and in the second place, you can- 
not keep a customer happy without 
any direct contact with him, The only 
trouble with the servicemen that Mrs. 
Fowler has employed is that they don’t 
especially care whether or not the 
equipment works to her satisfaction. 
Since they didn’t sell it originally to 
make a profit and since they probably 
never will sell her a furnace, they have 
no real incentive to keep her happy 

You cannot farm out service and 
satisfy anyone much except the guy 
who is farming it out. The customer 
looks to the man he bought the furnace 
from to give him good and promp* 
service. Nobody else can handle your 
own business as well as you can and 
when any dealer farms out his service, 
he’s just jamming something down hi 
customer’s throat that the custome! 
doesn’t want to take but has to wheth 
er he likes it or not. He’s just passing 
his troubles on to someone else. When 
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EQUIPMENT 
DOES MAKE 













Gentlemen. 





It's a 
Ple, 
Since we j, -1 © '° tell yo 
e posed oa pve U that o T ga 
Se. 


T equipn Pment 














Clea 
M 0 ba Ey * a Re oper ted a: _ keeps Old custo va 
: ated rs ‘om 
deliver. wiht any troy with pe er ul = 
Becaus ers which 
e Stomers have 
Mend it . Ser equi me; @pprecia 
'S a com tis ite 
™Mplet on 
re glad to 
recom. 
Sincerely 
RUD, 
ISILL FUEL ols, 1 
i? aay 
MID:¢ Milton 7 
&js Presiden: Dettmer 













M. J. Dettmer, president 
of Rudisill Fuel Oils, 
Inc., and many other 
dealers have proved conclusively that Bowser 
filtration of fuel oil boosts gallonage and 
increases net profit. Bowser metering guards 
inventory, and Bowser meter-printed invoice 
tickets promote good will and confidence. 





AT THE BULK PLANT... BOWSER FILTERS AND XACTO METER 


ON THE TRUCK... XACTO METER WITH TICKET PRINTER 











There is a Bowser-trained fuel oil equipment 
specialist near you. He will gladly survey 
your operation with no obligation to you. 
Recommendations are made only on the basis 
that you would benefit in sales and profit. 


. . WRITE FOR 
FREE FUEL OIL 
SUCCESS STORY 






: REGIONAL ATLANTA, GEORGIA, 741 Boulevard, N. E. DALLAS, TEXAS, 24297 Commerce St. SAN FRANCISCO, CALIF., 468 Ninth St 
OFFICES: CHICAGO, ILLINOIS, 110 No. Franklin St. KANSAS CITY, MO., 226 W. 39th St. WASHINGTON, D. C., Washington Bldg 
CLEVELAND, OHIO, I/10 St. Clair Ave. NEW YORK, N. Y., 420 Lexington Ave. CANADA: Hamilton, Ontario 




































DUAL 
ECONOMY 


Installation economy for you 
because the Dual 8 is easy to in- 
stall and service: the cabinet is 
installed after all piping is com- 
pleted; all controls are on the 
front of the boiler; the intensi- 
fier tubes are readily accessible. 
Economy for homeowners be- 
cause they get faster heat with 
less fuel: the intensifier tubes 
see to that by cutting chimney 
heatloss and speeding heat trans- 
fer. Then add A.S.M.E. Code 
Construction and contagious cus- 
tomer satisfaction ...that’s a 
recipe for more sales and more 
profit. 


STAINLESS STEEL 
INTENSIFIER TUBES 


Write for new fold- 
er: 1033 New Britain 
Ave., West Hartford, 
Conn. 


*U. S. PAT. NO. 2,560,275 
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... . Letters 


he loses control of the service, he can- 
not possibly keep a customer happy 
and you have another person who is 
sour on oil heat. 

We have to give a lot of credit to 
some of these up and coming fueloil 
dealers who are taking some of this 
farmed out service from dealers and 
who are doing an excellent job in the 
metropolitan areas. My hat is certainly 
off to them and without them, God 
only knows what kind of a shape this 
industry would be in. These boys don’t 
just put a job back into operation and 
walk away. They find out why it failed 
in the first place and correct the funda- 
mental trouble so they won't have an- 
other call tomorrow. Most of these 
troubles that re-occur are due to faulty 
installation or burner adjustment, 
which is the responsibility of the dealer 
who installed it to start with. 


Farms out Service 


Of course, when he farms the service 
out, he at least mentally relieves him- 
self of his responsibility, but makes an 
enemy for oilheating of his customer, 
besides putting some guy who is try- 
ing to do a good job on service to a 
lot of expense and trouble. This is 
probably where a lot of the service 
profits go that people claim they can’t 
make out of the service business. 

Back to Reno again, this situation 
may be an exception. Maybe everyone 
out there who has an oilburner is 
completely happy with the service he 
is getting. It may well be that these 
service agencies that these dealers are 
turning all of their service over to are 
doing a good job—like some I know. 
Generally, however, I don’t think this 
can be done because outside service- 
men cannot possibly have the personal 
interest in the customer that the dealer 
should have. 

I suggest that the boys out in Reno 
make a very careful investigation of 
this before somebody comes along with 
a better mousetrap and slugs them so 
hard that they find their oil and oil- 
| burner market reduced to a dangerous 
level. I think that they may do well 
to hang a reprint of Mrs. Fowler’s 
story in a place where they can read 
it every day. 

I do not especially mean to criticize 
these boys in Reno, particularly Clyde 











Mast whom I’ve met and whose opera- 
tion with Heating and Air Condition- 
ing Supply, Inc., is discussed in the 
article, but I think if the service situa- 
tion there is as good as it is purported 
to be it is an exception to the rule ii 
it’s all being farmed out to outside 

service agencies. 
W. E, CUNNINGHAM 
Se 
YORK-SHIPLEY, INC. 
York, Pa. 

Editor: 

Your “Examination for Big Burner 
Servicemen” (written by J. W. Schulz 
and appearing in your December, 1952 
issue) is excellent, 

From our experience working with 
our industrial distributors, however, 
we must point out that we often run 
into a certain problem which your ex- 
amination doesn’t cover but most cer- 
tainly should cover. That is the prob- 
lem of making provision in a big boiler 
room for entry of sufficient fresh air 
for combustion. More times than we 
care to think about, our field men have 
found industrial burners in air-tight 
boiler rooms! 

Even worse, we have seen boiler 
rooms with exhaust fans sucking out 
air—and with no way for make-up air 
to enter the boiler rooms except down 
the stacks and through the boilers! 


Need for Oxygen 


Architects and consulting engineers 
appear to ignore completely the need 
for oxygen—big amounts of it for the 
big flames of commercial-industrial in- 
stallations. 

Another point that might well be 
covered relates to the conditions under 
which an auxiliary fueloil pump-set is 
needed. The question might be based 
on excessive lift or excessive length of 
suction-line run. 

Your answer “B” for Question #20 
seems a little low. We recommend two 
square inches of secondary air port for 
each boiler horsepower. At 75% op 
erating efficiency, this is the equivalent 
of 5.4 square inches per gallon-p:r 
hour firing rate. Therefore an answer 
of 5 to 6 square inches (instead of 
your 4 to 5 square inches) seems to s 
to be safer. 
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Typical B & G Hydro-Flo Forced Hot Water Heat- 
ing installation with tankless domestic water heater. 








Canadian Licensee: S.A. Armstrong Lid., 1400 O’Connor Drive, Toronto 


The family in this illustration is enjoying four 
comfort advantages of B & G Hydro-Flo Forced 
Hot Water Heating. 

First, radiant sunny warmth! Second, the area 
around the low picture window is comfortably 
heated. Third, room air temperature from floor 
to ceiling and wall to wall is virtually uniform. 
And finally, the floor is warm. 

Now add this! Regardless of how the weather 
changes, the temperature in this home will 
remain constantly at the comfort level. The vari- 
able water temperature of B & G Hydro-Flo Heat- 
ing permits close matching of the heat input with 
the heat loss... assuring more comfort on less fuel! 

For the complete story, send for booklet ‘‘Cap- 
ture the Sun with B & G Hydro-Flo Heating.” 


Another extra advantage— 
snow melting! 


The home or building with B & G Hydro-Flo 
Heating can be equipped with an auxiliary 
snow melting installation. Hot water from 
a heat exchanger connected to the boiler is 
pumped through pipe coils under the side- 
walks, melting snow as fast as it falls. 
ye» ~=©Another back-breaking job eliminated! 


Plus year 'round hot water 


The heavy domestic hot water load imposed by 
modern automatic clothes and dish washers is easily 
handled by a B & G Hydro-Flo Heating System. The 
Water Heater unit, heated by the same boiler that 
heats the house, provides ample quantities at low cost 
—24 hours a day—winter and summer. 


c OF M P AN Y 
Dept. CW-7, Morton Grove, Illinois 
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® Order from your jobber 


shake or clean. 


.... Letters 


We would guess that questions #18 
and #21 of the examination are the 
ones most often missed. 


AllLin-all, you presented a very fair 


| and straightforward examination. We 
| are giving it to our big-burner experts. 


C. A, FRY 
Thank you, C, A. Fry and York- 


| Shipley! 


Yes, it must be admitted the problem 
of feeding make-up air into commer- 


| cial-industrial boiler rooms was not 


faced squarely in any of the 25 exami- 


| nation questions. 


| 
| 


Question #18, a tough question as 
you point out, did however say that 
data on the amount of air needed per 


| hour or per minutes for an oil flame 


of a certain size often are needed in 
figuring sizes of forced-air blowers, 
draft inducers, and outside-air open- 
ings for big boiler rooms. The men who 


knew the correct answer must know 


that plenty of make-up air must flow 
into boiler rooms. The correct answer 
is that to burn one gallon of No. 6 


| fueloil, you need 1,500 to 2,000 cubic 
| feet of air on the basis of 70°F. air 
| temperature and atmospheric pressure. 


| 


For a boiler room that must be con- 


| sidered air-tight except for the one 
| opening you provide for outside-air to 


| enter it, you can use this thumb rule to 


figure the area of the outside-air en- 


| trance you provide: The area through 
| which outside-air enters should be 


Soot is emptied from container into | 


throw-away bag. 

Easy to carry—weighs only 30 Ibs. 
Complete with 10 ft. hose, 27 in. clean- 
ing tool, 10 throw-away 
bags and quick-release 
tie-cord. 


+99 


® Write today for literature 
© Jobbers’ inquiries invited 


MASTERCRAFT 


SUPPLY CO., INC. 
HAVERSTRAW, NEW YORK 








Originators and Manufacturers of 
THROW-AWAY FILTER BAGS 
for Commercial Vacuum Cleaners 
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twice the area of the smokepipe or 


CLEANS FASTER—No bog to empty, | breeching needed for the boiler or boil- 


| ers on a natural-draft basis. 
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James O. Kemm has been promoted 
to senior representative in the Kansas- 
Oklahoma district of the Oil Industry 
Information Committee, American 
Petroleum Institute. Kemm will make 
his headquarters in Tulsa where he 
succeeds Robert E. Featherston who 
has resigned to devote his time to other 
interests. Kemm has been working as 
a district representative in the Kansas 
City office of the Missouri-lowa-Ne- 
braska district of the OIIC since Janu- 
ary 1952. He previously was employed 
on the editorial staff of the Leader and 
Press in Springfield, Missouri, and as 
an assistant professor of Journalism at 
Rider College in Trenton, New Jersey. 





Fueloil Prices adjusted 
in Washington, D. C., Area 


THE OFFICE of Price Stabilization 
granted as of June 30, 1952 a ceiling 
price increase of $0.0015 per gallon. 
This increase was intended to com- 
pensate local distributors for the addi 
tional expenses they would incur in 
handling higher priced product. How- 
ever, recent representations of Wash- 
ington area distributors convinced OPS 
that this intention was not being fully 
carried out since the computation that 
resulted in the adjustment granted 
treated the $0.0015 as additional net 
income to the fueloil distributors rather 
than compensation for increased costs. 

As of January 15, 1953 an amend- 
ment first increased the amount of this 
adjustment as previously granted by 
$0.0015 per gallon. This brings the 
total adjustment granted by this 
amendment to $0.002 per gallon. With 
the $0.001 granted in the original spe- 
cial order the result is a total increase 
in selling price Section 11D of CPR 
17 of $0.0036 per gallon. This affects 
the tank wagon ceiling price for kero- 
sene, No. 1 and No. 2 oil, furnace oil, 
range oil and stove oil sold by tank 
wagon distributors in the Washington, 
D. C. Metropolitan area. 


}, 
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Graham Shields credited for 


securing price Adjustment 


ON JANUARY 15 the Office of Price 
Stabilization granted to Washington, 
D. C. dealers an increase in the price 
of fueloil, based upon formulas in CPR 
17. In his January 16 report, Otis H. 
Ellis, general counsel, National Oil 
Jobbers Council, comments on pricing 
regulations and extends to Graham 
Shields, secretary of the Oil Heat In- 
stitute of Greater Washington, per’ 
sonal credit for convincing OPS ofh- 
cials that the price adjustment was 
justified. 

Ellis points out that when the time 
came for Washington dealers to fill ou 
the cost accounting forms to justify 
the increase, they either “couldn't or 
wouldn’t fill out the forms.” This 
would have been enough to frustrate 
the average secretary, he continues, 
but instead Shields called on enough 
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Your biggest opportunity to get 


your FULL SHARE of the 
tremendous builder and 
modernization markets 


It’s big news for every dealer—this new 
Thatcher Air Conditioner. Here’s a real 
opportunity tocash in on the big-volume, 
high-profit, summer cooling market! 


Builders are enthusiastic because air 
conditioning sells houses . . . and with 
Thatcher they know they can deliver 
the finest! Homeowners are enthusiastic 
because a Thatcher gives dependable, 
cool air enjoyment . . . adds extra dollar 
value to their homes. And we're enthu- 
siastic because now you can make more 
money with the Thatcher “‘two season”’ 
line by selling efficient and dependable 
“indoor comfort”’ equipment . . . year 
round. 


Don’t miss the opportunity to cash in 
on the lusty building and modernization 
market. Get all the facts about this big 
profit maker. Write today for full details! 


Available in 2, 3, 5, 744, and 10 ton models 
for both store and home installations. 
Same eye pleasing maroon and gray finish 
as the famous Thatcher heating line. 


| atcher FURNACE COMPANY 


GARWOOD, 





| AIR CONDITIONERS - FURNACES - GAS BURNERS + OIL BURNERS + BOILERS 


dloil 
jute 






























NEW JERSEY 
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RENICK & MAHONEY, inc 


MARLOW 
VERTICAL 
PUMPS 


EFFICIENT on suction lifts 
EXCELLENT for underground or overhead 


storage 


ENTHUSIASTICALLY accepted for fueling 


and transfer service 


EASY and inexpensive to install 


These Marlow vertical pumps, part of 
a great and dependable line of self- 
priming centrifugal pumps, solve 
many problems in handling volatile 
fluids. Available in capacities of 5 
to 120 gallons per minute. 


RELY ON R&M 


You can rely on 


R & M men fo 
help Y 


ov keeP 
plant and trucking 

costs to o —— 
we they know the bes 


for every marketing neee- 





SERVICE 


Send for the R&M complete catalog 


RENICK & MAHONEY, inc. 


380 Second Avenue (at 22nd Street) 
New York 10, N. Y. 
Telephone Algonquin 4-4202 
Complete Equipment for the Oil Trade 

















fueloil dealers so that he obtained 
forms representing more than 50% of 
the volume distributed in the area. 

“He then took these records to 
OPS,” says Ellis, “‘and was able to 
show that the net earnings of his dis- 
tributors on their fueloil transactions 
showed a 25-point margin shortage as 
related to the base period. OPS de- 
ducted from this showing the 15 points 
which Eastern Seaboard distributors 
received some months ago, thus grant- 
ing his group a 10-point increase. 
Shields still believed that this deduc- 
tion was unwarranted, He then went 
back and sought and held further con- 
ferences with OPS officials.” The re- 
sult was the additional increase granted 
by OPS on January 15. 

“This,” concludes Ellis, “is a con- 
crete lesson in what can happen when 
jobbers cooperate with persistent rep- 
resentatives.” 
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Old Timers’ Jamboree 
set for Monday, April 20 


THE REAL, the genuine Old Timers’ 
Jamboree—annual conclave of the Old 
Timers’ Club of the Oil Burner In- 
dustry—takes place on Monday eve- 
ning, April 20, in Chicago. Jim Owens, 
chairman, says that the party held 
January 27 during the Heating and 
Ventilating Show was merely a warm- 
up and that, despite the enthusiastic 
comments of Old Timers and guests, 
“You ain’t seen nothin’ yet”! 

The April 20 Jamboree takes place 
during the Oil-Heat Institute annual 
convention and, this being the annual 
meeting of the Club is restricted to 
members. Treasurer E. N. McDonnell 
adds, “They better be paid-up mem- 
bers, too, if they want to get in”! The 
Furniture Club, which is fast becom- 
ing the unofficial headquarters for Old 
Timers in Chicago, has been selected 
again as the site, and complete details 
are to be mailed soon. 

Jim Owens reminds all Old Timers 
—perhaps unnecessarily—‘‘Those of 
you who have attended past Jamborees 
at the Furniture Club know you can 
look forward to good food, a good 
show and the same hilarity of previous 
sessions held there. Be sure to make 
your reservations through H. A. Mac- 





cubbin, secretary, Old Timers’ Club 
of the Oil Burner Industry, Inc., 120 
W. Madison St., Villa Park, Ill.” 

Incidentally, this is belated thanks 
to Lou Giannettino of Bell Pump Serv- 
ice Co., New Haven, Conn., for taking 
the photographs from which the mon- 
tage was made for page 78 of our 
February issue. Lou took these and 
other pictures and kindly loaned them 
to us so that we could publish a picture 
story of the January 27 party. FUELOIL 
& Ort HEAT had no staff photographer 
at the affair. 
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Massachusetts Court 
reverses plumbing Decision 


THE SUPREME Judicial Court of 
Massachusetts on January 7, reversing 
a previous ruling of Superior Court, 
decreed that “the installation by the 
plaintiff of hot water tanks and gas 
heaters does constitute ‘plumbing.’ ” 
The decision was the result of a com- 
plaint filed by the building commis 
sioner of Springfield, Mass. against 
the Springfield Gas Light Co. for in- 
stalling a hot water tank and gas heat- 
er without the services of a licensed 
plumber. The company maintained 
that the regulation under which they 
were cited specified that the licensed 
plumber was required only where 
waste water or sewerage was involved. 
Judge Eugene A. Hudson of the Su- 
perior Court agreed with this conten- 
tion on June 6, 1952 and the case then 
went to the state Supreme Court. 
Briefly, the Supreme Court ruling 
was based upon the fact that while 
waste water was included in the plumb- 
ing regulations, the requirement also 
was stated that “no plumbing work 
shall be done except in the case of re- 
pair of leaks” without a permit, show- 
ing that plumbing was not confined to 
only a part of the business, but con- 
tinued to the whole plumbing business. 
The Oil-Heat Institute of New 
England in publicizing the decision for 
its members commented that the work 
of plumbing as generally understood 
in the industry, i.e. the breaking into 
a domestic water system and the con 
nection thereto, shall be performed 'y 
a licensed plumber notwithstanding 
any local ordinance or regulation. 
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MEENAN’S BIG DUALS 


4 HIT ALL-WEATHER 
AVERAGE OF 





WITH RED SEAL PRINT-O-METERS 


a 
d 
d 
y To cover their concentrated fuel oil market in Levittown, Long Island, 
d Meenan Oil Company built six single-compartment 3,300 gal. trucks, 
e each equipped with two Red Seal Print-O-Meters. Immediately they 
began breaking all kinds of records. 

In just five minutes, a truck can drive up, make three deliveries, 
and drive away, with tickets safely tucked under three doors. A truck 
once delivered 19,000 gallons in 14 hours. Counting all time lost in 
























? storms, reloading, turn-arounds, etc., the average is six minutes to 
a delivery. 
9 With a high-speed operation like this, the meters must stay accurate 
‘ under all conditions, and must be free from trouble, otherwise small 
There's a Red Seal losses of product and time could quickly add up. Meenan relies on the 
4 bulk plant or tank proven sustained accuracy and low maintenance of Neptune Red Seal 
Y lg acca ee. meters . . . meters with only one moving part in the measuring chamber, 
use. See the improved ‘ es z 
‘ Auto-Stop quantity non-wearing capillary seal, designed and precision-machined to hold 
i control and Print-O- amazing accuracy over millions of gallons without need for frequent 
: Meter ticket printing adjustment. 
ean There are Red Seal meters that are just right for your trucks and bulk 
; plants. Ask your Neptune jobber or branch for details today. 
NEPTUNE METER COMPANY 
50 West 50th Street © New York 20, N. Y. 





Branch Offices 


ATLANTA * BOSTON * CHICAGO ° DALLAS * DENVER * LOS ANGELES * LOUISVILLE * NO. KANSAS CITY, MO. 
PHILADELPHIA ° SAN FRANCISCO °* PORTLAND, ORE. * Canadian Factory: TORONTO 14, ONT. 
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Let QUALITY 


Be Your Guide! 
specify couplings by 


Guardian 


? “DYNA-LINE" 


An exclusive Guardian process 
aligns end-fittings and flex-element. 
Spins them into union while in a 
dynamic state—running true. 





Write for Complete 
Data on Guardian 
Flexible 
end Guardian Oil 
Heat Valves. 


Dept. F-33, 1231 East Second Street 





and get these 
exclusive features... 





ay 


“SILENT TENSION"* 


gm Provides clearance for rapid assembly 
and snug fit, reducing wear. Extruded 
aluminum sleeve formed under closer 
tolerance obsoletes former production of 


steel sleeve with embossed splines. 


*Patent applied for. There is only one ''Silent 
Tension" splined sleeve coupling—Guardian 
makes it. 


= FABRICATION < 





NEW 
ja TRUE-FLEX" 
RUBBER ELEMENT 


Special synthetic reinforced. Properly engi- 
neered to correct O.D. and durometer for 
maximum service life. 


HANDY 
SERVICEMEN'S KIT 
Meets 97% of service 
needs. Get one—keep it 
filled for extra profits on 

coupling replacements. 


Insist on Guardian Quality ... 


It is True Economy! 


Couplings 


PROOUCTS CORP. 


COUPLING DIVISION 


Michigason City, taedtena 
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Gulfstream Chapter 
holds third Dinner 


THE THIRD annual dinner of the 
“Gulfstream Chapter” of the Oil Heat 
Industry was held on February 24 at 
the Coral Ridge Yacht Club, Fort 
Lauderdale, Fla. Forty-five industry 
members, who were vacationing, in 
southern Florida, attended the dinner. 

John Hancock, retiring president of 
the Chapter and president, Marietta 
Metal Products Co., who is a winter 
resident in Florida, gave an illustrated 
talk on coconut milk diets. Al Craw- 
ford, president of Oil-Heat Institute, 
delivered a stirring invitation for all 
to attend the OHI Convention in Chi- 
cago in April. 

Birthday salutations were sung to 
Mr, and Mrs, Jack Hess, Mrs, Stan 
Czarnecki and Jim Owens. Mr. and 
Mrs. Owens were further saluted with 
a toast when word was received dur- 
ing the dinner that a new grandchild 
(their fourth) had arrived in Chicago. 

Still another toast was drunk to Mr. 
and Mrs. Jim Carroll, Monarch Mfg., 
in Florida on their honeymoon. 

Ruth Dieter, wife of Clarence 
Dieter, formerly of Bethlehem Foun- 
dry & Machine Co. and now an apart- 
ment house owner in Ft. Lauderdale, 
told how it is possible for a 98 |b. 


woman (herself) to catch a 128 lb. sail- 
fish, a feat she had just accomplished. 
Herb Carragher came all the way 
from Lowell, Mass, to attend the party 
and won a magnum of champagne. 
contributed by Harold Wilkinson, 
Herco Oil Burner Corp., to the person 
who traveled the longest distance. 
Stan Czarnecki, Eddington Metal 





Specialty Co., took over as president 
of the Chapter and promised that next 


year’s dinner would be even bigger 
than this year’s. 

New Committee members, selected 
by popular vote: Al Crawford, Tim- 
ken-Silent Automatic; Bob Conkey, 
Conco Engineering Works; Sid Stein- 
berg, Concord Oil Heating and Russ 
Eisentrager, 
Members of the original dinner com- 
mittee include: Stan Czarnecki, Jack 
Hancock; Arnold Eckhart, Eckhart 
Mfg. Co.; Jim Owens, Mercoid Corp., 
Art Winkler, FUELoiL & Om Heat. 


Monogram Products. 
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“SHE AIRCONDITIONING INDUSTRY 

way back in the 30’s seemed to be 
on the verge of an expected expansion 
or boom, However, the depression ex- 
tending through the early part of that 
decade and even well up into the mid- 
dle of it, stopped and reversed the 
trend. There was a gradual growth in 
the later 30’s but the war also reversed 
this as far as expansion of the industry 
for consumer needs was concerned. 
However, the war provided a spur to 
certain types of research that involved 
airconditioning and some of these de- 
velopments have been carried over to- 
day to the benefit of the residential 
portion of the industry. 

There can be no doubt that now the 
residential airconditioning industry 
faces a period of growth. Such a de- 
velopment is in the cards and to deny 
it would not seem to offer evidence of 
good sense. The reasons for expansion 
are fairly obvious but it’s worthwhile 
discussing them. They are: 


Reasons for Growth 


1. The index of prosperity is high 
and, while it may not continue at a 
boom rate, there is no indication of 
any severe or rapid leveling off. Sav- 
ings are at an all-time high. More 
homes, cars, washing machines, tele- 
vision sets and refrigerators are owned 
now than ever before. The homeowner 
is more comfort and gadget minded 
than ever before. 

2. National income is high and pur- 
chasing power can be increased or de- 
creased by merely altering the tax 
structure or the credit structure. The 
Government in Washington is ex- 
tremely sensitive in a foresighted way 


*Condensation of a talk delivered by 
Charles Burkhardt, associate editor, FUEL- 
on. & Om Heat, before a meeting of the 
Western Michigan Chapter of the Ameri- 
tan Society of Heating and Ventilating 
Engineers at Grand Rapids, Mich. 


Will Airconditioning boomr* 


The Outlook for potential Sales of home Cooling during the next Decade 


to any fluctuations in the economy. 

3. More houses are being built than 
ever before, and the number of new 
year-round airconditioning systems in- 
stalled should be an ever increasing 
share of the yearly number of new 
housing starts. And even if the num- 
ber of housing starts declines the num- 
ber of year-round units installed can 
be increased to a higher percentage of 
the lesser number of starts by progres- 
sive selling, intensive sales promotion, 
good field performance and a high rate 
of consumer acceptance, 

4. The airconditioning industry has 
become conscious of its destiny. There 
is an air of optimism, a wave of re- 
search and development, and more 
manufacturers of this equipment are 
springing up every day. Now there are 
54 concerns producing in this field and 
there is hardly a reputable furnace 
manufacturer in the business who has 
not one of these units in production, 
under test, or being designed. Indus- 
trywise such a situation is psychologi- 
cally good, for the economic rivalry 
engendered by such a competitive 
situation will lead to lower production 
costs, better product development, 
greater and more intense sales efforts 
and more money being spent on pro- 
motion. As a result there will be a 
greater share of consumer attention 
focused on year-round airconditioning 
and the greater the amount of public 
attention attracted, the greater will be 
the number of unit sales. One will 
follow the other. That is the history 
of American industry. 

5. The intrinsic value of an aircon- 
ditioning system is such as to extend 
the modernity of a home—that is the 
period during which a home is modern 
or new—its newness is increased in 
relation to time. This means resale 
value of such homes will be increased. 

6. Bankers agree that financing 





Operating costs of year-round air- 

conditioning systems will be important 

in conditioning the public to the mass 

acceptance that will be necessary for 

building the market demand for this 
product. 


could be increased from 10 to 12 per- 
cent over the existing mortgage value 
of the home when airconditioning is 
added. For instance, mortgage financ- 
ing to the extent of $15,000 for a spe- 
cific home would be increased to $16,- 
500 or $17,000 for that same dwelling 
if all year airconditioning were in- 
cluded in it. As part of a package 
mortgage the additional carrying cost 
would amount to about $4 to $6 a 
month, 

Now reviewing these six reasons for 
a moment, we can see an optimistic 
picture in the ofing for year-round 
airconditioning—the index of pros- 
perity, high national income, heavy 
volume of savings, high new construc- 
tion rate, the dynamism and optimism 
of the airconditioning industry itself, 
the relation to and increase of real es- 
tate values enhanced by aircondition- 
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. . . « Will Airconditioning boom? 
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The new home market does not necessarily offer the only major outlet for year- 
‘round airconditioning as there is a vast potential in the conversion cooling field. 


ing, increase in mortgage loan value 
limits by the inclusion of aircondition- 
ing—all these are concrete, basic rea- 
sons that support the conclusion that 
year-round residential airconditioning 
is on its way. 

The many new units installed in 
homes in the immediate future will, of 
course, be of considerable importance 
in determining the early acceptance of 
year-round airconditioning equipment. 
Their overall performance as well as 
operating cost will do much to condi- 
tion public acceptance of these devices. 
Let us hope that it will be favorable 
and it appears that it will be. 

Some disturbing stories have come 
from the South as to the reception the 
first bills received by homeowners. 
They mirror the all important fact that 
this newer approach to comfort must 
not be oversold. Extravagant, insincere 
sales and promotion efforts will seri- 
ously retard the growth of consumer 
acceptance and set the industry back 
years. This is especially so of the con- 
version market. 


NAHB Standards 


Some very desirable standards have 
been outlined by NAHB for manu- 
facturers of this equipment, and ad- 
herence to them by the producers will 
do much to insure acceptance. Coupled 
with these production: standards are 
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the integrity and workmanship of 
dealers and contractors who will in- 


n 


stall the equipment. One complement 
the other and one cannot succeed in 
gaining public confidence if the other 
fails. 

A very large manufacturer of year- 
round conditioners stated recently that 
dealers and contractors are the very 
crux and hub of this whole happy 
future facing the industry. He said 
that “if ever a growing industry was 
dependent on its contractors and deal- 
ers that time is now—we will rise or 
fall with them,” he emphasized. 

But to get back to the desirable 
standards outlined by NAHB, these 
are: 

1. Cost of unit and installation not 
to exceed 10% of the price of the 
home. 

2. Unit not to occupy more than 
12 square feet of floor space. This will 
present no problem as units are now 
being made which occupy but 8 square 
feet of floor space. 

3. Operation must be quiet due to 
the difficulty of isolating noise in a 
home. 

4. The equipment should be con- 
structed and shipped as a unit to avoid 
assembly on the site. 

5. Low maintenance and long life. 

Up to 1952, but not including that 
year, much less than 1% of the homes 





of the nation that could be aircondi- 
tioned had residential airconditionin; 
installations of the cooling type. Thi 
approximated about 40,000 installa 
tions. So through all the decades o: 
development of this industry only 40,- 
000 homes were airconditioned b 


central units. 

However, the year 1952 was a dif 
ferent story altogether and in fact 
far more promising one. In “52 ove 
45,000 of these central cooling unit: 
were shipped and of these approxi 
mately 25,000 were installed in new 
and old homes, or about 62% were 
used for residential purposes. 

Let us analyze this fact in relation 
to the number of new dwelling unt 
starts in the same year, which accord. 
ing to the Bureau of Labor Statistics 
reached 1,131,000. This means that in 
the calendar year 1952 2.2% of the 
newly constructed homes in the nation 
that could be airconditioned were cen- 
trally airconditioned compared with 
less than 1% of the total homes that 
could be airconditioned for the 20 
years preceding. Or in one year, the 
installation rate increased about 200% 
over the two preceding decades. A 
startling indication of how rapidly 
growth can take place. 


1953 Estimates 


Estimates by leading manufacturers 
seem to agree that 50,000 or possibly 
60,000 homes will be centrally aircon- 
ditioned in °53, and of these 50,000, 
about 30,000 or slightly more will be 
newly constructed homes, In addition 
the National Association of Home 
Builders surveyed 255 
builders and 40% declared they were 
going to offer airconditioned homes 
during 1953. Some Long Island build- 
ers estimate that 25% of the new 
homes built out there will be aircon: 
ditioned within the next two or three 
years. Be that as it may, there is every 
indication that the 50,000 central sys 
tem installation figure is a good one 
and may even be on the conservativé 
side, A prolonged hot summer would 
provide an impetus that would do 
much to better the estimates made. 

Projections as to the size of the ‘wv 
ture market for airconditioning cannot 
be made without some mention of t 
past and future market for window 
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cooling units, This past year the sale 
if this type of equipment was given a 
real spurt by the hot summer weather. 
In sizes ranging from 1/3 HP through 
1Y% HP, 325,000 of these units were 
sold in "52, What is even more signifi- 
cant is the fact that the industry esti- 
mates that 500,000 could have been 
sold had the product been available. 
By midsummer of last year every pro- 
ducer was out of this product. In °53 
room airconditioner sales are expected 
to reach the 600,000 figure. Of these 
about 55% will be installed in homes 
and the remainder in commercial and 
other types of structures. 

Some idea of the speed with which 
the residential airconditioning market 
could develop is evident when it is 
compared with the growth of forced 
circulation warm air furnace installa- 
tions. For instance there are about 
1,278,000 forced circulation oilfired 
warm air furnaces installed throughout 
the country. Of these 915,083 are in- 
tegral furnace-burner units shipped 
and installed as such throughout the 
years. 

Let us make a comparison using the 
915,083 integral oilfired furnace- 
burner unit figure as a basis to see the 
rate of growth. 

In 1943, 150,750 oilfired furnace- 
burner units were in use. In 1952, nine 
years later, 915,083 of these units were 
in use—or about a 600% increase over 
the nine-year period. This gives us a 
somewhat nebulous yardstick whereby 
we may forecast a possible rate of 
growth of the year-round aircondi- 
tioning system, 

At the same rate of growth, compar- 
ing the year-round airconditioning 
unit with the furnace-burner unit (oil- 
fired) the figures for a nine year period 
would be as follows: 

To and including 1952—actual fig- 
ures, 65,000 year-round units in- 
‘alled in homes. 

1961 — 600% 390,000 
year-round units installed in homes. 


increase, 


To use the figure of gasfired warm 
air units as the yardstick would result 
in a rate of growth forecast that is not 
only phenomenal but unreasonable. 
For this reason we choose the oilfired 
furnace-burner unit installation vol- 
ume as a more reasonable yardstick 
and you must admit that a forecast 





growth to 390,000 installations over a 
coming nine year period seems con- 
servative and reasonable. Now this 
390,000 figure, believe it or not, is fore- 
cast as an addition to the installations 
made in new homes. The 390,000 nine 
year forecast total refers only to pos- 
sible conversions of existing forced 
warm air installations; conversion cool- 
ing installations we might call them. 
It seems an apt name. The truly great 
potential for year-round aircondition- 
ing may be very well in this field rather 
than in the new home market. 


Conversion Cooling 


However, the conversion cooling 
field is fraught with complications for 
the contractor and dealer. Numerous 
problems have to be considered and are 
yet to be solved. These are: the rela- 
tion of existing installed duct sizes to 
air velocity and volume; the location 
and type of registers and grilles now 
used for distributing the air; the in- 
sulative qualities of old houses; the 
quantity of air to be moved and the 
cost of operation. 

The conversion of existing forced 
circulation warm air heating systems 
is not going to be as easy as was con- 
verting gravity warm air systems to 
forced circulation. Considerable re- 
search is being done right now at the 
University of Illinois that will provide 
the answer to many of the problems 








just mentioned. Whereas we generally 
thought that cooling a residence would 
require about 30% more air than re- 
quired for heating it, the actual fact 
is that about 200% more air is re- 
quired for cooling than for heating. 
This further adds to the noise and 
velocity problem. 

However, we think that the conver- 
sion cooling market potential is so 
large and will be so profitable that 
great strides will be quickly made to- 
ward solving the many conversion 
installation problems that must of ne- 
cessity arise. 

Consider that in 1951: 

202,871 forced oilfired warm air in- 
stallations were made. 

341,339 forced gasfired warm air in- 
stallations were made. 

Or a total of 544,210 fully auto- 

natic forced warm air installations 
were made in °51. 

Look at that 544,210 figure a little 
closer for it is very significant. Systems 
installed in °51 are truly modern forced 
warm air systems and such newer sys- 
tems present the best potential for 
conversions, 

Now 10.5% of all warm air installa- 
tions are in New England; 22.3% in 
the Middle Atlantic Area; 10.4% in 
the South Atlantic States; 37.5% in 
the Midwest; 2.5%, Mountain States 
and 16.8% in the Pacific States. The 


(Please turn to page 158) 





Forced circulation hot water and warm air systems present a number of problems 
when considered for conversion to summer cooling. Research is going on affecting 
these and from it the installer will get authoritative data that will help to convert 


this large conversion potential to an actual available market. 








Who will buy the Burnersr 


The Industry will lose its coal conversion Emphasis as Replacements rise 


by 
Robert Gray 


i tee YEAR 1953 is a good point in 
the progression of our industry 


to step aside for a moment and notice 
some things that are about to happen. 
Dealers who do this will probably find 
themselves charting a new course for 
sales to guide them through the years 
just ahead. 

The simple fact is that we are sooner 
or later going to lose our best cus- 
tomer, He’ll be around for awhile yet 
but not permanently. He is the present 
coal user who will convert to oil. 

Oilheating has grown big because 
it brought to the American home some- 
thing very real. It displaced a chore 
that was a pain in the neck, That’s why 
electric refrigeration got big, and me- 
chanical washers and vacuum cleaners. 
They displaced real drudgery. 

We were mighty fortunate in hav- 
ing for our principal competitor a fuel 
as inconvenient, as dirty as coal, As a 
result most of our growth, most of 
our sales in fact, have come through 
unselling people on coal. In late years 
we pretty much let them unsell them- 
selves. Even in our periods of greatest 
growth, the seven years since the end 
of the war, replacing coal in old homes 
has brought most of our sales, in fact 
55%. New homes accounted for 33%; 
replacements of old oilburners 12%. 

Is it reasonable to expect that in the 
next seven years we're going to get 
the majority of our sales, as much as 
55%, through coal conversions? We 
have been pushing coal around for a 
long time . . . it will be harder to do 
in the future; we're reaching the stage 
of serious resistance. 


How many Conversions left? 


What are the figures? We have in 
the nation around 21 million homes 
with central heating plants. Oil and 
gas are now in 11% million of those. 
One million have electricity, wood or 
miscellaneous fuels. That leaves 84 
million still heated with coal. 
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But some people are funny; they 
still think coal is all right. Some even 
think it keeps them warm. From con- 
sumer opinion polls we are convinced 
that about four million families think 
that there’s nothing like a good old- 
fashioned coal furnace. Then we have 
low rent properties, where landlords 
won't spend the money to buy oil- 
burners. 

So around four million coal-heated 
homes constitute the remainder of that 
market. Gas will take some of those 
but we should get considerably more 
than half. Gas has found its greatest 
strength in the new home market. We 
have done most of the converting of 
old homes to an automatic fuel. Per- 
haps we will eventually get three mil- 
lion of the four, In any event you can 
see that our most prolific source of oil- 
burner sales back through the years is 
one day going to dry up. 


Sell Conversions now 


Are we saying that the oilburner 
business is going to die out? Not at all. 
What we are saying is that the most 
alert dealers will recognize that the 
industry is turning a corner and they 
will see to it that they keep ahead of 
the turn. 

This is a good time to put a lot of 
sales emphasis on selling conversions 
from coal but notice that this should 
be the short range program. Drive it 
hard now before other dealers take 
the best of it out of your market, For 
the longer future oilburner business 
must swing to new home and replace- 
ment sales. 


Notice the chart showing a thirteen 
year projection to 1965. This does not 
seriously attempt to forecast the exact 
number of oilburner sales in any year 
but rather it is designed to show how 
the emphasis will be shifting. In the 
seven years since the end of the war 
average annual installations have been 
660,681. The chart assumes total in- 
stallations at a rate only slightly high- 
er. Notice, however, that while con- 
versions from coal will be around 


400,000 in 1953 they will drop to 
about 170,000 in 1965, Naturally in 
the years between there will be ups 
and downs just as the industry has al 
ways had but the straight line on the 
chart is good enough to emphasize our 
point, The coal conversion line may 
dip even deeper but it probably won't 


Replacements could be greater 


Now notice the segment on the chart 
devoted to replacements of old oilburn- 
ers. Notice how this grows fast enough 
to just about take up the slack from 
declining coal conversions. Replace- 
ment sales could be much larger if 
enough dealers wanted seriously to go 
after them. The growth of replace- 
ments shown on the chart is based on 
the assumption that there will be no 
more sales effort put into this work in 
future years than we have had in the 
recent past. 

Going back through the industry’s 
history we have arrived at a rough 
guide for future replacement sales. 
After ironing out the kinks in the lines 
we find that annual replacement sales 
represent about 58% of the new in- 
stallations made 15 years earlier. We 
also find that in a 20 year period re- 
placement sales have wiped out all in- 
stallations older than that. 

Of course some burners are operat- 
ing more than 20 years but also some 
are replaced after three years. So we 
are basing our projection on the fifteen 
and twenty year methods just de- 
scribed, This will take us from an es- 
timated 104,000 replacements in 1953 
to 312,000 in the year 1965. 

There are several nice things about 
this replacement market. We made a 
study of it two years ago this month 
and found some characteristics that 
would still apply today. We found for 
example that 55% of the replacement 
sales were conversion burners only, 
while 23% also included a new boile: 
and 22% included a new furnace. Th: 
is a better ratio than the industry ha 
been getting on its regular new sale 

In that study we also learned that 
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Replacements take over as coal conversions slide off through the years ahead. 

This chart is not intended to forecast actual annual sales so much as to show 

the changing emphasis on sales channels. The growing replacement market can 
be expected to about offset shrinking coal conversion sales. 


6% of the burners being replaced were 
under five years old; 17% were be- 
tween five and ten years old; 38% 
were between ten and fifteen years 
old; 39% were over 15 years old. The 
median age of all burners being re- 
placed was 14 years, This does not 
mean that 14 years is the life of a 
burner as we have seen from the pre- 
vious figures. It does say that of those 
actually being replaced 14 years was 
the typical age. 

The industry is also going to have 
to make up its mind about new home 
business. The chart indicates that these 
will gain slightly through the 13 year 
period. Some new home builders are 
complaining that the market is slow, 
but in the aggregate we still seem to 
hit the million unit level and will prob- 
ably do this for quite a few years to 
come. We still have an acute housing 
shortage in the country as a whole. 

Only a few of the larger oilheating 
dealers now go after new home busi- 
ness because they think it’s too cheap, 
meaning of course the volume orders 
of speculative builders. It’s time for 


some straight thinking on that subject. 
There has been far too much emotion. 
Oilheating dealers have often com- 
plained to us about the new home mar- 
ket being priced far below anything 
they can touch so they don’t bother 
with it. Then they will cuss out a local 
fueloil distributor for taking new home 
business cheap to build gallonage. 

Let’s make up our minds that it’s 
going to be cheap. Gas wants that mar- 
ket and is taking a lot of it. That makes 
gas stronger to fight us on our good 
work, so where it’s a builder develop- 
ment with lots of small houses why not 
bless the oil man and encourage him to 
take it at the best price he can get and 
wish him luck in getting oil contracts. 

How else is any dealer going to make 
a profit out of the speculative builder? 

Of course, we’re not talking about 
the individual new home. That job will 
also be sold at a fairly close price prin- 
cipally because it will be competitive. 
Nonetheless, these can be good deals 
and they are going to have to become 
a larger share of your total business 
through the years. 
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So you can see what is shaping up 
for oilburner sales. You can see the 
corners to be turned. It’s a shift away 
from coal conversions to replacements 
with new home work coming up 
stronger, especially if you're selling 
fueloil. 

The fueloil man would also do well 
to drive hard for conversion sales in 
the next few years. There is one nice 
thing about an oil customer. Get him 
started, take good care of him, and 
you'll hold him for many years. An 
annual customer turnover as small as 
three percent is not unusual. 

So if you go after this conversion 
market now, those oil customers that 
you get will be on your books and pay- 
ing their bills and yours for many 
years down the road. This is very im- 
portant because after the coal conver- 
sions are mostly sold you, as an oil 
man, are not going to be able to grow 
as fast as you have been, because then 
the only strictly new oil accounts wili 
be the new home sales. So while the 
equipment dealer or your equipment 
department can reach new peaks in 
years after 1960, there will not be new 
peaks in gaining oil users. 


Shifting sales Emphasis 


Future projections are always inter- 
esting regardless of their source because 
of their speculative nature. In the past 
our long-range forecasts have always 
been on the low side. For example as 
we approached the end of World War 
II and everyone was making postwar 
forecasts, we published such an article 
in our issue of October 1944. We es- 
timated that total oilheating installa- 
tions in the five postwar years 1946 
to 1950 inclusive would be 2,493,000. 
Actually they turned out to be 3,297,- 
000 or a third more. 

It would be pretty optimistic to ex- 
pect that sales in the period covered 
by the present chart would be one- 
third more than we forecast, but who 
knows? In the whole history of the oil- 
heating industry we have yet to see 
any forecast as high as the actual ac- 
complishment, so the important point 
in all of this discussion is not just how 
many burners the industry will sell, 
but rather the necessary change in di- 
rection of sales emphasis for intelli- 
gent dealers. 
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Electrical ABC’s of burner Jobs 


Knowledge of Electricity is needed to understand oilburner Controls and Wiring 


by 
J. W. Schulz 


— USING THE WORDS “com 
petent” and “qualified,” typical 
oilburner dealers worry about the fit- 
ness of their men who do installation 
and service work. The dealers know 
these men should have sufficient knowl- 
edge of the principles, design, and op- 
eration of oilburner equipment. Sufh- 
cient knowledge is one of the main 
protections against a man’s doing in- 
stallation or service work that winds 
up with hazardous oilburner operation. 

This applies particularly to the elec- 
trical wiring and controls of oilburner 
installations, because in working on 
wiring and controls mistakes can be 
made easily by a man not well! edu- 
cated in the hazards involved, A 
Sloppy Joe anxious to wind up his 
service work on a headache job often 
is tempted to take shortcuts which in- 
troduce minor or major risks, If an old 
burner persists in “going off on safe- 
ty” and Sloppy Joe is absolutely cer- 
tain that ignition failure is not causing 
this, he may shut the safety device or 
bend control parts or otherwise cripple 
the safety control system—so that 
never again can the burner “go off on 
safety.” I've seen many jobs on which 
this had been done. One was in the 
home of the president of a leading 
company that makes oilburners. Shunt- 
ing or disconnecting any kind of con- 
trol is the quick, easy way out of cer- 
tain troubles, for a man not well edu- 
cated in hazards. Such a man often 
screws a 20-ampere fuse into a fuse 
block—-he may screw in a 30-ampere 
fuse instead—because a proper-capac- 
ity 15-ampere fuse blows out when he 
tries it. 


Electrical Knowledge needed 


Knowledge of electricity is needed 
to understand oilburner controls and 
wiring. Although he may call in house- 
wiring electricians to wire his oilburner 
installations, an oilburner dealer or in- 
stallation foreman should know far 
more about electricity than a house- 
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wiring electrician usually knows. That 
holds true also for oilburner installa- 
tion men and servicemen who work at 
wiring and controls. They need a good, 
working knowledge of electricity. They 
need this to be competent, well-quali- 
fied for their daily work. Safe oilburn- 
er operation, avoiding hazards related 
to wiring and controls, depends on 
this. 

This article, which is the start of a 
series of articles on cilburner controls, 
starts at scratch with the electrical 
fundamentals needed by oilburner ex- 
perts. Men new at working on burner 
controls and wiring should make cer- 
tain they understand the fundamentals 
of electricity. A review of these funda- 
mentals is worthwhile to many old- 
timers at oilburners, Often it gives 
them a pointer or two they have for- 
gotten or have failed to emphasize 
sufficiently. It may give them a new 
idea or two, worth memorizing. 

Electricity is used in everyday life, 
in flashlights, automobiles, household 
appliances and lights, and in commer- 
cial and industrial projects. Men who 
haven't the slightest idea of what elec- 
tricity really is can put it to highly ef- 
fective use. The electricity used in 
everyday life is a form of energy that 
with a certain amount of know-how 
can be changed easily and safely into 
light, heat, or motion. The motion can 
occur in an electric motor, a solenoid 


valve, or the clicking of a relay. 

Electricity is invisible, thus its ac 
tions and behavior are difficult to de- 
pict. Luckily the actions and behavior 
of water are sufficiently similar to those 
of electricity to permit the use of hy 
draulic analogies to explain the doings 
of electricity. 

Diag. 1 is such an analogy, used her: 
to give the direct current idea. D.C. 
or direct current is a continuous flow 
of electricity in one direction. All bat 
teries, including dry cells and storage 
batteries, provide direct current. It can 
be produced also by an electric dynamo 
or generator. Automobiles, boats, and 
airplanes have direct-current genera- 
tors. So do many small, gasoline-driven 
home lighting outfits, What's annoy 
ing to an oilburner man, however, is 
to find out that 110 volts, direct cur- 
rent is being used in a hospital, insti- 
tution, factory, or hotel which gener- 
ates its own power—and in which he 
hopes to install automatic oilburners. 
You can install automatic burners that 
run on 110 volts D.C., but planning 
and engineering the job is a project 
that calls for much help from manu- 
facturers of the burners, controls, 
motors, and other electrical equipment 
you will install. The costs of providing 
an installation powered by direct cur- 
rent run much higher than the costs of 
a usual, alternating current system. 

Spin the shaft of the centrifugal 





Diag.1— Direct Current 
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pump in Diag. 1 (consider this an or- 
dinary circulator made for forced hot- 
water heating), and with the valve 
open the flow indicator spins merrily. 
This is the type of flow indicator used 
in power plants and gasoline pumps. 
Consider the pump in Diag. 1 as hav- 
ing such vast capacity that opening the 
valve wide does not drop at all the 
pressure indicated by the left-hand 
gage; then there’s no pressure-drop 
(corresponding to a voltage drop) 
when you open the valve wide and 
put the full load on the pump. If you 
arrange things so that the right-hand 
gage always reads zero, then in effect 
you have grounded or made neutral 
the line coming out of the flow indi- 
cator and running to the pump. 


Alternating Current 


Diag. 2 has a motor-driven crank- 
shaft and flywheel that work the pis- 
ton back and forth. The piston and 
the water moved by it (bear in mind 
that there’s no “give” to water; you 
can -assume that you can’t compress 
water any more than cast-iron) go back 
and forth roughly after the pattern of 
the graph low in the drawing. At 
“A,” the piston is stationary for the 
instant, having reached one end of its 
stroke, say the right-hand end. Travel- 
ing next to the left, the piston moves at 
maximum speed near the center point 
of its stroke, giving the high, positive 
point in the graph between “A” and 
“B.” This point is positive, that is, for 
the gage at the left of the flow indi- 
cator. At point “B” the piston is sta- 
tionary at the left-hand end of its 
stroke, then comes movement ““B” to 
“C” on the graph, similar to the first 
movement but negative for the left- 
hand gage. 

Putting the crankshaft through one 
full turn has produced one cycle, for 
the piston now is at the position it was 
at the start and continued crankshaft 
movement will repeat the action of the 
piston. Turn the crankshaft at precisely 
60 revolutions per second, and you 
produce 60 cycles per second, Here as 
in the case of the theoretical no-load 
shaft speed of a two-pole, 60-cycle in- 
Cuction motor, 3,600 rpm jibes with 
60 cycles. At 60 cycles, the direction 
of flow of the water in the system is 
reversed 120 times per second . . . so 
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is the direction of the flow indicator 
in Diag. 2. 

As the drawing suggests, the needles 
of pressure gages in this system would 
flutter to the tune of the cycle. That 
reminds experts of the actions of 
needles of D.C. instruments, inadver- 
tently connected to A.C. current. Elec- 
tronic oilburner control experts en- 
counter this phenomenon. 

Thus with alternating current, the 
flow of electricity reverses many times 
per second. The almost-universal alter- 
nating current in this country is 60- 
cycle current, although a bit of the 
current produced is 25-cycle. Years 
ago, 50-cycle current was used in cer- 
tain areas. 

Here’s the big advantage of alter- 
nating current over direct current: 
With the help of transformers that are 
relatively inexpensive and that have 
no moving parts, the voltage of alter- 
nating current can be stepped up or 
stepped down. Combine that with the 
principle that high-voltage current can 
be transmitted great distances at low 
cost, because stepping up the voltage 
by one thousand increases by one thou- 
sand the watt-carrying or load-carry- 
ing ability of a copper wire of a cer- 
tain size. The “high lines” in this coun- 
try carry alternating current at tre- 
mendously high voltages—transform- 
ers at the load ends of these lines step 
down the voltage to the 220-volt and 
110-volt levels at which the current 
usually is used for domestic and com- 
mercial-industrial oilburners, 

Oilburner men are thankful that al- 
ternating current usually is found in 
the buildings to be heated by automatic 





oilburners, for such burners gain much 
through using both step-up and step- 
down transformers. The step-up trans- 
formers provide sparks for ignition sys- 
tems; the step-down transformers pro- 
vide low-voltage current, advantage- 
ous for use in oilburner control sys- 
tems. Transformers can not be used to 
step-up or step-down the voltage of 
direct current. 

Alternating current provides an ad- 
ditional benefit for oilburner men: 
Motors designed to operate according 
to the beat of the alternating current 
have nicely-controlled speed charac- 
teristics; they do not slow down con- 
siderably when proper, maximum loads 
are put on them, and they do not tend 
to overspeed or “runaway” when re- 
lieved entirely of their loads. The typé- 
cal domestic oilheating equipment 
motor (used to drive an oilburner, hot- 
water circulator, or forced-air blower) 
has a theoretical no-load speed of 1800 
rpm; thus relieved entirely of load and 
overcoming only its internal load in- 
cluding the bearing load, it will run 
somewhat slower than 1800 rpm. Load 
it properly to do its maximum work, 


‘and it will slown down to something 


like 1740 or 1750 rpm, depending on 
its particular design and characteris- 
tics. It won’t run slower than that ex- 
cept when overloaded, and overload- 
ing that slows it down considerably un- 
der its design-load speed will cause it 
to burn out. This nearly-constant- 
speed characteristic of motors designed 
especially for alternating current has 
great advantages for oilburners, one of 
them relating to metering of the air 
provided by an oilburner blower. Di- 
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rect-current motors unfortunately lack 
this nearly-constant-speed characteris- 
tic. In addition, they have brushes and 
commutators that are in constant use 
all the time the motors run, and these 
have a reputation for needing rather 
frequent attention. 

Voltage, mentioned earlier, is cov- 
ered in Diag. 3. High voltage corre- 
sponds to high pressure in a hydraulic 
system. The first faucet in Diag. 3 has 
high pressure on it, corresponding to 
220 volts. The third has low pressure, 
25 volts—considered in general “low- 
voltage.” Lesser voltage also is “low 
voltage.” Because opening wide the 
three faucets towards the left of Diag. 
3 would run down the pressure and 
produce a rapid drop in voltage, at the 
right is a centrifugal pump circulating 
system that improves the analogy. 
Speed up the pump and you increase 
the head pressure it develops—the 












































voltage. 
Amperes indicate rate of Flow 


The drawing headed “Amperes” in- 
dicates simply that an ampere is the 
unit used to indicate the rate-of-flow 
of electric current, just as the unit gal- 
lons-per-minute indicates the rate-of- 
flow of water. To avoid a drop in the 
head pressure or voltage in this draw- 
ing, sufficient water must be available 
at 100 Ibs. pressure for the header so 
that with the three valves wide open 
the header pressure stays at 100 lbs. 

A watt is the unit for representing 
“power” or “power input.” For direct 
current, a watt equals the volts times 
the amperes of the current-consuming 
device involved. For alternating cur- 
rent, it is usually somewhat less than 
this (because of a complication termed 
“power factor” that for its importance 
is too complicated to go into here), 
but anyhow in A.C. work a watt is 
often considered roughly as volts times 
amperes. 

Watts are used to measure power in 
electricity, just as in motors horse- 
power is used to measure power. 
Memorize this: 746 watts equal one 
motor horsepower. But never forget, 
that’s on the basis of a motor that’s 
100% efficient, and this is a theoreti- 
cal basis because there’s no such motor. 
A motor which is 50% efficient draws 
1,492 (twice 746) watts as it produces 
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one horsepower. As many of the small 
motors used in oilheating may be con- 
sidered about 50% efficient in their 
overall use of electricity, many oil- 
burner experts keep in their heads the 
factor 1,500—as the number of watts 
one of our motors uses in producing 
one horsepower, On that basis, a one- 
sixth horsepower motor that’s fully 
loaded (seldom are our motors fully 
loaded) would draw 250 watts. Ac- 
tually, many motors driving forced- 
air blowers, hot-water circulators, and 
gun-type oilburners draw about 175 
watts handling their usual loads, Di- 
vide the 175 by the line voltage on the 
motor, to find out the number of am- 
peres involved for normal running. Of 
course, the starting amperes are great- 
ly higher. 

A kilowatt is simply 1,000 watts. A 
kilowatt equals 3,412 Btu’s per hour, 
which is another good figure to memo- 
rize. Divide that by 240 (Btu per hour 
output of one sq. ft. of steam radia- 
tion), and you find a kilowatt equal to 
14.2 sq. ft. of steam radiation. That’s 
the basis of some men saying you can 
figure a kilowatt in an electric heater 
as equal to about a 15 sq. ft. steam 
radiator. Electric heaters can be con- 
sidered 100% efficient. For that mat- 
ter, any device that uses electricity 
turns all of it into heat ultimately. 
That holds true, as summer aircondi- 
tioning engineers realize fully, for 
everything from a light bulb to an elec- 
tric motor, even a refrigerator, No 
matter in which appliance or which 
manner you use electricity in a room 
or building, if you use it at the rate of 
1,000 watts, then the electricity used 
is heating the room or building pre- 
cisely the amount that it would be 
heated by a 14.2 sq. ft. steam radiator. 

A kilowatt hour is the use of elec- 


tricity for 1 hour at the rate of 1,000 
watts. 

The drawing headed “Transform- 
ers” indicates that a step-down trans- 
former having ten turns of primary- 
coil winding for every one turn of sec- 
ondary-coil winding can be connected 
to a source of 110-volt alternating cur- 
rent and will give out 11-volt current. 
The step-up transformer has 100 turns 
in its secondary for every turn in its 
primary. The little “XX” near the mid- 
dle of the secondary winding suggests 
the “mid-point secondary ground” fea- 
tured in many oilburner ignition trans- 
formers. A wire runs from the case of 
the transformer to the middle of the 
secondary, and grounds this point of 
the secondary when the transformer 
case is grounded, as it should be on an 
actual installation (installing the burn- 
er properly inevitably grounds the 
burner casting or stamping, thus 
grounds the transformer case attached 
to the casting or stamping). With a 
mid-point ground applied to this 11,- 
000 volt transformer, the voltage from 
either end of the secondary to ground 
would be half of 11,000, or 5,500 
that’s with no load at all on the sec 
ondary, with the transformer produc- 
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ing no spark. With a transformer of 
this type producing a spark, its second- 
ary voltage is greatly below the no- 
load voltage. Thus a serviceman can 
consider the no-load secondary voltage 
as theoretical. 

Studying transformers, certain serv- 
icemen simply could not believe that 
opening the secondary circuit of a 
transformer causes its primary to draw 
no current—or current so low as to be 
truly negligible . . . whereas shorting 
the secondary or placing an appreci- 
able load on it causes the primary coil 
to draw considerable current. Even 
though told they'd better not use a 
doorbell transformer at home unless 
they knew this were true, they still 
could not understand that the primary 
(not at all electrically connected to 
the secondary) does not draw full cur- 
rent unless a full load is on the second- 
ary. The little sketch at the lower part 
of the “Transformer” drawing is a con- 
vincer arrangement for such men. 
Using the idea in the sketch, put a 7/2 
watt night light bulb in series with the 
primary of a doorbell transformer. 
With the secondary circuit open, the 
bulb does not burn. It serves to indi- 
cate no flow of current through the 
primary, Short the transformer sec- 
ondary or put considerable load on it, 
and the bulb lights. If you want to do 
easy and worthwhile experimenting, 
try the same trick using an ignition 
transformer. Try bulbs of different 
sizes in series with its primary. Short 
the secondary, permit it to give sparks 
of different lengths, and open the sec- 
ondary circuit. 


Using test Lamps 


The “Ground or Neutral” drawing 
indicates how, after plugging in a 
motor-and-switch arrangement to a 
usual electrical outlet, you can test to 
find out if you have the switch in the 
live leg, or the ground or neutral leg, 
of the house current. You can have 
the switch in either leg, of course, sim- 
ply by switching the plug in the outlet. 
The line that runs directly to a motor 
siould be the neutral line or ground 
line. That’s the line marked “White.” 
Connect one wire of a test lamp to the 
terminal of this line, and connect the 
other wire of the test lamp to a water 
pipe, radiator, or other grounded 


metal. If the lamp does not light, the 
white-wire line is the ground or neu- 
tral line, as it should be. Touch the 
right-hand test wire to the input side 
of the switch, next, to make certain it 
lights as it should. You can understand 
easily that if the plug is put in wrong- 
ly and the white wire in the drawing 
is “Live,” a person standing on damp 
ground will get a shock when he 
touches either terminal of the motor— 
even though the motor’s switch is open 
and the motor is not running. 


An important principle lies behind 
this “Ground or Neutral” drawing: In 
wiring domestic oilheating equipment, 
you identify the ground line at the 
source of your current, the fuse box. 
You run the ground line directly to 
all current-consuming devices, with no 
switches or controls in this line. That 
grounds all the current-consuming de- 
vices, Then there’s no juice on them 
when they are idle. You must install 
all switches and controls in the live 
line, or lines, to the current-consum- 
ing devices. 

What’s a current-consuming device? 
It’s an electrical device that uses cur- 
rent, that can be placed across the line. 
It’s a motor, a transformer, a solenoid 
valve, or the line-voltage solenoid in a 
relay, that needs line current. A cur- 
rent-consuming device uses current 
and gives off heat—little heat or much 
heat. It’s different from a switch or a 
control that gives off no heat and that, 
placed against line voltage, would blow 
a fuse. 

The “Series and Parallel” drawing 


speaks for itself. Switches connected 
in series must all be “on” to close a 
circuit; opening any switch opens the 
circuit. Switches in parallel must all be 
“off” to open a circuit; closing any 
switch closes the circuit. 

The rapid run-through of the sev- 
eral electrical and wiring pointers in 
this article cannot teach oilburner wir- 
ing to a greenhorn who has never 
worked on burners. It can be a-word- 
to-the-wise to men already working on 
burners, who have passed over too 
lightly some of the definitions and 
practices discussed herein. 


This series of articles on oilburner 
controls and wiring will deal further 
at first with foundations and princi- 
ples. Then, becoming exceedingly spe- 
cific, it will cover certain widely-used 
and especially-interesting models and 
makes of oilburner controls, all for do- 
mestic burners. 


One of the objectives of these ar- 
ticles on controls and wiring is to as- 
sist dealers—help oilburner dealers 
help themselves. The complaint, “can’t 
hire enough men able to service and 
install oilburners,” continually comes 
in from dealers. Checking on it brings 
out the fact that dealers who always 
have found it necessary to train their 
own experts keep on complaining that 
they now can’t hire a sufficient num- 
ber of already-trained men. These ar- 
ticles are intended to help the many 
dealers who, really unable to find the 
experts they need, should buckle down 
to some highly effective work of edu- 
cation. 
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by 
Charles Burkhardt 


masa DEPARTMENT that does 
not employ any servicemen rep- 
resents the situation at Automatic 
Heating Corporation of Massachusetts 
located in Boston. This condition, 
however, is not as paradoxical as it 
might appear on the surface, for the 
company services between fifteen and 
twenty thousand accounts of which 
approximately eighty-five per cent 
have Timken oilburners installed in 
their homes. 

The reason that the company does 
not employ any servicemen lies in the 
fact that all the personnel who do the 
actual servicing of the accounts are 
really and actually in business for 
themselves. All of Automatic Heat- 
ing’s servicemen are small businessmen 
employed by themselves. They like it. 


Large service Set-up 


Automatic Heating’s service opera- 
tion is a vast one, complex in nature, 
that works efficiently and smoothly 
with a high rate of productivity 
throughout the year. In addition, it 
profit. A 


operates at a great 


Comfort Insurance sells 


Oilburner service Contracts are only Part of income Story 


deal of this success has been due to 
the independence of the servicemen 
and the method of compensating them 
for the work done. 


Since none of these men are actu- 
ally employed by the department and 
are in business for themselves, it fol- 
lows that Automatic Heatirig uses a 
policy of subcontracting all service to 
outside agencies. These outside agen- 
cies are the servicemen. 

The general area that the company 
serves is broken into specific geographic 
regions. The service for these regions 
is subcontracted to the servicemen who 
handle each location. The men have a 
written contract with the company to 
handle all calls in the region at a fixed 
sum per call. With the law of averages 
always functioning, the contractees 
are assured of a basic substantial finan- 
cial return. The contracting small busi- 
ness serviceman is on his own from 
thereon in. He pays his own gasoline 
and oil expenses, furnishing his own 
vehicle and keeps it up as far as all 
operating, insurance and other ex- 
penses are concerned. Naturally, under 
this contracting setup, the company 
pays no social security, other fees, 
charges or expenses connected with 
the usual employment of servicemen. 










Number of accounts 
Major brand burners serviced 
Number servicemen at peak .......... 
Number servicemen in summer ........ 
Number installation men employed .... 
Annual billing 
Number service contracts ............ 
Number non-contract summer overhauls 
Number accounts on emergency call basis 
Peak service productivity ............ 
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Peak summer overhaul productivity .... 
Repeat call average 
Contract without parts .............. 
ee en 
Contract without parts and fueloil to be 

supplied by another company ....... 
Non-contract summer overhaul ....... 
Additional gross income per year per 

contract account 
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Operational Statistics—Service Department 


Automatic Heating 
Corp. of Mass. 


15 to 20,000 
14,875 Timkens 


Buckley & Scott 


4,000 
Majority Electrols 
7 


23 
18 8 
50 None (see text) 
Over $100.000 About $80,000 
5,000 2,200 
3,000 300 
10,000 1,500 
57 calls per week 7 calls per 9 hour day 
per man per man 
5 per man per day 3 per man per day 
8% 14% 
$18.00 $15.00 
$23.00 $27.50 
$21.50 $12.00 
$20.00 


Guaranteed $5,000 per 
year plus 30¢ per hour 
per car 


On contract basis 
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John L. Hynes, service manager and 
A. L. Dwelley, president, Automatic 
Heating Corp., keep their fingers on 
service department and general man- 
agement, respectively. 

Do the servicemen like this setup? 
Well, the facts speak for themselves! 
Automatic Heating of Boston hasn’t 
lost one of its contracting servicemen 
in five years, But that is only a small 
part of the personal satisfaction and 
loyalty story, Out of twenty-three 
servicemen engaged at the peak of this 
operation, five of them have been 
working with the company in this 
unique arrangement for 10 years or 
more and three others, Ayrton Brund- 
rit, Henry Massello and Leamon J. 
Smyth have been handling Auto- 
matic’s service for 25 years. This is 
a remarkable record in a field of en- 
deavor that is usually noted for its 
employee turnover rather than its 
stability. 

The same record holds for the top 
executive personnel of the company. 
Friendly A. L. (Gus) Dwelley, presi- 
dent of the company has been around 
for about 26 years; efficient and lika- 
ble John L. Hynes, service manager, 





A view of the service department 
Automatic Heating in Boston. 
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has been working with Automatic for 
a dozen years and John Roche, chief 
inspector, has 27 years to his credit. 

While the service department does 
not actually employ any servicemen in 
the true sense of the word, this method 
of operation does not apply to all types 
of service department personnel. 
Clerical workers, dispatchers and the 
managerial staff work on the conven- 
tional salary basis, and all the costs 
so involved are charged to the service 
department. In addition, three inspec- 
tors are employed. 


Inspection and Supervision 


The inspectors have heavy responsi- 
bilities and constantly check and 
double check on the work of the con- 
tracting servicemen to make certain 
that high standards of performance 
and workmanship are adhered to con- 
tinually. Besides this duty, the inspec- 
tors “final” new installations. This 
“finaling” includes checking all details 
of new jobs to be certain that they 
comply with specifications. The inspec- 
tor fires the new job and submits a 
thorough and extensive written report 
to the service manager on the status 
and operation of the new equipment. 

As the installation volume is very 
heavy, the inspectors and installation 
crews can hardly keep abreast of the 
work load. The significance of this is 
apparent when one realizes that there 
are 50 men in the installation crews. 
Automatic Heating is engaged in the 
wholesale and retail distribution of 
burners, as well as in a retail fuel op- 
eration of upwards of 20,000,000 gal- 
lons per year. 

Statistics concerning the scope of 
the service department’s work are 
worthy of some attention. Between fif- 
teen and twenty thousand accounts are 
serviced, leading to a total of about 
27,000 to 30,000 calls per year. An- 
nual dollar volume of the department 
is well in excess of $100,000. Under 
service contract are 53,000 accounts, 
with an additional 3,000 accounts com- 
ing in for the summer overhaul serv- 

‘'e. This leaves between 7,000 to 12,- 
100 accounts on an emergency service 
call basis. This load is handled by 23 
men at the peak period, working a 10 
to 12 hour day at about 60 minutes per 
call, for an average of 57 calls per 
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( 





week. During the summer, 18 to 20 
men handle the summer overhauls and 
average five cleanups per 10 hours or 
120 minutes per summer service clean 
and check. There is an 8% average on 
repeat calls. 

Automatic Heating offers three dif- 
ferent types of service contracts: 

Plan A: Rate $18.00 per year and 
it includes the 8 point summer over- 
haul service; emergency service avail- 
able at all times; replacement parts in- 
stalled at factory list price and oil de- 
livery service. With this plan the serv- 
ice contract is cancelled if oil is pur- 
chased from another company. 

Plans B: Rate $23.00 per year. It in- 
cludes all the features of Plan A with 
replacement parts installed as needed, 
at no additional charge. 

Plan C: Rate $21.50, This plan in- 
cludes the summer overhaul; emer- 
gency service at all times; burner parts 
to be installed at factory list price and 
to be paid for at the time of installa- 
tion; fueloil to be sold by a supplier 
other than Automatic Heating. 

In addition to the income from 
above contracts and emergency service 
call income, the service department re- 
ceives a $15.00 payment from the sales 
department for each account under 
the first year warranty. Dwelley esti- 
mates that an additional $20.00 in 
gross income per each service contract 
account is made per year for a ma- 
jority of such contract accounts. 

This additional $20.00 per contract 





Ethel Quinn, service dispatcher at 
Buckley & Scott, charms many an im- 
patient customer calling for unneces- 
sary service and succeeds in getting the 
homeowner to forget such demands. 





account earning results from using the 
service personnel as sales stimulatars. 
Contests are always going on with the 
purpose of increasing the servicemen’s 
sales earnings. Two large contests are 
held each year, one in January and 
one in July. The most recent contest 
has just been completed and won by 
Henry Massello whose prize was a 
Delta saw valued at $130 wholesale. 
This contest saw the servicemen bring 
in $8,000 worth of additional sales in 
a two month interval—an average of 
$1,000 per week. Another contest 
among the servicemen to see who 
brought in the largest number of oil 
accounts resulted in the winner receiv- 
ing a large basket at Thanksgiving. 
Rent, postage, light, clerical and 
staff salaries are all chargeable against 
the service department. Automatic 
Heating’s service department needs no 
accolades. The bookkeeping ledgers 
year after year tell the story—a good 
profit with good service, high morale 
and thousands of satisfied customers. 





The Buckley & Scott Story 


Another example of an efficient 
New England service operation is that 
of Buckley & Scott of Watertown, 
Massachusetts, a suburb of Boston. 
While Automatic Heating, as men- 
tioned above, employs no servicemen, 
Buckley & Scott employs no installa- 
tion men. All of the new installation 
work is subcontracted to an installa- 





Tom Scott, vice president and general 
manager of Buckley & Scott, Water- 
town, Mass., checks the profit and 
loss statement of the service depart- 
ment and finds all black figures. 
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tion concern in which Buckley & Scott 
have no subsidiary interest at all. How- 
ever, they have their own service de- 
partment and employ their service per- 
sonnel on the conventional salary 
basis. 

Buckley & Scott service 4,000 ac- 
counts and these are fueloil custom- 
ers, with the majority having Electrol 
burners. Of these 4,000 customers, 2,- 
200 have service contracts. Another 
300 come in for the annual summer 
overhaul and checkup, and the remain- 
ing 1,500 are on an emergency service, 
charge per call basis, 

This company employs seven serv- 
icemen in winter and eight in summer. 
The reason for this lies in the exten- 
sive work done on the summer over- 
haul. During the winter, servicemen 
average seven calls per man per nine 
hour day, while the summer overhaul 
rate is three jobs per 8!47 hour day 
The repeat call average is 1Y%2%. 
Buckley & Scott's servicemen are guar- 
anteed a $5,000 per year minimum in- 
come and receive $.30 per hour for the 
use of their cars. The company hasn’t 
laid off a man in two years, 


Oilburner service Plans 


Buckley & Scott’s service charges 
are as follows: The Perpetual Com- 
fort Insurance Guarantee which is the 
standard service contract with parts 
costs $27.50. 

The Standard Service Contract 
without parts is $15.00. 

Non-Contract Summer Overhaul 
charge is $12.00. This includes a noz- 
zle, filter or electrodes if necessary. 
Emergency service calls are chargeable 
at $3.90 minimum per half hour and 
$4.00 for each additional hour. In ad- 
dition to the above, the first year war- 
ranty may be extended for a second 
year for $10.00; for a third year at 
$15.00 and the fourth year for $22.50. 

Alert and capable Tom Scott, Vice 
President and General Manager of the 
company has some definite opinions on 
why service is important and why it 
should pay its own way. According to 
Scott, for the last ten years they have 
shown a net increase of 200 new fuel- 
oil accounts per year. He believes that 
they would wake up one day without 
a fueloil business if they were not in 
the new equipment business, as over 
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IS ACTUALLY GUARANTEED ™ 
TO PAY FOR ITSELF! 
or your money back! 


Once you're protected by the perpetual comfort insurance 
vuarantee, you'll never pay another oil burner repair bill. 
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1 
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half the net increase in fueloil accounts 
is due to new equipment sales. 

Last April Buckley & Scott discon- 
tinued their normal approach of going 
after new equipment sales and decided 
instead to use the $27.50 service with 
parts (Perpetual Comfort Insurance 
Guarantee) contract as the point of 
sale for such equipment. The contract 
was promoted and pushed with the 
new equipment installation point of 
view. This policy resulted in a 29% 
gross increase in straight new equip- 
ment sales. The company which has a 
six man Sales Department pays a 2% 
commission to servicemen on leads that 
provide new installations only. 

The increase in new equipment sales 
resulting from using the service con- 
tract as the lead off point extends also 
to fueloil accounts too. Notice that 
above we showed Buckley & Scott hav- 
ing a net increase of 200 fueloil ac- 
counts per year. This has advanced 


to 600 new fueloil accounts, a 300% 
increase since the advent of the Per- 
petual Comfort Insurance Contract. 
Service once again shows its dual im- 
portance in increasing gross business 
volume. This is a lesson that most fuel- 
oil companies cannot afford to over’ 
look. Progressive service contract mer’ 
chandising methods inevitably result 
in substantial increases in new equip’ 
ment and fueloil dollar volume. 
Service department operating costs 
are subjected to rigorous accounting 
procedures, and all operating, selling 
and administrative expenses incurred 
by the department are directly charge- 
able to it. There are no bookkeeping 
setups that are favorable to the service 
department at the expense of other de- 
partments. The service department 
shows a definite net profit this year, 
but when viewed in the light of in- 
creased equipment and fueloil sales in- 
(Please turn to page 158) 
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Lt, Genera} Ernest Thompson, 
Member, Texas Railroag Commission, 
State House, 


Austin, Texas, 
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Organizing for summer Clean-ups 


Two contest entries outline the Merchandising and Procedure for annual burner Overhauls 


F ALL THE QUESTIONS in our 1952 
Contest none received as many 
worth-while answers as No. 5, which 
asked “What steps should be followed 
in an annual clean-up job this year?” 
Two entries—those from K. L. Pell, 
Moscow, Idaho and James R. Enman, 
Richmond, Maine—were judged to be 
equally valuable and the first prize was 
split between them. These prize win- 
ners were published in the November 
1952 issue. 

In addition, three honorable men- 
tions were picked, one of which was 
summarized in the same issue. The 
other two, though, were long enough 
so that it was decided not to publish 
them until now when their appearance 
could remind oilheating dealers that 
it’s not too early to plan for annual 
inspection and overhaul of the cus- 
tomer’s oilburner. 

The first honorable mention winner 
is Philip Kaplan, General Oil Com- 
pany, Hartford 3, Conn. He describes 
the steps that should be followed in 
doing a thorough clean-up, but divides 
the process into three steps. The first 
tells how his company merchandises 
and schedules clean-ups, next the ac- 
tual operation and finally how they can 
be used to sell equipment. His entry 
says: 


Begin by Merchandising 


An entire clean-up job begins with 
the solicitation campaign from the of- 
fice, through the completion of the 
summer overhaul itself. There are three 
distinct and separate phases of a well- 
rounded program, catalogued as fol- 
lows: 

1. Programming and_ scheduling 
clean-ups. 

2. The clean-up job itself. 

3. How to use the clean-up as a 
sales medium. 

We do not claim that our system is 
perfect, but we find it efficient and 
practical. As part of each customer's 
record, we include a “Mailing list 
card” which for our purposes as re- 
lated to the clean-up campaign can be 
used for 10 years. During, the middle 
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on which contracts 
and cleanups checked 
off. 





Cont. C.U. 





File card on which General Oil Co. checks off burner service contract and clean- 

up customers, after which clean-up cards are filed by date in a tickler file so 

that they can be removed on the date the customer has indicated he would like 
to have the work done. The card can be used for ten years. 


of April, or approximately at that time 
each year, from this list we solicit our 
customers for their fueloil contract, 
clean-up and/or service contract. All 
of these items are included on a single 
card. 

It is our belief that there is just as 
strong a moral obligation on the cus- 
tomer’s part when he has affixed his 
signature to this agreement as there is 
to a long, legally-phrased and other- 
wise embellished instrument. An ac- 
companying letter is sent with the card 
which explains the various plans we 
follow. 

When the card has been returned, 
it is checked and the clean-up card 
filed by date in a tickler file. When 
the date requested by the customer 
arrives, the card is pulled out, a work 
order prepared and the clean-up done 
when due. If extentuating circum- 
stances do not permit us to do the job 
when requested, the customer is so in- 
formed. 

The greater majority of our cus- 
tomers permit us to do the clean-up job 
at our convenience. The day before we 
send our crews out, a group of clean- 
ups in a central geographical location 
is selécted, and a girl in the office tele- 
phones the customers asking if we may 
do the clean-up the next day. When 


a sufcient number of replies have been 
received, that particular crew’s work 
is assigned for the following day. This 
eliminates costly travel time and builds 
up good will. Each group is concen- 
trated in as compact an area as possible. 

Sometime during June, those cus- 
tomers who have not replied to the 
original solicitation are resolicited with 
a different letter, but with the same 
card and the practice as indicated 
above in scheduling clean-ups con- 
tinues throughout the entire summer 
and fall. 

Incidentally, on our card we ask 
each customer to give us his tank gauge 
reading. This is a “lifesaver” particu- 
larly as applied to domestic hot water 
customers; and of course, it enables the 
degree-day clerk to schedule deliveries 
more accurately with the concomitant 
saving of delivery costs since larger 
deliveries can be calculated. 

On the work order, the men indicate 
the time used on the job, materials 
consumed and any other pertinent dat 
which may assist either the sales or the 
service department. 

This briefly, is our programmin; 
and scheduling campaign. From it w: 
logically proceed to Step 2. 

Here we come to the bane of the 
serviceman’s existence, the clean-u; 
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job itself, but one of the necessary evils 
of oilburner service. Since we have to 
live with it, we might as well reconcile 
ourself to its existence. 

In brief, following are the steps that 
we do as part of the annual summer 
overhaul (and isn’t this a better term 
than “clean-up”?): 

1. Boiler or furnace is thoroughly 
wire-brushed and vacuum-cleaned. 

2. Smokepipe thoroughly wire- 
brushed and vacuum-cleaned, reassem- 
bled and resealed into chimney flue 
with new mixture of asbestos and 
cement. 

3. All exposed metal parts of fur- 
nace painted with black asphaltum or 
if asbestos-covered, whitewashed and 
wherever required, cracks are resealed. 
(If a major patching job is required, 
this is called to the customer’s attention 
and the sales or service department will 
submit a quotation from the office 
based on the serviceman’s report.) 

4. All necessary doors resealed. 

5. Burner nozzle and strainer thor- 
oughly cleaned. 

6. Entire firing assembly cleaned 
and adjusted. 

7. Fuel pumping unit and strainer 





cleaned and adjusted with pressure 
gauge. 

8. Circulating pump motor oiled 
and pump greased. 

9. Fan motor oiled and greased. 

10. All moving parts of burner in- 
spected, cleaned, oiled or greased. 

11. Relay helix cleaned, all controls 
checked and adjusted. 

12. Flame checked by means of 
flame mirror and smoke test taken to 
assure good operating efficiency. 

13. Customer instructed on opera- 
tion of burner and controls, particu- 
larly use of reset button if not already 
familiar with this operation. 

14. Decal placed on fuel tank as 
near tank gauge as possible since this 
is the only part of the tank that the 
customer ever looks at. 

15. Service card with our name, ad- 
dress and phone number in bold type 
placed near oilburner switch—just to 
make sure customer doesn’t call some 
other company by mistake. 

16. Can of lubricating oil left with 
customer with instructions as to how 
and when to oil motors. Here is a 
dime investment that will pay off with 
dollars of good will. 











If the serviceman indicates on his work order after the clean-up has been finished 

that the customer's oilheating system does not have an oil filter on the line between 

tank and burner, General Oil Co. sends out this letter. The company reports 
“remarkable success” in this effort. 











The men are cautioned to doa work- 
manlike job with the admonition that 
call-backs cost everybody money, and 
may result in the loss of a customer. 
When a serviceman realizes that his 
carelessness may be the cause of a night 
call taking him away from a pleasant 
revery or watching Studio I on TV, 
he generally exercises an extra bit of 
caution. Let’s hope so in any event. 


Using the Clean-up to sell 


Next is Step 3—How to use the 
clean-up as a sales medium—and here 
is where the serviceman can pocket an 
extra bit of change for himself and do 
a selling job for the company as well. 

We have set up a commission scale 
for the servicemen if they sell directly 
such items as draft regulators, combus- 
tion chambers, auxiliary oil line filters, 
new controls, new smokepipe, cover- 
ing of tankless domestic hot water 
units, or other items. However, many 
times the good lady of the house is 
reluctant to order any repair or im- 
provement and/or additions to the 
heating plant without prior approval 
of the “breadwinner” in which case 
the serviceman notes on the work or- 
der the item or items about which 
he has spoken, and the salesman fol- 
lows it from there after a consultation 
with the serviceman so that he is fully 
equipped with all the facts. 

One item with which we have had 
remarkable success in merchandising 
has been the installation of auxiliary 
oil line filters. If the serviceman can- 
not sell this item directly, he indicates 
on the work order that there is no 
filter with the unit. When the state- 
ment or invoice for the overhaul is 
sent out, it is accompanied by a letter 
together with a little pamphlet im- 
printed with our name which describes 
in detail the necessity for the filter. 

If the combustion chamber has de- 
teriorated to the point where a replace- 
ment is necessary, this fact is brought 
to the customer’s attention and the 
salesman follows it through. We use 
hand-made combustion chambers of 
insulating-type firebrick tailored right 
to the job. 

It is impossible to narrate the vari- 
ous ways in which the serviceman can 
“double in brass.” However, an alert, 
conscientious fellow can help himself, 
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the salesman and the company by be- 
ing observant and calling to the cus- 
tomer’s attention the various ways in 
which the heating plant can be im- 
proved. You'd be surprised how many 
clock-type thermostats can be sold, too, 
by putting a bee in the missus’ bonnet! 

In summation, plan and promote an 
efficient clean-up campaign. Spend 
some time with it, work at it and your 
efforts will be rewarded. 


Francis Martin’s Check-list 


Francis Martin, Wm. R. Hogg Co., 
Inc., Asbury Park, N. J., submitted the 
second of the answers to Question No. 
5 which won Honorable Mention 
prizes. His entry actually reads like 
a check-list of a step-by-step procedure 
to follow during an annual clean-up. 
Of necessity, he has repeated many 
of the points made in other responses 
received to this question, but, at the 
same time, he has added others that 
should be done. 

Beginning with a vacuum-cleaning 
of the boiler or furnace and proceeding 
to the various components of a heating 
system, Martin recommends an oil- 
heating clean-up be done this way: 


Vacuum clean boiler or furnace 


1. Clean chimney and base well. 

2. Check smokepipe and see that it 
is in good condition. Put it together 
with metal screws. 

3. See that draft regulator is not 
sticking. Place in proper position. 

4. Seal all air or gas leaks with fur- 
nace cement. 


Limit Controls 


1. Check operation of all limit con- 
trols. 

2. If the limit control has a mercury 
switch and it is discolored, replace mer- 
cury tube. 

3. Replace or clean snap acting 
limit control if pitted. 

4. Flush out low water cut-off and 
see that it is working properly. © 

5. If limit control is high voltage 
be sure that it is connected in the side 
of the hot line. 


Thermostat 


1. See that the thermostat has the 
proper heater element for relay. 
2. For series #10 thermostat check 
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with Tattelite for proper wiring. 
Check for an open red circuit. 

3. See that thermostat is calibrated 
properly and that the differential is not 
set too close. 

4. For a clock thermostat—set cor- 
rectly. 

5. Seal any holes where wires come 
through. 


Heating plant Attention 


1. Replace air filter—check belt and 
lubricate blower. 
2. Check working of humidifier. 
3. Uncover all cold air returns. 
4. Clean steam boiler gauge. 
5. Check low water cut off and 
water condition in boiler. 
6. Vapor Heat—Set limit controls 
properly. 
7. Hot water Heat—See that water 
is up to highest radiator. 
a. Check relief on boiler. 
b. Oil motor on circulator and re- 
lieve air from all radiators. 
c. Empty expansion tank. 
d. For a domestic hot water hook- 
up with a storage tank be sure 
to flush indirect heater. 


Fuel Pump 


1. Clean strainer. Replace all used 
gaskets and cartridges. 

2. Check pump seal for leakage and 
test cut-off valve with pressure gauge 
for leaks. 

3. If sufficient vacuum is obtained 
but lack of pressure is revealed, test 
fuel pump for capacity. 

4. Capacity—Test for stuck pistons 
or worn piston sleeve. If there is a 
bellows look for leaking gasket or 
cracks in same. 

5. Vacuum reading — Disconnect 
gate valve and cap. Check all gaskets 
and connections. Use only globe valve 
in oil line. 

(Note—The manufacturer of the 
fuel pump will give you a capacity of 


the different models.) 
Firebox 


1. Check size for amount of oil be- 
ing used. 

2. See that the fill around the fire- 
box is up to the top of the chamber. 
This eliminates air leaks. 

3. If there is no baffle over the 
chamber, recommend the purchase of 
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same to the consumer. Baffle boiler only 
if you have sufficient draft. 

4. Remember the combustion cham- 
ber is an important part of the burner. 


Check Fan 
1. Clean blades and check hub for 


looseness. 
2. Check couplings. If they have 
worn leather spider, replace. 


Oilburner Motor 


1. Lubricate motor. 

2. Replace starter switch at the time 
of burner check if motor has been in 
service for some years. Don’t wait for 
switch to fail. 

3. If there is no overload protection, 
install fusetron of correct size. 

4. Replace oil soaked or worn rub- 
ber mountings, 

5. Line up motor shaft with fuel 
pump to eliminate noise and wear. 

6. Check fuse in line for size. 


Safety control Panel 


1. Check lockout timing of safety 
switch, 

2. Disconnect #3 Terminal, 

3. Close thermostat circuit. Safety 
switch should not open in less than 75 
seconds and not more than 90 seconds. 

4. Clean soot from helix. 

5. If helix is out of shape, replace. 

6. See that contacts on relay are not 
pitted or burned. 

7. Replace mercury switches if dis- 
colored. Make sure all switches having 
mercury are level. 

8. Use test lamp to make sure all 
#1 terminals on relay are hot. 

For control panel: clean photocell 
and, if filter is in use, clean this also. 
9. Make sure photocell faces fire. 

10. Temperature at cell not to ex- 
ceed 165° F, 

11. Measure current through cell 
and check vacuum tube. 

12. During operation of burner 
check opening and closing of switch, 
coordinate relay recycle and ignition. 


Ignition Transformer 


(Note—Use extreme caution in th's 
important step.) 

1. Ignition transformer should be 
able to jump 1 inch—hot spark. 

2. Remove dirt or soot from porce- 
lain, Dirt causes delayed ignition. 
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3. Check for cracked porcelain. 

4. If transformer gives radio inter- 
ference put on a condenser. If inter- 
ference is still evident replace. 


Electrodes 

1. Clean off carbon. 

2. Set the electrodes behind the oil 
spray—with a proper gap. 

3. Test for porcelain cracks. 

4. Disconnect #3 terminal or relay 
and remove one ignition lead from elec- 
trode. Keep this lead away from the 
burner and turn burner on. 

(If you have a cracked porcelain 
the spark will jump across to the elec- 
trode from which you removed the 
wire. If the electrode is too close to 
your air cone or nozzle, the spark will 
jump. Alternate the ignition leads and 
repeat this test.) 


Blast Tubes 


1. Check the blast tube to determine 
that the end is undamaged. 

2. Make sure air cone is in place. 

3. Center nozzle in the air cone. 

4. Make sure blast tube is flush with 
the chamber. 

5. Follow manufacturer’s directions 
for placement of nozzle in the blast 
tube. 

Nozzle 


1. Remove and clean atomizing 
slots. 

2. Replace worn nozzle. 

3. Special Note: Replace all 1 gal- 
lon nozzles if badly carboned. 

4. Use special strainers on small 
capacity nozzles. 

5. Clean inside nozzle body. 

6. Attention — Make sure nozzle 
screws in tightly. If the nozzle is loose 
in the nozzle body replace either part 
that is at fault. 

7. Check to see if nozzle dribbles 
while atomizing. If you have a dribble 
proof valve at the end of nozzle line, 
the temperature should not exceed 
300° F. Oil pressure should be at 15 
lbs. above marking on valve. 


Oil Flame 


1. Adjust burner for a clean, clear 
burning flame. 

2. Check with instrument for draft 
over the chamber. 

3. Check smoke, CO, and stack 
temperature. 

4. See that boiler or furnace is not 
Over- or under-fired. 


Fuel Tank 


1. Check fuel tank for water with 
test paste. 

2. Check fill cap. 

3. Check vent pipe for rust at 
ground level. 

4. Check 275 basement tanks for 
leaks and water. 

5. Check tank gauge. 


}, 
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Eastern burner Show 

approaches Sell-out 
THE 1953 EASTERN Biennial Exposi- 
tion of Oil Heat, being sponsored by 
the Oil-Heat Institute of New Eng- 
land, June 2, 3, 4 and 5 at the Hotel 
Statler, Boston, is nearly sold out, ac- 
cording to Fred N. Beckwith, Exposi- 
tion Manager. All but 12 of the exhibit 
spaces in one section of the exposition 
area laid out on the mezzanine floor 
of the hotel have been bought. 

In addition, nine “booths have been 
added in the parlors where we formerly 
had the Institute’s office, ladies’ recep- 
tion committee and meeting rooms,” 
says Beckwith and after these are gone 
it is physically impossible to provide 
more booth space. Thomas G. Colter is 
chairman of the Exposition. He has 
this suggestion for companies who are 
contemplating displaying equipment, 
“If you are going to exhibit in the 
1953 Eastern Biennial Exposition of 
Oil Heat, don’t delay but immediately 
contact the Oil-Heat Institute of New 
England at 839 Beacon St., Boston 15, 
Mass. Better yet, telephone us at Ken- 
more 6-9766.” 

The Exposition—the only major oil 
heat show to be held in 1953—will be 
open on June 2, 3 and 4 from 1:00 to 
10:00 P.M.; on June 5 from 1:00 to 
6:00 P.M. 

As of February 24 the following 
companies had reserved the booth 
spaces shown. Booth spaces in Section 
1 are numbered consecutively from 101 
to 153; in Section 2 from 201 to 272. 
Missing numbers in the list indicate 
that these booths were unsold at the 
time the list was compiled. 


Booth 

No. Exhibitor 

SECTION 1 

101 Portmar Boiler Co., Inc. 
102 Econo Products Co. 

103 The Alstrom Corp. 

104 Wm. Steinen Mfg. Co. 
105 John Lordan (Bettendorf) 
106-7 Flagg, Brackett & Durgin 


loil 


Booth 
No. 
111 
113-—4 
115 
116—7 
122 
126 


Exhibitor 

Harco Distributors 
Harvey-Whipple, Inc. 
John Dale (Watts) 
Francis Bellevue (Metropac) 
Crown Engineering Corp. 
Gulf Oil Corp. 
Radiant-Ray Radiation, Inc. 
National Combustion Co. 
Silent Glow O:1 Burner Corp. 
Sundstrand Machine Tool Co. 
Chrysler Corp., Airtemp Div. 
Wn. J. Debler 
V & E Products 
Seltzer & Co. (Heat Timer) 
Silent Automatic Products 
Acme Heating Division 
Burnham Corp. 
Thermo Eqpt. Dist. Corp. 

(G-E) 


SECTION 2 
U. S. Machine Corp. 
Electrol Burner Mfg. Co. 
Taco Heaters, Inc. 
Marietta Metal Prods. 
Petro Division 
Toridheet Division 
Columbia Boiler Co. 
Brody Distributors 
Combustioneer Division 
McDonnell & Miller 
Combustion Control Corp. 
Combustioneer Division 
Fitzgibbons Boiler Co. 
Bell & Gossett Co. 
Morse-Smith-Morse 
Pullman Sales Corp. 
Acme Electric Corp. 
Purolator Products, Inc. 
Scully Signal Co. 
Swett Bros. 
Dole Valve Co. 
New England Technical Insti- 
tute 
H. C. Little Burner Co. 
Kaustine Co. 
Dielectric Products 
Winston Co. 
Lennox Furnace Co. 
Everhot All-Copper, Inc. 
Timken Silent Automatic 
Modern Eaqpt. Corp. 
Webster Electric Co. 
Hanson-Gates Mfg. Co., Inc. 
The Carlin Co. 
Jackson & Church Co. 
Reif-Rexoil, Inc. 
White-Rodgers Electric Co. 
Boston Draft Control Co. 
(Field) 
R.C.S. Tool Sales Corp. 
Adelta Mfg. Co., Inc. 
Radiant Utilities Corp. 
International Heater Co. 
Thatcher Furnace Co. 
Iron Fireman Mfg. Co. 
General Filters, Inc. 
Sun-Ray Burner Mfg. Corp. 
Penn Controls, Inc. 
Commercial Filters Corp. 
Waltham Oil Burner Co. 
The Heil Co. 
Minneapolis-Honeywell Reg. 
Co 


Fue.oit & Om HEAT 

General Fittings Co. 

General Electric Co. (Apparatus 
Sales) 

Heating & Ventilating 

Manville Boiler Co., Inc. 

Northeastern Eqpt. Co. 

Weatherall Engineers 

Belco Distributors (Armstrong) 

New England Home Egpt. 
Dealer 


Williams Oil-O-Matic Div. 
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General Controls’ new Plant at Skokie, Ill. 


py HE NEW PLANT of General Con- 

| trols Co. at Skokie, Ill. was 
opened formally on September 29. 
Here are shown several pictures of the 
new facility, including a night view 
of its main entrance, opposite. Then, 
the pictures below reproduce interior 


scenes in the factory which is located 
t 


8080 McCormick Blvd., Skokie. 
The picture in the upper left-hand 


c 


corner in this group views a portion of 
the large warehouse operation. The 
area to the right of this section of the 
plant will be utilized for the future 
installation of manufacturing equip- 
ment. Across the bottom of the page 
(left) is shown the shipping depart- 
ment and (right) the repair and service 
department, where most of the servic- 
ing operations are handled. 

The two doors in the background 
of the shipping department conceal the 
loading dock, Each door may be op- 
erated separately, 
trucks to enter the enclosed area during 
cold weather. 

Skokie, just ten miles north of Chi- 
cago, was selected as the site of the 


permitting two 

















new factory because it is ideally situ- 
ated to serve the company’s customers 
in the East and Midwest. The plant 
is a sprawling, modern structure, val- 
ued at $750,000, and built on a 5-acre 
tract. The building encompasses 60,- 
000 sq. ft. of space, headquarters for 
General's sales, administrative, manu- 
facturing and warehousisg operations 
in the Greater Chicago area. Fred E. 





Weldon, sales manager for General 
Controls, is in charge. 

The company started just 22 years 
ago in an old loft in Oakland, Calif., 
and is typical of the zooming postwar 
growth of industry in the Pacific Coast 
region. Its first year’s gross was $1,800; 
today the corporation does an annual 
business of $14 million and employs 
1,200 people. Important among its 
products are room thermostats for 
home heating, automatic valves for all 
types of modern aircraft, guided mis- 
siles and rockets, and all types of in- 
dustrial automatic controls. 

When the firm started in 1930 two 
brothers, Bill and Charles Ray, were 
the sole employees. Since then Charles 
has left the organization, but there is 
no shortage of Rays. Bill is president; 
Alvin W. is vice-president in charge 
of production; John F. is vice-president 
in charge of sales and Richard G. is 
plant superintendent. Until his death 
last August the father, William R. 
Ray, acted as chairman of the board 
and was the inspiration and driving 
force behind his sons. 















Fight one more Round 


When “No” is the Answer, the salesman’s Work begins 


by 
William Sheppard 


6G ASK FOR THE ORDER! Ask for the 

order!”, I growled to myself, 
“so that’s the secret of selling, is it? 
Well, it’s still a well kept secret as far 
as I'm concerned, I ask for the order 
all right and what I get is a big fat 
No.” I slung my hat and coat across 
a burner display and kicked my desk 
chair toward the corner of our sales 
room. 

My sales manager, Pat Stryker, 
looked up from his desk. “Your face 
has no-sale written all over it, son,” he 
said to me. 

“T guess you don’t have to be a mind 
reader to tell that,” I admitted. “Pat, 
I got a problem.” 

Pat clasped his hands in back of his 
freckled, bald head. “I never saw a 
salesman who didn’t,” he said with a 
half smile. 

“No, Pat, this is serious. I’m getting 
too many “no’s——and I don’t know 
what to do about it. I’m canvassing all 
right. I get appointments. I get the 
chance to demonstrate. I think I tell 
a pretty good story. But too often, 
when I’m all done, nothing happens. 
Oh, I'm bringing some in but I’m miss- 
ing too many. Tell me what to do with 
the guy who says no when I'm sure he 
should say yes.” 

Pat looked at me quietly for a mo- 
ment and then slammed his hands on 
the desk. “You've heard of Gentleman 








eloil 


Jim Corbett, haven’t you?” he boomed. 

“Great Scott, Pat!” I said, “You 
don’t want me to plant a right cross 
to the jaw, do you?” 

“You and your unhinged tongue,” 
he came back, “Sometimes I think 
you're wasting your time as a salesman 
—you ought to be writing joke books.” 

“Okay, Pat. I'm sorry. I'll zip my 
lip. Tell me about Gentleman Jim.” I 
settled myself in the chair opposite his 
desk. 

“Well, the point is that when Cor- 
bett was asked the secret of what 
makes a man a champion, he said, 
‘Fight one more round!’ Son, nobody 
has said it better. Whether they word 
it “Stay in there pitching’ or “Don't 
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give up’ or what have you. Nothing 
works better than trying again. The 
chances are that, if you get a turn- 
down after you’ve told your story, then 
you probably haven't told that story 
convincingly enough. So keep right on 
selling. Fight one more round.” 

Pat got up and started pacing up 
and down in front of me as he con- 
tinued talking. 

“Now, while you ought to start 
your story with the firm conviction 
that you’re going to make a sale, at the 
same time you should not be caught 
flat-footed when no is the answer. As 
you drive to see your prospect, turn 
over in your mind some reasons why 
he might turn you down. Then tell 
yourself what you’re going to tell him 
if he does. The old Scout motto “Be 
Prepared’ holds good in selling all 
right. When you're prepared with the 
answer for his no then that answer 
comes out easily and convincingly as 








you tell him “Yes, I understand how 
you feel but I wonder if the point you 
raise isn’t balanced out by , . .—and 
so forth and so forth. 

“If he doesn’t tell you why he 
doesn’t want to buy, you can sure ask 
him. Chances are he'll tell you but 
what you want to be sure of is that he 
tells you the real reason. He may say 
that his old burner is doing fine and 
what he means is that you haven't 
shown him that your new one will do 
better. If he says that your burner 
costs too much, the situation may be 
that he didn’t understand how little 
per month the financing runs.” 


Selling the “little” Woman 


Pat came over and sat on the corner 
of his desk. 

“One good thing to remember,” he 
said to me, “is that, when a man says 
no about buying a new burner, maybe 
he’s not saying no for himself at all. 
Maybe he’s saying it for his wife. He 
might well want a new burner because 
he sees that it will be a good invest- 
ment. But if the good woman wants to 
use that money for a new fur coat that 
might put him in no position to buy. 

“If she’s also hearing your sales 
story, don’t fail to put across the good 
reasons why she should welcome the 
purchase. A cleaner, safer, quieter 
home are sales points for her—and so 
is money-saving, you can bet, if she 
is made to understand that the money 
spent for the burner will give her 
family more money to spend in the 
long run. No need to bother her with 
fine points about construction; she'll 
take her husband’s judgment on that.” 

“Yes, Pat, I can see that the lady of 
the house is no mouse as far as helping 
with the sale is concerned,” I nodded. 

“Okay. And don’t forget that some 
husbands are not going to be very 
proud of the fact that they have to get 
their wife’s approval before going 
ahead. If you can get her to say, “Well, 
it’s up to my husband’ then the hus- 
band knows that she’s sold and you 
can act like the whole sale is wrapped 
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up. Don’t forget to sell the wife, son, 
but don’t do it in such a way that you 
show the husband that you realize that 
the pants in the family aren’t worn by 
him. If you do, he'll get his back up 
and feel that he'll have to break up 
the sale—even if he has to pretend to 
have a backache.” 

“You mean that mind reading is a 
good thing for a salesman to do?” 

“T mean that keeping your eyes open 
to the way your prospects react to 
what you say is bound to pay off. I 
mean that a salesman—in the really 
short time each day he has to actually 
sell—should be right on his toes, doing 
his best to show his prospects that there 
is every good reason to buy his good 
product. You do that and many good 
solid yesses will come. When a no does 
hit you, take it in stride. Act surprised 
that your prospect could say such a 
word. But don’t act disappointed. 
Don’t show anger or annoyance. Just 
show your interest in what makes no 
the answer. You wonder why such a 
sensible and intelligent man could pos- 
sibly refuse to go ahead with such a 
reasonable idea—and you ask “Why?” 
and then act on the answer you get.” 

“Thanks, Pat, for your words of 
wisdom,” I said, getting up, “Now 
when I lead a horse to water, Ill be 
able to make him drink.” 


“,..just make Him thirsty” 


“Whoa, boy, whoa!” Pat spoke up, 
“That sounds like you are pretty well 
mixed up on the whole idea of selling. 
You don’t have to make the horse 
drink, you know. You just have to 
make him thirsty. Then he'll decide 
to drink without any pushing on your 
part. Make your prospects want your 
burner and they’ll reach for the order 
form, Fail to make them want the 
burner and you'll have trouble getting 
them to sign the order even if you 
put a gun at their head. You know we 
are supposed to be creative salesmen. 
But I don’t think that’s the best way 
to put it. We don’t really create a sale. 
We create a demand to buy. When we 
do that, the sale takes care of itself. 
Right?” 

“Yes, my friend, right. I suppose 
you'd rather be that than President.” 

Pat smiled at me. “I'll settle for sales 
manager. I can be that and right too.” 


«< 
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OHI Program for 1953 Meeting 
to be held in Chicago, April 20 


bers 31ST ANNUAL CONVENTION 
of the Oil-Heat Institute of 
America, Inc. will take place in Chi- 
cago, April 20 through 22 at the Edge- 
water Beach Hotel. The three days will 
feature “a star-studded program for 
an expected record turnout of 800 
automatic oilheating equipment and 
fueloil dealers, wholesalers, jobbers, 
distributors and manufacturers,” says 
C. T. Burg, Iron Fireman Mfg. Co. 
and chairman of the Institute’s conven- 
tion committee. “In fact, everyone in 
the industry is invited. There’s no 
registration fee in connection with any 
of the general industry sessions.” 

On Monday, April 20, the business 
of the Institute will be transacted. 
During the morning the Accessory 
and Distribution Divisions will hold 
their annual meetings, the Engineer- 
ing and Commercial-Industrial Com- 
mittees and the Technical Division will 
convene. The Institute’s Executive 
Committee is to meet that morning, 
also, preceding the luncheon for the 
old board of directors. 

Afternoon activities on April 20 in- 
clude the annual meeting of the Insti- 
tute itself. The directors are to be 
named at the annual meeting, after 
which they will select officers and ex- 
ecutive committee members during the 
board meeting that follows. 


General Sessions 


April 21 and 22 are being arranged 
to provide morning and afternoon ses- 
sions for everyone who comes to see, 
hear and learn from an all-star cast of 
industry experts. Among the topics to 
be discussed during these fast-moving 
programs are: Comfort Trends in 
Heating; Peddlers get rich; Dealer Op- 
portunities in residential Cooling; 
What the fueloil Dealer can do for 
more Profit; The Ways to increased 
Profits in the heating Business; The 
new home Market of Tomorrow; The 
ever-increasing replacement and mod- 
ernization Market; Service can be Fair 
to the User and Profitable, too; Pros- 
pecting for Profits; How We develop 
Men for commercial-industrial Jobs; 


Give the Customer all He wants; In- 
stallment Sales and other subjects. 

The Accessory Division is sponsor- 
ing its annual luncheon on Tuesday, 
April 21, and Clark L, Hastings, 
Rochester Mfg. Co., and chairman of 
the Division, promises “A nationally- 
recognized speaker will be on hand 
for the capacity crowd of 400 people 
whom we expect to attend.” 

The convention will close Wednes- 
day evening, April 22, with the tradi- 
tional OHI “Get together” cocktail 
party preceding the annual banquet 
and entertainment. 

J. W. Owens, vice-president, Mer- 
coid Corp. and chairman of the Old 
Timers’ Club of the Oil Burner Indus- 
try, advises that “Fun is on the pro- 
gram, too. The Old Timers will meet 
on Monday night and plans for the 
affair are almost complete. Full details 
will be sent to members in time for 
them to make necessary arrangements. 
Besides, Mrs. Owens as chairman of 
the Ladies Committee, is building her 
committee and planning some very in- 
teresting activities for ladies who regis: 
ter at the Edgewater Beach Hotel. 
All members of the industry and their 
ladies will have a big time in Chicago.” 

An abbreviated program for the an- 
nual convention follows: 


MONDAY, APRIL 20: 


9:00 A.M. Accessory Division annual 
Meeting 
Distribution Division old 
Board 
Commercial-Industrial 
Committee 
Engineering Committee 
Technical Division 
11:00 A.M. Distribution Div. annual 
Meeting Executive 
Committee 
12:15 P.M. Old Board of Directors 
Luncheon 
2:00 P.M. Annual OHI Meeting 
3:45 P.M. New Board of Directors 
6:00 P.M. Old Timers’ Jamboree 


TUESDAY, APRIL 21: 


10:00 A.M. General Session 

12:15 P.M. Accessory Division 
Luncheon 

2:30 P.M. General Session 


WEDNESDAY, APRIL 22: 


10:00 A.M. General Session 

2:00 P.M. General Session 

6:00 P.M. “Get together” cocktail 
Party 

8:00 P.M. Banquet-entertainment 
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A Try for higher Efficiencies 


Fr YOU SKETCH WELL, you can easily 
make drawings that show flames 
whipping around fireboxes in a fuel- 
saving manner. But watch out, for on 
an actual installation the flame might 
not agree with your drawings. 

This applies particularly, one service 
man knows, to drawings made to prove 
that certain boilers should be rear-fired 
and others should be front-fired. 

The first drawings he saw on this 
subject recommended rear-firing for 
the boiler in the drawing; front-firing 
such a boiler is wrong, said the man 
who'd made the drawings. 

Believing this, the service man ex- 
plained it carefully to the owner of a 
front-fired boiler, and made sketches 
that drove home his point. The owner 
was impressed. His boiler, fired as the 
“Before” drawing shows, had been re- 
ported by an engineer to be producing 
125% of its rated output; tests had 
shown 590° stack temperature and 
11% COs. The owner wanted more 
steam from the boiler. 

If rear-firing was better, he asked 
the service man, couldn’t he get more 








fueloil & oil heat 
Short Short Article 
on Burner Service 


steam and higher efficiencies by a 
switch to rear-firing? Certainly he 
could, said the service man, Acting on 
this say-so, the owner had him change 
the job. Saying that there’s never any 
harm in providing more combustion 
space where harder firing is planned, 
the service man threw in the idea of 
jacking up the boiler. When he got 
through with his expensive improve- 
ments, the job looked like the “After” 
drawing. 

Because the owner installed pipe 
coils and other odd loads, the service 
man never did find out whether the 
load was increased by 10% or 40%. 
But there were strenuous complaints 
that despite the expensive improve- 
ment, the boiler output was no higher. 

“I now show 625° stack tempera- 
ture and 10.5% COs,” the service 
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Before 


Owner says boiler pro- 
duces 125 % rated output, 
but more steam will be 
needed. Tests show 590° 
stack temperature and 
11% CO2. 


After 


Service man raises boiler 
and switches from front- 
firing to rear-firing, Tests 
show 625° and 10.5% 

Is combustion better ? 

Is boiler output greater? 

Is this an improvement ? 
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man explained to a combustion engi- 
neer he wanted on his side of the argu- 
ment. “Can I prove the combustion is 
better, or the boiler output is greater, 
or the job is improved in the way I 
promised it would be?” 

‘You should have made smoke tests 
when you took your CO, readings,” 
answered the combustion engineer. 
“The COz tests by themselves are not 
proving a thing for you on this job. If 
with No. 3 or No. 5 smoke you now 
get 11% COs whereas you could get 


‘only 10% before with the same smoke 


reading, then you could prove that the 
combustion is better now. Less smoke 
at the same CO, would prove the 
combustion is better. Or a higher CO2 
at the same smoke would prove the 
combustion is better. You'd better get 
a smoke-checking instrument and use it 
in the future to help you keep out of 
this kind of trouble. 

“You should have measured the fir- 
ing rate before you tried to improve 
the job. Roughly, there’s three boiler 
horsepower output to each gallon-per- 
hour you fire. If you could prove, for 
example, that the gph rate was 40 be- 
fore you made your improvements, but 
is up to 50 gph now, then you could 
prove that you've increased the output 
and the effectiveness of the boiler. You 
could prove that you upped the boiler 
output considerably, with only a slight 
increase in stack temperature and per- 
centagewise stack loss.” 

It turned out that the service man 
could not prove he had improved the 
installation. Lack of before-and-after 
smoke readings and gph data were big 
factors, according to the combustion 
engieer. Without the pertinent data he 
had failed to obtain, and which could 
not be obtained now, the service man 
could not be certain himself that he 
had produced better combustion and a 
greater output from the boiler. 

To top things off, the service man 
has learned that drawings have been 
published to prove that such a boiler 
should be front-fired, not rear-fired. 
These show, by nicely sketched-in 
flames, that rear-firing such a boiler 
causes the flames to dart right into the 
uptake, after starting near the cup of 
the burner. They prove that rear-firing 
fails to put any flame in the part of the 
firebox farthest from the burner. 
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Big Burners that amaze 
big burner Experts 


W. N. Best Roto-Cup—tailor-made rotary-cup industrial Burners of unique Design 


by 
Jean L. Dupuis 


oe MAY BE AN EXPERT at commer- 
cial-industrial burners and you 
may get around to quite a few big 
jobs. But the chances are slim that 
you've been on a job fired by a Roto- 
Cup burner. 

Root-Cup burners have been made 
for more than 20 years. They are 
made by a company whose shops are 
buzzing with plenty of big orders. 
This is the W. N. Best Combustion 
Equipment Company, Carlstadt, N. J. 
—headed up by industrial oilburner 
enthusiast, Harry Stiehl. 





This direct-drive Roto-Cup burner 
unit is used widely for firing steam 
boilers. The 3,450 rpm motor serves 
only to drive the cup. Motor size for 
a typical big-boiler job is 1/3 hp. No- 
tice the dog clutch at the right-hand 
end of the motor shaft. Swinging the 
motor out of the way uncouples this 
clutch, permits removing the burner 
‘cartridge’ in a matter of seconds. 


66 


Yet, few commercial - industrial 
burner experts have had the opportu- 
nity to study or work on an actual 
installation fitted with a Roto-Cup 
burner. Thousands of servicemen be- 
lieve they know every type of rotary- 
cup burner from A-to-Z. Start telling 
these men about the Roto-Cup, and to 
their surprise they learn they know 
nothing about this burner that’s been 
made for more than 20 years. They've 
never seen a Roto-Cup installation. 

Here are the reasons for this lack 
of general knowledge about this burn- 
er. About 90% of the Roto-Cup 
burners do not go through the hands 
of oilburner dealers, but go directly 
to the users of the burners. These users 
include the world’s largest steel com- 
panies, copper companies, chemical 
enterprises, and mining industries 
which produce inorganic fertilizers. 
Phosphate rocks and the production of 
cement, lime, and bauxite—are related 
to many of Harry Stiehl’s sales of 
giant Roto-Cup equipment. 

Recently Stiehl provided about $50,- 
000 worth of oilburner equipment for 
an aluminum plant in the West Indies. 

Shipping big burners to the West 
Indies and to the world’s largest steel, 
copper, chemical, and mining indus- 
tries does not help to educate typical 
American servicemen about these 
burners. That’s one reason why big- 
burner servicemen in Brooklyn, Buf- 
falo, and Chicago know little about 
the Roto-Cup. 

Many high-pressure steam boilers 
are fired by Roto-Cup burners, true 
enough. But Harry Stiehl’s interest in 
boilers starts at 200-horsepower out- 
put. To him, a 1,000 hp boiler is of 
moderate size. The lack of knowledge 
about the Roto-Cup hinges partly on 
the fact that local outside oilburner 
experts, including engineers and instal- 
lation men and servicemen, do not 
work on the Roto-Cups that fire ex- 
tremely large, high-pressure boilers. 


The Roto-Cup burner thus has re- 
mained a mystery to many commercial- 
industrial burner experts, including 
men who think they know all about 
rotary-up burners, 

This is an effort to help clear up at 
least part of this mystery—purely on 
the basis of trade education and aca- 
demic interest. 

Roto-Cup burners have technical 
details of great interest to any burner 
expert who wants to learn more about 
the rotary-cup method of atomizing 
fueloil. These big burners amaze most 
big-burner experts studying them for 
the first time. They help eliminate 
errors in the thinking of certain big- 
burner experts. For example, many 
men who service horizontal rotary 
burners believe that an unusually high 
speed would be needed to atomize oil 
at a great rate, say over 300 gph, using 
one large atomizing cup. From 5,000 
to 8,000 rpm might be best, these men 
believe. The Roto-Cup designers say 
this idea is wrong. Exhaustive labora- 
tory work and field studies, they point 
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The belt-drive Roto-Cup burner unit, 
which permits spinning the atomizing 
cup slower or faster than the shajt 
speed of the 3,450 rpm motor tliat 
drives the cup. Roto-Cup engineers 
can easily arrange this model for ter 
rifically high cup speeds. But after 
years of exhaustive research work ad 
on-the-job performance tests, they coi 
clude cup speeds between 2,500 and 
4,000 rpm solve their problems best. 
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MORE ECONOMICAL BECAUSE IT’S 
COMPLETELY WATER-JACKETED 


THE FITZGIBBONS BOILER’ 





“Scotch Type” 
saves on fuel and installation 


Complete water-jacketing of all heating surfaces in 
this popular Fitzgibbons low pressure boiler means 
savings every step of the way—from installation to 
actual operation of equipment. 


Specially important is the water-cooled rear furnace 
wall. This feature, not obtainable in many Scotch-type 
heating boilers, reduces flue gas temperatures, saves 
fuel, and eliminates the original expense of the usual 
rear dry-wall refractory lining and its high mainte- 
nance costs. 


Insulated access door is provided in rear of com- 
bustion chamber for inspection and cleaning. 


With a low water line, this boiler is ideal for locations 
where low headroom is a necessity or where excavation 
costs because of rock or water would be prohibitive. 
For complete details, write to the Fitzgibbons Boiler 
Company, Inc., 101 Park Avenue, New York 17, N. Y. 


Lifting the front access door Ask for Catalog FO-3. 
exposes all tubes for cleaning. 


THE FITZGIBBONS BOUER’ 
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out, have taught them that unusually 
high cup speeds are not the answer 
to this problem. High cup speed could 
be used easily in the Roto-Cup burner, 
for one of the Roto-Cup characteristics 
lies in using one motor just to drive 
the cup. The motor does nothing else. 
And there’s a belt-drive Roto-Cup 
made; in this model, belt drive is used 
between the motor shaft and the cup 
shaft. This gives an invitation to step 
the cup speed up above 3,450 rpm. 
The Roto-Cup designers don’t accept 
this invitation and go to 5,000 to 8,000 
rpm for the cup. They stick to a range 
of 2,500 to 4,000 rpm for the cup. 
Their step-down to 2,500 rpm from 
3,450 rpm for certain jobs usually 
brings a gasp from servicemen who 
have been dreaming of higher cup 
speed advantages for direct-drive 
horizontal rotary burners with 3,450 
rpm motors. 

Learning about Roto-Cup installa- 


ome . ... Big Burners 


tions helps clear up another wrong idea 
of many commercial-industrial burner 
enthusiasts. That’s the idea that the 
biggest oilburning installations are old- 
fashioned, messy, inefficient, and 100% 
manually controlled. New Roto-Cup 
installations for largest boilers have 
ignition; se- 
quence-type over-fire draft control; 
100% forced-draft with no depend- 
ence on chimney draft to draw com- 
bustion air into fireboxes; latest elec- 
tronic combustion controls to provide 
automatic fully- 


automatic gas-electric 


maximum safety; 
modulated fire size control over a wide 
range. These installations can start and 
stop automatically and have features 
that astound a commercial-industrial 
burner dealer who thinks he is 100% 
modern because he knows the ins and 
outs of electronic controls, over-fire 
draft control, and low-fire starting— 
as applied to big schools and apartment 
houses in his home town. 

Harry Stiehl of W. N. Best points 
out that our giant-size corporations 
and industries are not silly—not 
penny-wise and dollar-foolish. These 


Left: Harry Stiehl, responsible for the Roto-Cup idea, built W. N. Best’s first 300 gph burner of this type in 1933, 





interests have to buy big-burner set 
ups that use tremendous amounts of 
fueloil. One set-up may use from 10 

000 to 50,000 gallons of oil per day 
The men who buy the burner equip- 
ment demand peak efficiencies, 0! 
course realizing this runs up the cost 
of the burner equipment. They knov 

that gaining only three to five per cent 
efficiency saves enough fueloil to justi- 
fy buying exceptional burner equip- 
ment that often costs twice as much 
as ordinary equipment. 

New orders seem to come to Harry 
Stiehl from many old users who believe 
that he provides the ultimate in fuel 
economy, plus dependable operation 
and every other oilburner advantage 
they desire. He provides his equipment 
buyers with painstakingly engineered 
burner set-ups which are tailor-made 
for each installation. He aims to pro- 
vide unusual features that insure peak 
efficiencies, All this is costly, of course. 
As a result, he says, on a price basis 
he is not in the running with a local 
dealer offering a typical installation 
that includes the usual, self-contained 





after years of experience designing rotary cup oilburners. Although he now is top-man executive of the company, he’s 

as much devoted to burner technicalities as ever—makes certain to spend much of his valuable time on actual installa’ 

tions. Here he examines the 4,000 gallon-per-hour atomizing cup described in the article. Such a cup has a knife-sharp 
edge that runs true within half a thousandths of an inch. 


Right: This Roto-Cup assembly contains the 4,000 gallon-per-hour cup. The assembly swings open. Notice the rej rac 

tory-lined plate at the right, used to cover the opening when the Roto-Cup has been swung to its open position. The 

spinner cup used in a Roto-Cup burner is made of the metal Illium. W. N. Best engineers describe this as a super-duper 
version of stainless steel, say that in the centrifugally-cast form they buy a cup to start out, it costs $10 a lb. 
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STEEL BOILERS 














Set a Kewanee alongside other boilers and even a quick look 
shows their extra ruggedness, finely finished castings and other 


e evidences of a high quality product. Then look inside! Check the 
specifications, measurements, size of fire chamber, area of heating surface and 
one finds many other differences. More engineering, more material, more labor 
and more experience go into every Kewanee ... whether for heating, power or 
process steam ... so owners get more from them. 


e With experienced engineers and mechanics on their staff, a great air line knows 
mechanical equipment. So it means much when concerns such as Northwest Air 
Lines install Kewanee Boilers in an important building. 





NORTHWEST AIRLINES BUILDING 


International Airport 
Seattle-Tacoma, Wash. 


e KEWANEE-ROSS CORPORATION 


Division of American Radiator & Standard Sanitary Corporation 


Designed and Engineered by e KEWANEE, ILLINOIS 


AUSTIN COMPANY s 


2 Kewanee Heavy-Duty Boilers, 
Oil-Fired from the rear by 


W. E. BEGGS, INC., Seattle 
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horizontal rotary cup burner. This situ- 
ation maintains even with a topnotch 
local dealer offering all his latest fea- 
tures for big installations. Harry Stiehl 
says that the price of his job usually 
is, in effect, about twice the price a 
local dealer charges for the kind of 
equipment the local dealer seeks to 
install in the boiler room. All this 
applies to boilers which Stiehl con- 
siders small, say boilers of outputs from 
200 to 600 horsepower—for it is in 
this field that Harry Stiehl finds local 
dealers likely to bid against him. 
The day the photographs that ac- 
company this article were taken, there 
happened to be in the W. N. Best 
plant the grand-daddy of all atomizing 
cups—the biggest atomizing cup in the 
Roto-Cup line, which is big! At the 
atomizing edge, this cup is about eight 
inches in diameter; the atomizing cup 
assembly looks about four and a half 
feet long. Now, this cup was made to 
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handle 4,000 gallons-per-hour of oil 
refinery acid sludge. 

The cup atomizes this sludge pre- 
paratory to a complicated chemical 
process that winds up with complete 
recovery of acid values that remain 
after original acid has done its duty 
in an alkylation process. We gather 
that the performance of this atomizing 
cup is one of the keys to the feasibility 
and economy of the process, and we 
also gather the idea that a chemical 
plant worth about 15 million dollars 
is involved. 

Handling No. 6 fueloil, to talk the 
language of oilburner-lovers, this cup 
could atomize at the same rate of 4,000 
gph, says W.N. Best. That’s providing 
the supplementary atomizing agent, to 
use the W. N. Best term for the air 
blast around the cup, is adequately 
proportioned in pressures and volume. 

Thus the W. N. Best engineers talk 
in terms of big Roto-Cups able to 
handle up to 4,000 gph using one 
atomizing cup. The big Roto-Cup jobs 


have unusual qualifications, these engi- 


Having swung the motor out of the way, this engineer is removing the Roto- 


Cup spinner-cup atomizer ‘‘cartridge.”’ 


Spare cartridges are kept ready, and 


W.N. Best says that switching to a cleaned-up cartridge in 30 seconds provides 
complete servicing of a Roto-Cup burner. Notice the dog clutch on the motor 
« shaft that drives the cup. 
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neers find, for such oilburning jobs as 
cement and lime kilns, and all types 
of rotary dryers—oilburner applica- 
tions where basic equipment design 
calls for high-capacity, single-burner 
operation. 

W. N. Best turns out many oil- 
burner set-ups for typical big boliers. 
It terms these its fully-automatic firing- 
control set-ups. Having gotten all the 
information needed from the owner of 
the boiler, W. N. Best proceeds to pre- 
fabricate at its plant these three units: 

1. A boiler front plate wind-box 


unit fitted with one or more Roto-Cup — 


burners; wide boilers often are fired by 
two or three Roto-Cup burners. Usu- 
ally many parts are included in this 
front plate unit. 

2. A prefabricated control panel, 
composed of practically all the controls 
the job needs, and termed the Cab- 
inetrol. 

3. A fueloil pump and heater set, 
including strainers, automatic oil tem- 
perature controls, gages, valves, and 
related equipment. 

W.N. Best burner equipment was 
designed, the company says, to embody 
the flexibility needed for special jobs. 

Harry Stiehl says he has “no set 
pattern of burner for the application, 
but burners to fit precisely the set pat- 
terns of the applications.” 

On this basis, few burner set-ups 
sent out of the factory are precisely 
alike. However, the accompanying 
photograph of a boiler front plate unit 
gives a good idea of what is included 
in such a unit that’s been engineered 
to fit the requirements of a steam boil- 
er. Included in the front plate unit in 
the photograph are: 

1. A direct-drive Roto-Cup burner 
assembly powered by a 1/3 hp, 3,450 
rpm motor. The use of a spinner-cup 
atomizer “‘cartridge’” permits easy 
changing of the all-important otomiz- 
ing unit. Let’s face it, says W. N. Best, 
atomizing cups using today’s No. 6 oil 
do need attention! Big boiler rooms 
have spare atomizer “cartridges,” 
which W. N. Best declares provide 
complete burner servicing without 1n- 
terrupting the firing more than 30 
seconds. 

2. AW.N. Best Calorex gas burn’ 
er cartridge, because the front p ate 
in the photograph is for oil-or-gas ‘i 
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In 1859 — six years after the 
founding of the Company — 
the Smith brothers, with John 
R. Reed, purchased the Gold 
patents and became the first 
to produce commercially the 
sectional cast iron boiler. In 
this meeting central wet heat- 
ing became a feasible reality. 





Birth of an Industry 
. and an Era 
Far ahead of its time was the original 
Gold Patent Boiler, pioneer of wet 


heating .. . first commercially prac- 
tical cast iron sectional boiler. 
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EASIEST TO INSTALL 


Because H. B. Smith cast iron boilers are assembled 
from precision-machined sections and parts, they are 
easily erected at the installation with a minimum of 
labor. 


EASIEST TO EXPAND 


When increasing the capacity of an H. B. Smith boiler, 
or when replacing it, it is not necessary to tear out a 
wall, part of a foundation, or both. 


EASIEST TO CONVERT 


H. B. Smith boilers are easiest to convert to different 
types of fuels, should the one in use become in critical 


supply. 
fuels, oil or gas. 


Series 42 and 60 Smith Boilers 


for Larger Installations 


Heating loads up to 100,000 sq. ft. steam 
Coal, oil or gas fired. 
Supply steam for process needs, heat and 
Header-type con- 
struction permits cutting off one or more 
sections in emergency without serious shut- 


radiation and over. 


domestic hot water. 


down. 


tion. 


Series 15, 20, 25 Boilers for 
Homes, Small Commercial 
Buildings 


Push-nipple types for 
oil, gas, coal stoker or 
hand-firing; provision 
for built-in water heat- 
ers, controls. Series 
20 EG and 25 EG Reli- 
ance oil fired have 
emergency rear com- 
bustion chamber for 
coal or wood. 





WORLD’S BROADEST LINE OF 
IRON BOILERS FOR HEATING 
DOMESTIC HOT WATER 


Small Buildings 


| “‘tankless” water heater | 
} give plenty of hot water | 
/ foraveragehome. Flush 
| jacket or with jacket 





All operate with great efficiency with solid 











Series 24, 34, 44 Mills Boilers for 
Schools, Apartment Buildings 


Capacities of 900 to 13,380 sq. ft. steam radia- 
Coal, oil or gas fired. Header-type con- 
struction permits cutting off one or more sec- 
tions in emergency without serious shut-down 
— also expansion. Tens of thousands in schools, 
hospitals, apartment houses, 
public buildings. 


Series 100— 2000 Boiler- 
Burner Units for Homes, 


Provide fast heat. With | 
built-in tank type or © 


expanded to conceal 


oil burner. 





H. B. 
| 2Sinith_ CAST IRON BOILERS 


Established 1853 


H. B. SMITH CO., INC. 


WESTFIELD, MASS. 
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ing. Porcupine gas diffuser head is 
featured. 

3. A motor-blower unit that devel- 
ops relatively high air pressures. This 
unit provides the primary air which 
goes through an air nozzle around the 
atomizing cup. The primary air serves 
largely to atomize the oil and, impor- 
tant, shape the flame. W. N. Best 
places tremendous importance on the 


primary air. As was indicated earlier, 


W.N. Best terms this air the supple- 
mentary atomizing agent and finds it 
must be adequately proportioned in 
pressures and volume. The use of a 
separate motor-blower unit provides 
the great flexibility which the Roto- 
Cup burner designers find is needed 
for best results. Ordinarily they use 
primary-air pressure from eight to 32 
ounces per square inch—for special 
applications this pressure gces up t) 
many pounds. 


Right: Close-up of the “Air-Oil Proportionating Control.” The center, main shaft turns 90°, is moved on this set- 


4. Also on the boiler front wind-box 
plate in the photograph is a secondary- 
air motor-blower unit. This has low- 
pressure characteristics, and provides 
practically all the combustion air. 

5. An automatic gas-electric igni- 
tion system, intermittent ignition type. 

6. Electronic safety controls. 

7. A Calorex air register, in which 
the burner is mounted, which has ad- 
justable air shutters. Opened and 
closed automatically as the gph rate 
is increased and decreased, these shut- 
ters control the flow of secondary air 
to the flame. At the same time, they 
provide proper velocity for the second- 
ary air approaching the flame. 

8. The boiler front wind-box plate 
has on it many controls needed for the 
automatic starting and stopping of the 
burner, and the controls needed to 
provide modulated firing. 

The burner in the phctograph has a 
Perfex Actuator to govern its firing 
rate and provide modulated firing. This 
Actuator has a ram that travels up- 
wards and downwards six inches, the 


A 


position of the ram being governed by 
the steam pressure on the boiler. Sup- 
pose the ram is at its midway position 
(a steam pressure control is causing the 
Actuator to keep its ram in the mid- 
way position because the boiler is car- 
rying about 50% of its maximum 
load). If the steam pressure then drops 
ever so slightly, the steam pressure 
control detects this immediately, gives 
to the Actuator an electrical signal that 
causes the Actuator to shift the posi- 
tion of the ram by a fraction of an 
inch. When the ram shifts position 
because of a drop in steam pressure, 
it moves rods and levers that: 

1. Open farther the valve control- 
ling the flow of oil to the atomizing 
cup; this increases the gph rate. 

2. Open farther an air damper in 
the air pipe from the primary-air 
blower to the burner; this increases 
the primary-air flow. 

3. Open farther the adjustable air 
dampers in the Calorex air register; 
this increases the secondary-air rate. 

The tremendous importance of 
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Left: A prefabricated boiler-front wind-box unit of the type W. N. Best regularly provides for steam boilers. This 
boiler-front unit has three motors; one serves only to drive the atomizing cup; one provides primary air at relative'y 
high pressure for the air blast around the cup; one provides the secondary air at relatively low pressure. The man in 


the picture is removing from its mounting the Firetron scanner, part of the Combustion Control Corp. electronic safety 
system which W. N. Best uses on this unit. 


D 


by a Perfex Actuator which gets its orders from a steam pressure control. If the steam pressure drops slightly becau-¢ 
the load on the boiler increases, the lower cam opens an oil valve farther, increasing the gph firing rate, while the vu) 


per cam gives the proper increase in primary air flow and secondary air flow to the flame. The rate of rise of each cu 


= 


is adjustable. Each cam has 12 set-screws, which can be used to form “‘flat spots’ or “bumps”’ in the spring-metal strijs 
: which form the working contours of the cams. 
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proper COs, or proper amounts of ex- 
cess air, is appreciated fully by every 
burner expert. For most efficient opera- 
tion of a boiler, the CO. must be 
correct every minute. 

The flame of a Roto-Cup installa- 
tion, of the type in the photograph, 
modulates over a wide range. W. N. 
Best declares that its 300 gph Roto- 
Cup job has an operating ratio of 
12:1, thus automatically provides a 
fire size of 25 gph minimum and 300 
gph maximum, or any in-between fire 
size needed to match the load. After 
the steam load increases or decreases, 
the fire size shifts automatically to 
match the different steam load. Then 
as long as the steam load remains un- 
changed, the fire size remains un- 
changed. For long periods, a 300 gph 
burner may be cunning with a gph 
rate anywhere between 25 and 300 
gph. At any gph rate within this range, 
the CO, must be correct if the fuel 
economy is to be maximum. 

That means that for every shift in 
the oil rate or gph firing rate of the 
burner, there must be a precisely 
proper shift in (1) the flow of primary 
air, and (2) the flow of secondary air. 
The proper shift in the primary air is 
particularly important because atom- 
ization and flame contour are abso- 
lutely dependent on this, The oil-air 
ratio of the burner must be correct 
at every gph firing rate. 


Air-oil Proportionating 


In an effort to achieve this proper 
oil-air ratio for every fire size of its 
modulating Roto-Cup installations, 
W.N. Best uses what it calls its “Air- 
Oil Proportionating Control.” The 
main shaft of this. control is turned 
90° (a Perfex Actuator often is used 
by W. N. Best to turn this main shaft) 
to shift the burner from its minimum 
firing rate to its maximum rate. Turn- 
ing the shaft 90° causes on cam at- 
tached to the shaft to run a gph-con- 
trol valve from its minimum-fire posi- 
tion to its maximum-fire position, 
while a second cam shifts correspond- 
ingly the rods that control the primary- 
air flow and secondary-air flow. These 
rods open and close air dampers or 
their equivalent. The big point is that 
W.N. Best makes is the two cams are 
adjustable in every conceivable man- 











With the growing distribution of 
natural gas, has come an increasing 
demand for combination gas/oil 
burners. 


Dealers who handle Superior com- 
bination gas/oil burners are in an ideal 
position to meet this demand. 


The Superior Gas Burner consists of 
a circular row of stainless steel noz- 
zles set in a cast-iron gas manifold 
ring. The angle of the nozzles shapes 
the fire to the firebox. Combined with 
the Superior Oil Burner, the same fan 





SUPERIOR COMBUSTION INDUSTRIES INC. 
TIMES TOWER, TIMES SQUARE, NEW YORK 36, N.Y. 































UPERIOR 


combination GAS / OIL burners 


supplies primary air for firing either 
gas or oil. For safety, a constant gas 
pilot guards every gas-firing cycle. 


Whatever the fuel . . . light or 
heavy oil, natural, manufactured, pro- 
pane or butane gas .. . Superior 
Combination Burners will burn it 
Safely, Efficiently, Economically, and 
Automatically. Change-over from one 
fuel to the other is made in a matter 
of minutes without interruption of 
steam supply, and without disturbing 
or making any change in the equipment. 


Valuable, unassigned territories are 
still available. If you have the ex- 
perience and the organization to suc- 
cessfully handle sales and installation, 
write for complete details, 


Shown here is the other side of the SUPERIOR 
Rotary Burner with its 4-hole hinge, V-belt drive, 
dual pumps and reservoir, 
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ROTARY BURNERS 
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for better business... 





let’s talk eS 
BETTER EQUIPMENT! 


and better | equipment means — 


QUICK, SIMPLE INSTALLATION — 
designed for heavy duty and ruggedly con- 
structed, Preferred’s Heavy-Oil Burner is 
delivered to you completely assembled, 
internally wired and pressure tested, ready 
for service line hook-up and operation, there- 
by saving installation time and expense. 
Simple control settings make possible firing 
adjustments quickly. No extra fittings, fuss- 
ing, or fixing when you install Preferred. 

— Preferred’s extra long air nozzle 
makes installation under deep boiler water 
legs and combustion chamber arches not 
only easy but also allows self-supporting, 
thicker front walls in combustion chambers. 
As a result, your customers get longer refrac- 
tory life, better front insulation and you 
get better-satisfied customers with less serv- 
ice calls. 


Only Preferred can give you all these features to make 
your selling easier and your profits surer — 
*Voluvalve’”’ Fuel Regulator; High Speed Atomization; 
Precision Air-Oil Control; Dual-Pump Reservoir; Sure- 
Fire Ignition and it’s Completely Wired Internally and 
Special Long Nozzle. 


FOR COMPLETE DETAILS WRITE FOR BULLETIN 175-E. 


PREFERRED UTILITIES MFG. CORP. 


1860° BROADWAY - NEW YORK 23, N.Y. 
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ner. First, the rate of rise of each cam 
can be adjusted. Second, each cam has 
12 set-screws, making 24 points of ad- 
justment. These set the pattern of the 
spring-metal strips that actually form 
the contours of the cams. In setting up 
a burner for the first time, the burner 
expert can provide a “flat spot” or a 
“bump” at any of 12 positions of 
either cam. This is said to insure the 
proper oil-air rate for every gph rate 
the burner can give, thus insure proper 
COz at all times. 

Although most of its burner equip- 
ment is shipped directly to the users 
of the burners, the W. N. Best Com- 
bustion Equipment Company empha- 
sizes the fact that it is not opposed to 
the principle of local dealers installing 
commercial-industrial burner equip- 
ment. W. N. Best has a few dealers 
who are installing its burners, and 
works with other dealers and fueloil 
suppliers on problems of big-job sales, 
and highly spcialized burner applica- 
tions. 

“After all,” Harry Stiehl says, “we 
had to sell that $50,000 worth of oil- 
burner equipment directly to the alu- 
minum plant in the West Indies. We 
had no choice. The aluminum com- 
pany wanted our burner equipment, 
and we could not undertake to set up 
a West Indies Roto-Cup dealership 
to sell and install that one job for us!” 

Many dealers who handle domestic 
and comercial burner equipment state 
plainly, “This is way over my head!” 
if they chance to see a Roto-Cup in- 
stallation. That’s just one more reason 
why up to now Roto-Cup burners 
have been a mystery to most men in 
the burner industry. 


°, 
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William G. Christy, until recently 
director of the Bureau of Smoke Con- 
trol, New York, has announced that he 
has severed his connection with the 
city and has opened an office as con’ 
sulting engineer at 34 Park Row, New 
York, Christy has had many years of 
experience in air pollution and smoxe 
control work, as well as in power and 
heating plants. For nearly 20 years, 
Christy served as Hudson County s 
Smoke Abatement Engineer, a smoi.¢ 
control agency he was asked to orga’ 
ize in 1930. 
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_— UTILIZATION of a fac- 
tory building in Middletown, 
Ohio, depended upon replacing a cen- 
tral steam heating plant in an indus- 
trial building with 29 warm air fur- 
naces vented out the side of the build- 
ing with the aid of draft creators. 

The old steam plant in the factory 
building consisted of two 480 hp coal 
boilers; extra large steam pipes ran 
through parts of the building to sup- 
ply the steam required for tobacco 
manufacturing. In large areas of the 
building there were no radiators be- 
cause the steam used for manufactur- 
ing operations that now were elimi- 
nated due to the moving of the tobacco 
manufacturing plant, had furnished 
the heat. This made it difficult to keep 
some areas above freezing while others 
were registering a sweltering 80° or 
more. To replace this old central steam 
plant so that the building could be 
rented at an economic rate actually 
exceeded the cost of the building. Even 
the cost of remodeling it was prohibi- 
tive, beside the fact that efficient heat- 
ing could not be obtained. 

To operate this old steam plant 
costs about $60,000 a year and this in- 
cluded fuel and personnel to operate 
the system. Beside this another $25,000 
would be required to remodel the 
stoker, and as there was no condensate 
return, the water bill was very high. 
Even the steam lines were in such 
shape that it was considered necessary 
in order to operate the plant to add 
two line-walkers to adequately cover 
about three miles of pipeline. 

Since the new tenants would require 
constant 72° temperatures in the man- 
ufacturing area and 55° in the stor- 
age area, the management wondered 
if it would not be better to forget the 
central steam plant and replace it with 
furnaces located throughout the three 
and five stories and basement sections 
of the building. 

Mr. George L. Beckett, of Beckett 
Heating and Sheet Metal, a local heat- 
ing contractor was confident that it 


Zoned Heat in 


Factory with 29 oil Furnaces 


could be done and called upon the 
engineers of the furnace company who 
supplied the furnaces to prepare the 
layout and write the specifications. 
The problem of economy involved in 
installing separate chimneys for each 
group of furnaces was discussed but 
could not be seriously considered be- 
cause of the uncertainty of securing 
sufficient draft and the likelihood that 
the furnaces connected to them would 
check each other. Thus venting the 
furnaces out the side of the building 
was selected as the method. Quick- 
draft draft creators were used to vent 
the furnaces horizontally, with sufh- 
cient draft to dispose of the products 
of combustion when the furnaces were 
fired to capacity. The method of vent- 
ing through the side walls is shown in 
the accompanying illustration. 
Approval of the Building Commis- 
sioner of Middletown was obtained, 
and the use of insulated steel chimneys 
operating under induced draft was ac- 
cepted in place of masonry chimneys. 
However, the Code requirements were 
such that heater rooms with fire re- 





















Illustrating how 29 oil 
equipped with a mechanical draft de- 
vice are vented horizontally through 
building walls from basement and five 
floors of the former P. Lorillard to- 
bacco plant in Middletown, Ohio. 


furnaces 


sistive doors were built for each 
furnace, 

Twenty-nine rectangular steel arch 
top oil furnaces with three radiators 
each were selected to heat the building 
whose heat loss was 8,000,000 Btu. 
Twenty-eight of the furnaces are 3 
gph 420,000 Btu input units with 18” 

¥% hp _ blowers, 

delivering 3,500 

cfm. One furnace 

isa 1.35 gph 180,_- 

000 Btu input 

unit with 12” 4 
? hp blower deliv- 

ering 1,500 cfm. 

Twenty - nine 
high-pres- 
sure gun type oil- 
burners with line 
voltage thermo- 
stats and with 
standard limit 
and primary con- 
trols are used. 

The duct work re- 

quired 31,000 lbs. 

of zinc grip steel. 

Standard _baro- 


Twenty-nine Farquhar oil furnaces provide 29 temperature control areas and 
better ventilation with circulating air for basement and five floors of the fermer 
P. Lorillard tobacco plant in Middletown, Ohio. 





High Hats 
are out 
of date 














High Chimneys, 


too,are out 


a oon i of date 





WING 





DRAFT INDUCER 


Why? Because your heating 
plant can have positive, ade- 
quate, uniform draft without 
the need for tall, unsightly, 
expensive stacks. Unlike vari- 
able chimney draft, the Wing 


Draft Inducer gives perfect 
motorized draft in any weather. 
It cuts fuel costs by giving 
higher COz2's. Smoking is 
reduced or eliminated. The 
capacity of your boiler plant 
is increased. 


Write for a copy of Bulletin I-52 





UNIT HEATERS 


Linden, N.J. and Montreal, Canada 


L.J. Wing Mfo. Co. 


66 Vreeland Mills Road 
Linden, New Jersey 


Factories: 


BLOWERS DRAFT INDUCERS TURBINES 
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metric controls were used between the 
Quickdraft and furnaces. 

Oil storage capacity of 20,000 gal- 
lons was provided. Two 5,000 gallon 
tanks are used, one for each main sec- 
tion of the building. These two tanks 
are supplied from one 10,000 gallon 
general storage tank and pumps are 
used to supply two auxiliary 55 gallon 
oil tanks on the fourth floor from 
which all furnaces are supplied. Auto- 
matic controls assure adequate supply 
of oil to the auxiliary tanks at all 
times. The oilburner pumps on the 
fourth and fifth floor furnaces pump 
their oil directly from the auxiliary 
tanks on the fourth floor. 

Pressure reducing valves are used 
at each oilburner in the basement on 
the first, second and third floors to re- 
duce head pressure to about two to 
three pounds. The installation reauired 
about three months before it was com- 
pleted. In less than two years annual 
savings of $40,000 are expected to off- 
set the installation and operating costs 
alone. Twenty-nine thermostats enable 
the tenants to maintain whatever tem- 
peratures are required in the zones. 


>, 
“2 


Nu-Way adds Burners 
with large Capacities 


THREE LARGE CAPACITY oilburners, 
models XL-10, XL-15 and XL-20, 
have been added to the Nu-Way line. 





With a fuel burning capacity of 10, 
15 and 20 gph, the burners have been 
designed for use in apartments, fac 
tories and other commercial applica’ 
tions requiring large capacity rates. 

All three burners incorporate posi 
tive air control, shielded nozzle anc 
other Nu-Way features. 

Made by: Nu-Way Corp., Roci 
Island, IIl. 













Make that next job 
a better job 


Uniform Leverage 
Adjustable Weight 
Adjustable Arm 
Removable Weights 


v.) — with a 


! PREFERRED 


Industrial 
Draft-A-Justor! 


A small detail but a big difference 
because you'll help your customer 
cut his fuel bill 10 to 30%! The Pre- 
ferred Draft-A-Justor controls natural 
draft automatically. Statically bal- 
anced, easy to install and adjust, Can 
be mounted in any of the four posi- 
tions shown — because it is 100% 
statically balanced. 


Available in all sizes to meet 
your needs on any job. Write 
today for Bulletin 800 


PREFERRED UTILITIES MFG. CORP. 
























1860 BROADWAY + NEW ¥VORE ZF, Wz Y. 
ATTAIN } Almost Anyone 
GREATER } Can Learn to 
SUCCESS } Sell... If He'll 
IN } Use the Proper 
SELLING $§ Selling Techniques 








OR the benefit of those breaking into selling 

and for improvement of active salesmen, W. 
A. Matheson, a director of Eureka Williams 
Corp., wrote an exciting book on selling tech- 
niques that has helped thousands get ahead faster. 
He calls it THE SELLING MAN. He believes 
that almost anyone can sell if he'll take the 
trouble to learn. The techniques he suggests are 
practical because he has tested them himself. The 
$4.00 investment is a tiny price for so much 
helpful and profitable information. 
We Pay Postage. PLEASE MAIL REMITTANCE WITH ORDER! 


$4.00 Special Price 


HEATING PUBLISHERS, Inc. 
2 West 45 St. New York 36, N. Y. 
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A COMPLETE cue 
of FUEL OIL 
_"ne-~ Heaters 

FOR USE WITH NO. & 


(BUNKER “C") Fuel Ode 


Yula preheaters for fuel oil are 
designed for greatest efficiency and 
low cost. Every unit is pre-tested 
at the factory to insure accurate 
performance on installation. Yula 
makes a type for EVERY need! 
The YULA-TROL Fuel Oil Detector 
and the YULA “YT” “U" Tube Fuel 
Oil Heater, containing an oil de- 
entrainment chamber and a spe- 
cially designed probe, is approved 
by the New York City Board of 
Standards and Appeals as a com- 
























THE YULA-TROL 
RELAY BOX with LIGHTS, plete unit. It also functions as a 
ALARM and DETECTOR. low woler eibell. The safety device 
that almost talks! If an oil 
leak occurs, it shuts off the 
burner, rings the gong, 
turns on the red light. This 
occurs in just 45 seconds 
after an oil break. It’s the 
ONLY device that gives 


super safety and top effi- 
ciency! Every feature you 















Approved 
By the New York City 
Board of Standards 
























and Appeals 











Patented need for ECONOMICAL oil 
2,610,267 No. 376-50-S.A. heating! 

la 
STRAIGHT / TUBE FUEL OIL HEATERS 


Finest Commercial and A.S.M.E. design—top oil heating. 


Vy Yula STRAIGHT TUBE Fuel 
Oil Heaters are designed for 
use where steam is the heat- 
ing medium. They have 
perfect right angle and 
counter current flow. 











TYPE / SS "U" TUBE FUEL OIL HEATERS 
A very efficient Conventional oil preheater. 
| Yula TYPE “SS” Fuel 


Oil Heaters are for use 
below water line. Ex- 


tremely efficient and low 
priced. 


Dept. FO-12 


WATER HEATERS, Inc. 








166 WEST 225th STREET ® LOrraine 2.9610 © NEW YORK 63, N. Y. 
Call any Contractor ox Distributor for their Opinion 
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PUMPS and 
SEPARATORS 


for oll burner service 


Direct Drive for 
#1 to #5 oils inclusive 
Ask for bulletin A-1330 

























Reduction Drive 
for heavy oil 
Ask for Bulletin No. A-1193 


eees 
Single and Duplex 
Standard and High Pres- 
sure Baskets instantly and 
easily changed — elimi- 
nates filter replacement 
costs entirely. 


Ask for Bulletin 
No. A-1214 





























Direct Drive 
For exclusive use with 
Light oils and Solvents 
~- Ask for Bulletin No. A-1267 


Interchangeable Service 
Both light and heavy oils— 
tank truck and bulk station 
Ask for Bulletin No, A-1364 












295 WILLIAMS AVE., HACKENSACK, N. J. 
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Snow melting Coils provided 
for Ohio school Playgrounds 


INSTALLATION of snow melting coils 
in patio-shaped playgrounds of two 
schools in southwestern Ohio are pio- 
neering a practical solution to the 
problem of providing year-round 
facilities for outdoor recreation of 
students. Wrought iron pipe embed- 
ded in concrete surfacing will serve 
the playground of a new addition to 
the Carlisle, Ohio, school and a similar 
system is being installed at the new 
Clear Creek High School, Springboro, 
Ohio, Heated water and antifreeze 
will circulate through the pipe coils 
of the system to keep the paved areas 
free of snow and ice in the winter. 

The systems are operated from the 
same oilfired boilers that provide 
school heating. Both snow melting in- 
stallations were designed by A, W. 
Brooks, consulting mechanical engi- 
neer and Walker, Norwick and Asso- 
ciates, Dayton, Ohio, architects, Tib- 
bets Plumbing and Heating Co., 
Dayton and Union City, Ind., is mak- 
ing the installations. 

Snow melting in play areas is an 
outgrowth of concealed, wrought iron 
floor-type radiant heating which has 
been used successfully in school con- 
struction. Snow melting already has 
been applied to school walks and 










ramps and the extension of the system 
to playgrounds permits classes in out- 
door athletics to be conducted in the 
winter minus the penalty of wet feet, 
which besides being uncomfortable is 
universally regarded as a hazard to 
good health. As a safety measure, the 
system of heated pavement in the play- 
ground areas is expected to eliminate 
injuries which might be caused by falls 
on snow or ice. 

Moreover, as an economy factor, 
aside from relatively low operating 
costs, the snow melting systems un- 
doubtedly will lower school mainte- 
nance costs. Located adjacent to the 
school building entrances, they should 
cut down on the amount of dirt and 
slush the students bring into class- 
rooms, so that school custodians will 
have less “cleaning up” to do. 
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OHI reports ’52 Shipments 


of commercial Oilburners 


THE ISSUANCE of the December 1952 
analysis of shipments of commercial- 
industrial oilburners as reported to the 
Oil-Heat Institute of America, Inc. by 
manufacturers reveals a total of 3,586 
shipments of all types during Decem- 
ber, 36,649 burners for the entire year. 
D. H. Bottrill, technical secretary, who 
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Snow melting coils installed in the playground of the Carlisle, Ohio, Schoo! 
Heated water and antifreeze will be circulated through the coils from the oilfrre 










heating boiler to keep the area free from snow and ice. 
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compiled the report, remarked that 
contrary to expectations that Decem- 
ber 1952 shipments would total about 
the same as December 1951, consider- 
ing the projection of the shipments 
curve and that about the same number 
of companies reported, the fact that 
shipments increased from 2,500 to 3,- 
586 was agreeably surprising. 

December 1952 shipments and 1952 
totals reported to OHI, broken down 
by burner types, were: 


December Total 


1952 1952 
HORIZONTAL ROTARY CUP 
214 gph and under .. 159 3,509 
Over 244 to 8 ...... 35 668 
OverS to 30... 22s. 486 4,686 
Over 30 to 100 ..... 350 4,121 
Wier BOO ose si decicie 40 379 
DRO AR or eratoNe oon’ Gi eoale 1,070 13,363 
HIGH AND LOW PRESSURE GUN 
Over 5 to 30 gph ... 2,288 21,419 
Clven SOc lorcrae weeie sus 26 686 
PROUAM ats: /o'5) au totevonernrelers 2,314 22,105 
MECHANICAL AND STEAM ATOMIZING 
30 gph and over .... 68 1,181 
GRAND TOTAL «00+. 3,452 36,649 


In addition to the above burners, de- 
signed for oil fuel only, there were 
134 combination gas-oilburners shipped 
during December, 1,265 during 1952. 
These were divided: Horizontal ro- 
taries, 45 in December, 593 in 1952; 
high and low pressure gun burners, 86 
in December, 500 in 1952; mechanical 
and steam atomizing, 134 in December, 
1,265 in 1952. 

Distribution of the commercial-in- 
dustrial burners covered in OHI’s re- 
port for the year by areas: 

New England 6,445 
Middle Atlantic 15,166 
South Atlantic 758 
Midwest 7,583 

South Central 379 
Mountain 190 


Pacific 6,445 
Export 948 
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Blue Bird Silk makes saving 
installing steam Generator 


AFTER TWO YEARS of operation, Alfred 
J. Sidler, plant manager, and William 
H. Wagner, plant engineer, are em- 
phatic in their praise of the perform- 
ance of the oilfired steam generators 
installed to replace the old-fashioned 
coal-fired boiler that had been used in 
the factory of Blue Bird Silk Mfg. 
Co., York, Pa. 

Blue Bird installed two 200 hp Orr 








These two 200 hp 
Powermaster 
packaged steam 
generators have 
operated ’round- 
the-clock for more 
than two years at 
the Blue Bird Silk 
Mfg. Co., York, 
Pa., burning No. 
6 oil and produc- 
ing 13,800 lb/hr 
of steam. 
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Here’s how to make 
3 to 4‘ times as much profit 


--.and at the same time 
help big fuel users 
cut heating costs as much 
as 20% to 30% with 
Cleaver-Brooks 


HEV-E-O1L BURNERS” 





HEV-E-OIL Burners using modern heavy oils (No. 4 or 
No.5), give you up to four times as much profit as you 
now make on light oil burner installations. And that’s not 
all, the HEV-E-OIL Burner cuts your customer’s fuel bills 
up to 30% in two thrifty ways: (1) No. 5 commercial oil 
usually costs 20% to 30% less than standard light oils, and 
(2) No. 5 oil contains 8% more heat per gallon. 

Many big fuel users pay for their HEV-E-OIL Burners 


with one year’s fuel savings. 


BIG PROFIT WITHOUT ADDED OVERHEAD 


Why limit your selling effort to the crowded, highly competitive light 
oil burner markets. Get “king-sized” profits . .. more volume... 
new customers .. . by selling HEV-E-OIL Burners. Available in oil, 
gas, or combination gas/oil units. Write today for all the facts. 


% Conservative . . . in a typical locality, actual figures indicate that for 
every $100 profit you make on a light oil installation, you can make 
from $400 to $500 on a HEV-E-OIJL Burner installation. 





Planned Promotional Material 
for you — includes displays, de- 
cals, newspaper advertisements, 
folders, mailing pieces and sell- 
ing manual. Send for your copy. 










BURNER DIVISION 


CLEAVER-BROOKS COMPANY 


Dept. C-379 E. Keefe Ave., Milwaukee 12, Wisconsin 
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2010-18 S. Halsted St., 





No. 5 OIL BURNERS 


REDUCE HEATING COSTS... 
INCREASE YOUR PROFITS 


Burn No. 5 heavy fuel oil. Self. 
contained, all electric. 
bricating. Many new exclusive 
Write for full details. 


GOOD TERRITORIES OPEN 


. C. L. RAYFIELD CO. 


Self-lu- 
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City 


Chicago 8, tl. 
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SUBSCRIPTION BLANK 


! 
HEATING PUBLISHERS, INC. I 
2 West 45 St. : 
| 
; 


New York 36, N. Y. 


Kindly enter our subscription to FUEL- 

OIL & OIL HEAT. 

0 3 yrs. $7.00 C) 2 yrs. $5.00 
C) |! yr. $3.00 

Enclosed is check for this subscrip- 


Cee ewer errr ee eeseeeeseeeeeeesesseseeeeseeees 





& Sembower Powermaster packaged 
automatic boilers, burning No. 6 oil. 
In use 24 hoursa day the units produce 
a total of 13,800 lbs. of steam per 
hour and over the past two years have 
reduced the cost of producing steam 
for processing and heating by 20%. 
In addition, dryer steam has been 
available, the new boilers respond 
more rapidly to variations in load and 
maintenance has been negligible. 
Air-atomizing Voriflow burners are 
used in the units, designed for efficient 
performance at any point between 








ANER® srt 


FOR 41 YEARS 


Steam Atomizing Oil Burners 
Mechanical Atomizing Oil Burners 
Low Air Pressure Oil Burners 

Rotary Oil Burners 

Industrial Gas Burners 

Combination Gas and Oil Burners 
Tandem Block Combustion Units 
Fuel Oil Pump Sets 

Refractory Burner and Muffle Blocks 
Valves, Strainers, Furnace Windows 


Detailed information gladly sent you 
upon request. 


Automatic Oil Burners for Homes, 

Churches, Apartment Houses, Factory 

Buildings and Office Buildings. 
px0NN 


Established (912 == Incorporated 1917 





NATIONAL AIROIL 
BURNER COMPANY, INC. 


1306 East Sedgley Ave., Philadelphia 34, Pa. 
Southwestern Division: 2512 So. Blvd., Houston 6, Tex. 
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30% and 100% of capacity. Power- 
master packaged steam generators can 
be furnished for distillate or residual 
fueloil, gas or combination units. 
Se 
Sales Meetings held 
in East by Hev-E-Oil 


A SERIES of sales and engineering meet- 
ings were held during January and 
February in eastern cities and Canada 
for Hev-E-Oil burner dealers, con- 
ducted by Frank F. Wymbs, Jr., Hen- 
ry M. Wymbs and Thomas M. Wal- 
czak, all of Hev-E-Oil Burner Dis- 
tributors of New York. 

Designed to acquaint dealers with 
up-to-date information on these burn- 
ers, made by Cleaver-Brooks Co., 
Hev-E-Oil Burner Div., Milwaukee, 
Wis., the meetings were held in 
Rochester, Albany, Syracuse and Buf- 
falo, N. Y.; Toronto, Canada; Wil- 
mington, Del.; Washington, D. C.; 
Richmond and Norfolk, Va.; Jackson- 
ville, Daytona Beach, Orlando, St. 
Petersburg, and Miami, Fla, Addition- 
al meetings also are planned. 

The general pattern of the one-day 
sessions included talks by Henry 
Wymbs on basic operating principles 
and information on installation and 
maintenance problems. Frank Wymbs, 
Jr., outlined merchandising techniques 
and Walczak discussed sales policies. 


9 
eo 
Partlow has new Edition of 
temperature control Manual 


PARTLOW CORP., New Hartford, Ct., 
has published a new edition of its man- 
ual titled “The Design and Process 
Engineers Guide to Industrial Tem- 


perature Measurement and Control.” 
This newly-revised 24-page two-color 
manual presents the basic principles 
of industrial temperature control. It 
defines different types of control sys- 
tems and distinguishes between them. 

The manual discusses: the eight 
ways of responding to temperature; 
the five ways of putting that response 
to work; and the nine basic Partlow 
instrument type. 

Typical control circuits and piping 
system arrangements, and the ranges 
and calibrations of scales are shown. 


ARTCRAFT 


Direct Fired 


SPACE HEATERS 


THE MOST MODERN, ECONOMICAL 
AND FLEXIBLE METHOD OF HEATING 
LARGE AREAS 





















SERIES "A" FOR 


e INDUSTRIAL 
BUILDINGS 


@ BARRACKS 
He REPAIR SHOPS 


| @ WAREHOUSES 
SCHOOLS 


RECREATION 
HALLS, 
CHURCHES, 
ETC. 


FIRED WITH GAS 
OR OIL 
Capacities: 200,000-2,000,000 B.T.U. 


(Also Suspended Furnaces, 
75,000-750,000 B.T.U.) 


Manufactured by 


Chicago Steel Furnace Co. 


9326 S. ANTHONY AVENUE 
CHICAGO 17, ILL. 


} — 
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... your assurance of 
precision performance that 
builds extra sales for you 


Mueller Climatrol’s up-to-the-minute manufacturing 
methods make possible precision production, insure 
precision performance in the finished product. 
Continuous inspection of each unit as it is assembled 
controls quality — means continued satisfaction and 
low maintenance cost to the user. And satisfied 

users are your best advertisers — build extra sales 
and steady profits for you. 


You, too, can become the Big Name in Heating in 
your area, Write us, on your letterhead, asking about 
Mueller dealerships available to qualified concerns. 


The L. J. MUELLER FURNACE CO. 
2050C W. Oklahoma Avenue e Milwaukee 15, Wisconsin 





Seek Specialist for 
oil marketing Course 


IN SEPTEMBER the Petroleum Educa- 
tional Foundation plans to start a two- 
year course in Petroleum Marketing 
Technology in the Institute of Applied 
Arts and Sciences of the University of 
the State of New York. The Institute 
is looking for a specialist to help start 
the course, which is to be conducted 
at the college level and which eventual- 
ly will lead to a degree of Associate 
in Applied Science. 


Dr. Otto Klitgord, director cf the 
Institute, is screening applicants for 
the position and requests that all in- 
terested and qualified persons write to 
him at 300 Pearl Street, Brooklyn 1, 
N. Y. He outlines the following quali- 
fications: 

“Male, college graduate. A combina- 
tion of education and experience in 
matters having to do with the utiliza- 
tion of petroleum products, petroleum 
handling, distribution, trafic manage- 
ment, together with practical knowl- 
edge of equipment and facilities used 


TO THE EDGEWATER BEACH HOTEL 


CHICAGO 


OiL HEAT INDUSTRY MEETINGS OF THE 


315™ ANNUAL OHI CONVENTION 
FEATURING 


© industry subjects of vital interest to everybody in 
every branch of the industry. 


* An all-star cast of speakers — dealers, oil men, 
manufacturers, economists, engineers. All experts 


in their lines. 


4 New ideas and methods galore—practical, profitable 


for you. 


* Fun and frolic, too. Special entertainment for your 


lady. 


% ITS FREE 


No registration or admission fees 
to any of the general sessions. 


RESERVATIONS 


e- 
Write Reserv: Mors rt 
water Beach Hotel, ee, 
Sheridan Road, cee st 
Ilinois. Advise you’ ed 
i to OHI Convention: oe 
ng smodations wanted, 


of arrival and deporture- 


OIL-HEAT 


INSTITUTE OF AMERICA, 


ete] < 


INC. 


500 FIFTH AVENUE, NEW YORK 36, N. Y. 





for the storage and handling of petro- 
leum. The person selected will be a 
member of the college faculty and will 
have considerable freedom to organize 
and develop specialized programs for 
the petroleum industry in New York 
City.” 
*, 


“9 


Survey shows Reps 
handle 5.7 Lines 


A RECENT SURVEY conducted by FUEL- 
oi, & Or HEAT of its list of 1,400 
manufacturers representatives shows 
that the average individual or company 
acting as a representative handles 5.7 
lines of equipment. Accessory oilheat- 
ing equipment is handled by the largest 
group, 46%; boilers and units by 39%; 
oilburners, 36%; gasburners, 36%; 
furnaces and units, 29%; parts for 
burners and units, 29%; oil handling, 
9%. 

The representatives, in general, fol- 
low an organized method for contact- 
ing prospects in their territories. Some 
in returning a questionnaire indicated 
that they get around the territory “as 
often as possible” and others said 
“three or four times a year,” but more 
often the answers indicated clearly that 
systematic coverage of territories was 
typical. In all 76% of the representa- 
tives operated on this basis, 4% re- 
porting that they contacted customers 
and prospects daily; 15% answering 
they did this weekly and 57% indicat- 
ing that monthly calls were made. The 
remaining 24% filled in some other 
procedure for regular calls, but nearly 
all of these were based upon some defi- 
nite time sequence or other arrange: 
ment that was quite conclusive in show- 
ing that the representatives recognized 
the value of keeping in touch with their 
prospects. 

In making these calls the average 
representative indicated he called on 
175 regular customers and had a total 
of 395 prospects in his territory. And 
his calls by type of company were di 
vided: 53% of the representatives 
regularly call on oilheating dealers; 
98% regularly call on jobbers (40% 
of them calling on jobbers exclusively) ; 
44% contact manufacturers. Sixty-five 
percent of the representatives reporte‘l 
they handle domestic oilheating lines: 
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White-Rodgers Oil-Burner Controls 
PROVIDE ADJUSTABLE IGNITION TIMING 


This feature (on intermittent type controls) assures 
satisfactory ignition timing adaptable to a wide variety 
of individual installations. 


The positive ignition period is adjustable from 45 to 
90 seconds after flame is established. This period is 
determined by timing within the control and nat 
affected by installation variations or stack tempera- 
tures. 





White-Rodgers oil-burner controls also available with 
constant ignition. 


Write today for descriptive literature 


\ WHITE-RODGERS 
Controle an conor 


ST. LOUIS 6, MO. 
Branches: New York, N. Y.—Long Island City 1, 
_ 35-14 Crescent St. 
Chicago 11, !ll.—548 N. Lakeshore Dr. 
Cleveland 3, Ohio—5005 Euclid Ave. 
Detroit 21, Mich.—16590 Wyoming Ave. 


Resident Sales Engineers in all Principal Cities 


i 
| 
| 











48% represent manufacturers of com- 
mercial-industrial equipment. Some of 
these percentages will total more than 
100% for the obvious reason that some 
representatives checked more than one 
answer to questions, For instance, if 
they call on dealers, jobbers and manu- 
facturers, they would have checked all 
three and their answers then would 
have figured in the tabulating for each 
classification. 


Employ 4.7 People 


On two final questions, the survey 
developed that each manufacturers 
representative employs an average of 
4.7 people in his organization, 3 of 
whom are salesmen, and that his com- 
mission averages between 5% and 
10%, with 5% the low reported and 
25% the high. 

The representatives to whom the 
survey questionnaire was sent receive 
regularly copies of a “Rep Digest,” in 
which are listed the names of manu- 
facturers who desire to secure repre- 
sentation for their products. The list- 
ing for each company includes its 
names and address, products available 





to manufacturers’ representatives and 
the territories open. 

ee 
U. S. Department of Labor 
Fueloil Prices (December ) 


FIELD INVESTIGATORS for the Depart- 
ment of Labor check prices monthly 
of principal fuels in several cities in 
each section of the country. Getting 
retail quotations from various sup- 
pliers in each market, the prices are 
averaged and published. Those in the 
table that follow were taken Decem- 
ber 15 (cents per gallon): 


Range No.1 No. 2 No. 


Boston 15.70 15.37 13.40 ae 
Manchester 16.20 15.70 14.10 ; 
Portland, Me. 15.20 15.20 13.20 ies 
Buffalo 16.06 2. LSS 14.85 

New York e o» 13-58 Me 
Philadelphia .. 14.23 13.00 ix 
Chicago 14.83 14.48 13.57 13.57 
Detroit -- 15.04 14.01 sts 
Milwaukee .. 15.04 14.10 14.00 
Baltimore os DAOB 1357 Ne 
Wash., D. C. - 14.65 13.80 on 
Jacksonville «» 25258 13:80 Rs 
Norfolk .. 14.00 12.90 12.90 
Richmond o« 2440 13.30 a 
Savannah oar LO 14.52 oe 
New Orleans ner Levee P2277 12:77 
Portland, Ore. 14.50 sa ee tO a 
San Francisco 13.87 ne LE54 oe 
Seattle 15.33 « 23220 ie 





OHI clarifies N. Y. Ruling 


on sales tax on Equipment 

























OIL-HEAT INSTITUTE OF AMERICA, INC., 
New York 16, N. Y., has issued a bul- 
letin to its members, clarifying‘ a New 
York city sales tax policy, establishec! 
in October, 1947, on oilheating equip 
ment sold in New York city. 
Paragraph one of the New York 
city tax ruling states that where the 
contractor furnishes and installs an oil- 
burner for a consumer, he is required 
to charge and collect the tax on the 
combined costs of both the price of the 
oilburner and cost of the installation. 


OHI Interpretation 


The OHI interpretation of Para- 
graph one states that in the unusual 
situation where a person buys a com- 
plete unit from a dealer but installs it 
himself or has it installed by a person 
other than the dealer, the dealer, in 
such a transaction, would be obliged 
to collect the sales tax from the pur- 
chaser. 

Paragraph two states that where the 
contractor’s obligation in lieu of fur- 



















underground installations, 





*Reg. Trade Mark U.S. Patent 
ice No. 554 899 


84 


Fig. 381A. Zamac alloy machine cast bushing 
for above ground installations 





Fig. 400. Semi-steel cast iron bushing for 
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King Gauges Fill Boxes 






Bushings* 


close bends. 


or guide 
to lose 


3/8; 2 x 1/2 x 
(copper sizes are 


to a carton 


Write for catalog on 





Op Quality = ONOST cost 
DUPLEX Slip-Thru Tank 


Expertly designed OEM tank bushings feature 
built-in suction and return openings, permit 


¢ Saves time and labor costs 
¢ Female thread for suction stub 


¢ Factory assembled — no parts 


® Two convenient sizes: 2 x 3/8 x 


¢ Attractively packaged, 24 or 25 
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Slip-On 
Vent Caps 


Reducing 
Bushings 


Mushroom Type 
Vent Cap 
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Double 
Vent Caps 








<— 
ay 
















'S = 





Double- Tapped 
Bushings 
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complete line 


















169 Derby Ave. 


March 


Oil Equipment Manufacturing Corp. 








New Haven, Conn. 
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“Kitty never comes out since the folks switched 
to that Triple Refined Atlantic Heating Oil!’’ 


Triple-refining makes life easier! 





Your life is easier with lower service costs! 


TERMINALS AT: 


Providence, R. I. 
New Haven, Conn. 
Albany, N. Y. 
Binghamton, N. Y. 
Buffalo, N. Y. 
Elmira, N. Y. 
Rochester, N. Y. 
Syracuse, N. Y. 
Wayland, N. Y. 
Newark, N. J. 
Trenton, N. J. 
Gloucester, N. J. 
Bridgeton, N. J. 
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—a special process that assures 


maximum conversion to heat, and 


| Boston, Mass. 


Akron, Ohio 


| Allentown, Pa. 


Altoona, Pa. 
Greensburg, Pa. 
Johnstown, Pa. 
Mechanicsburg, Pa. 


Northumberland, Pa. 


Philadelphia, Pa. 
Pittsburgh, Pa. 
Reading, Pa. 
Williamsport, Pa. 
Wilmington, De! 


Atlantic Heating Oils are triple-refined 


cleaner burning. Customers’ lives are easier— 


they save on fuel costs and repair bills. 


Baltimore, Md. 
Salisbury, Md. 
Richmond, Va. 
Charlotte, N. C. 
Greensboro, N. C. 
Wilmington, N. C. 
Spartanburg, S. C. 
Brunswick, Ga. 
Rome, Ga. 
Griffin, Ga. 


| Jacksonville, Fla. 


| 
i 


Port Everglades, Fla. 
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nishing and installing an oilburner, in- required to charge or collect a tax. by him from an out-of-state manufac- 
cludes installation of a boiler, combus- The OHI states that the city sales turer. The OHI feels, that whether 
tion chamber, fuel tank, electric wir- tax bulletin is to be construed to mean the Bureau’s position is correct or not, 
ing, pipes, or any other part of an oil that in the situations described above, it is immaterial, because under these 
heating system, the contractor is when the transaction is in the form of circumstances, if the sales tax does not 
deemed to be engaged in the repair, a lump sum contract, the dealer is apply, the dealer would be subject to a 
alteration, improvement or ‘construc- subject to and has to pay a sales tax. use tax. The Bureau states that a use 
tion of real property and in such case, Under a United States Supreme Court tax applies only when the dealer him. 
the contractor is considered the pur- ruling, the Bureau of Excise Taxes, self purchases the burner, parts anc 
chaser at retail of the materials used the agency which handles the city accessories from an out-of-state manu 
by him in performing the contract sales tax, has a right to impose a sales facturer, takes possession out of th: 
and is required to pay the tax to his tax on a dealer even though the burn- state, and has the goods transported 
vendors for such purchases, He is not er, parts and accessories are purchased into the state. 
° 
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T A K FE A T 4 ~ — C. H. Rystrom, who has had exten- 


sive experience in the design of pumps 
/ and fuel units for oilburners, now is 

F R Oo Ae CHG : associated with Delo Screw Products 
Co., Delaware, Ohio. The company 

has just announced a fuel pump for 
domestic, pressure atomizing oilburn- 


ers, which Rystrom was instrumental 
in developing. 





Rear Admiral H. B. Miller (U.S.N., 
retired), has submitted his resignation 
as president of the board of directors, 

_ ' National Committee for a Free 
Look at These Nozzle Features: Europe. He has resumed his duties as 


1. Every Tip individually tested for Spray director of the Department of Infor- 
Angle and Capacity—your guarantee of ; oh dal : 
uniformity. mation, American Petroleum Institute, 
2. Self-Centering internal assembly aren New York 20, N. Y. and as executive 
—No | : ; 
— a eae en director of the Oil Industry Informa- AIR- SE: 
3. Micro-Finish of Tip and Disc seats plus ex- tion Committee, from which he had in“on” f 
tremely close manufacturing tolerances in- - dl f - 
sure accurate capacity control. en granted leave for one year. 
4. Will handle any domestic oils 
currently being supplied in the Dwight S. Ewalt has been elected 
5 09) Sie Atala seam de Nozzle- vice-president and general manager, 
of a High Chrome Stainless Firebox) Rust Furnace Co., Pittsburgh, Pa., suc: 
Steel for maximum heat and . aren 
“4g” Nozzle Slide-Chart ceeding the late W. R. Culbertson. 


wear resistance. ; , 
6. Five different The company’s board of directors also 


Box ° * No more digging through ‘ : c 
ggg catalogs for proper noz- elected O. D. Rice, its manager of op- 


‘ei . zle capacities for certain : ae " 
a Bs amy cal various spray loads, gone fire box erations, to a directorship and pro 


box like "nuts and bolts" characteristics sizes for different firing} =moted Richard W. Ewalt, from assist- 
if you expect them to be —all developed rates, or nozzle capacities at 
usable. Carry as many as through hun- different operating pressures.| ant manager to manager of sales. D. S. 


48 nozzles securely in this dreds of Fire This pocket slide-chart gives . Yn ‘ 2 P 
sterdy, compact steel box. fests in both all these (and more) figures|  EWalt was formerly sales manager of 
Laboratory ee. the company. 


and Field 
Work. ‘ Colonel Willard F. Rockwell, chair- 


man of the board, Rockwell Mfg. Co., 
Pittsburgh 8, Pa., Standard Steel 
Spring Co. and Timken-Detroit Axle 
Co., has been named a key aide in re’ 
organization of the Mutual Security 
Program. In a recent meeting with 


DEALERS: Buy from your Monarch Jobber President Eisenhower and new Mutual 


Security head, Harold Stassen, Rock- a 
Mi 9 N A R C H Mi F G & W 0 a h S s ; N C 2 well was advised that he had been * | 
UStratics 


2503 E. ONTARIO ST., PHILADELPHIA 34, PENNA. drafted for service with the Mutual ffl 
Canadian Sales Agents: (€xcept B.C.) Canadian General Filters, Ltd., 2679 Danforth +o Toronto 13 Security Agency. oe 4 
ir, 





Central and Southern Europe: A Coutau, Rue de la Scie 16, Geneva, Switzerian 
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AIR-SEEL fan 

in“on” position. 
By “closing the door” on heat-wasting cold air during “off” period, Silent 
Glow’s AIR-SEEL saves heat... fuel . . . and fuel dollars. The patented 
AIR-SEEL fan is scientifically designed with blades that automatically fold 
flat against each other when burner stops. This exclusive feature “seals” the 
heat within the heating plant . . . and, unlike ordinary burners, prevents the 
passage of cold basement air through the intake into the system. 


Important, too, the AIR-SEEL fan is equipped with micrometer flame 
control for adjustment of both velocity and amount of air to fit varying fire- 
box conditions. Another fuel-economy feature! 

That all adds up to a “dollar-saving” story that’s easy to tell, easy to 
sell . . . and is a business-building opportunity you can’t afford to miss. 


Sell AIR-SEEL and you’re sure of more profitable oil burner sales! 








To: THE SILENT GLOW OIL BURNER CORP. 
850 Windsor Street, Hartford 5, Connecticut 
1500 So. Western Ave., Chicago 8, Illinois 


Please send me complete information about AIR-SEEL 





lustration above shows how 


IR-SEE{ prevents intake of 
old air, 


Name 

Company 
SL51 
Street 


City 











Industey Grouyas 


Activities of local and national in- 
dustry associations are reported month- 
ly in this department. Secretaries are 
invited to send reports of their Group's 
activities to reach the editor by the 18th. 


Warm Air Heating Short Course 
underway April 14-17 at Purdue 


FOURTH ANNUAL Warm Air Heating 
Short Course, sponsored by the Sheet 
Metal and Warm Air Heating Con- 





tractors’ Association of Indiana, Terre 
Haute, Ind., will be held April 14 
through 17, at Purdue University, 
West Lafayette, Indiana. The course 
will offer a wide range of required 
subjects covered by a staff of leading 
authorities from colleges, universities 
and the warm air heating industry. 
Enrollment in the school is open to 
anyone engaged in warm air heating 
contracting, installation, sales or de- 
sign, or to persons wishing to prepare 
to enter the field. Entrance is not re- 
stricted to residents of Indiana. 













Super Red 

Streak Model SH—For 
both wet and dry, hot and 
cold cleaning. May be equipped with 
Supertex Filter Bag at slight extra cost. 
Note that Supertex bag is standard com- 
pact size, not over-size. 







Use Super Cleaning 


as Point of 


$ : ‘ ti 
} 


A policy of making Super 
cleaning a “point of sale’’ for 
new plants and repairs is pay- 
ing off handsomely for fuel 
dealers. 

The Super Red Streak 
Model SH is a small invest- 
ment for the profits earned by 
expanded volume of fuel sales 
and good will. 

The Red Streak is construc- 
ted and engineered so that 
anyone can operate it. Chim- 
ney cleaning tools are stand- 
ard equipment and operate 


from the basement up without disturbing the household or 


endangering the operator. 


Ask your supplies dealer, or write for the FREE Super Sales 


Plan Book. 


New Non-Clog Filter Bag 








Supertex filter bag is made of special 
porous fabric with high resistance to 
clogging, destructive action of acids, 
etc. Film formed in bag by these elements 
breaks and falls, leaving bag pores open, 
fabric undamaged. 
All Models approved by Un- 
G) derwriters’ Laboratories and 
Canadian Standards. 





FREE 
Super Sales Plan Book 


It’s easy to build a profitable furnace 
cleaning business. This book tells 
you how. Your wholesaler can give 
you complete information on the 
Super Red Streak Model SH or ask us. 








NATIONAL SUPER SERVICE CO., INC. 
1951 N. 12th St., Toledo 2, Ohio 
Sales and Service in Principal Cities 


In Canada: Plant Maintenance Equipment Co. 
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“THE DRAFT HORSE OF POWER SUCTION CLEANERS” 


Toronto, Montreal, Vancouver 


“Once Over Does It” 


SUPER SUCTION 


SINCE 191} ® 









OHI of New England Meeting 
and Luncheon set for March 25 


THE ANNUAL MEETING of the Oil Heat 
Institute of New England, Boston ‘5, 
Mass., will be held on Wednesday, 
March 25, at the Hotel Somerset in 
Boston, at 11:00 a.m. The annual [n- 
dustry Luncheon will be held at 12:30 
p.m., immediately following the an 
nual meeting. 

An outstanding speaker, yet to be 
announced, has been engaged for the 
Industry Luncheon. 


Union County OHA celebrates 
first year of Organization 


THE FIRST ANNUAL MEETING of the 
Union County Oil Heat Association, 
Union County, N. J., was held Febru 
ary 27 at Howard Johnson’s, Moun: 
tainside, N. J. Report of the nominat- 
ing committee and subsequent election 
of officers were held. 

Fred Burroughs, national secretary, 
Distribution Division, Oil-Heat Insti- 
tute, brought the members up-to-date 
on recent OHI developments. Also 
Tim Loizeaux reported on the OHI 
directors’ meeting held in Milwaukee 
last January. 

An Ethics and Grievance committee 
was appointed with Ralph L. Smith 
as chairman. Bud Poling and Russell 
Mann were named committeemen. 


Smith calls for Aggressive 
public relations by Jobbers 


THE AVERAGE JOBBER in the petroleum 
industry is not as aggressive from the 
standpoint of his public relations ac 
tivities as he was in the early days of 
the business, Stanton K. Smith, na’ 
tional chairman, Oil Industry Informa’ 
tion Committee and president, Smith 
Oil & Refining Co., Rockford, Ill. 
declared before the annual convention 
of Iowa Independent Oil Jobbers’ As | 
sociation, held in the Hotel Savery, Des 
Moines, Ia., February 17. ; 

“In the early days,” Smith told the 
group, “the jobber enjoyed a position § 
of being a leader in the community | 
within service clubs and other impor | 
tant organizations and he rec -ived 
almost no competition from representa’ 
tives of the major oil companies, since 
this type of public relations was ne 
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Builders enthused —as you will — over 
these unique features of Bryant’s new ‘“‘Com- 
mand-Aire” Twins. For example, imagine your 
profit potential in year ’round home condition- 
ing equipment that’s... 


20 to 35% ‘lower in cost! Mass production 
techniques enable us to offer the ‘“T'wins” at a 
price millions of average income families can 
afford . . . families who will buy new homes (or 
convert old heating systems) in your area this 
year. Moreover, they will have the convenient 
option of buying... 


Cooling initially —or later! Because the 
“Twins” are independent heating and cooling 
units, you can install the furnace first and add air 
conditioning immediately or later, according to 
the convenience of the buyer. And you can be sure 
about demand because the ‘“T wins” are being... 


Extensively advertised—on national and 
local levels—even right on the home site—to pre- 
sell thousands who will buy new homes this year. 


“‘COMMAND-AIRE” TWINS GET 
BIG RECEPTION AT NAHB SHOW! 








Builder enthusiasm over truly Low-Cost year ‘round 
conditioning promises an active market for you! 


Available in many combinations! Gas or 
oil furnaces ranging from 50,000 to 175,000 
Btu/hr and cooling units in 2, 3 and 5-ton 
capacities permit you to meet the conditioning 
needs of any sized house. 

Get complete information on this unusual 
profit opportunity today! Contact your Bryant 
Distributor, or write: Bryant Heater Division, 
17825 St. Clair Avenue, Cleveland, Ohio. 


bryant 


HEATING @ AIR CONDITIONING 
WATER HEATING 
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a part of the program of most major 
integrated companies.” 

Smith said within the last several 
years, however, the average major com- 
pany representative has at his finger- 
tips a public relations’ manual and is 
rapidly becoming a part of the com- 
munity in which he lives. 

“The oil business itself has become 
so complex that the public has difficulty 
in understanding its various ramifica- 
tions,” he pointed out. 

Smith stated that a recent survey 
indicated that people are asking the 


following questions: are privately 
managed competing oil companies giv- 
ing Mr. Average American good prod- 
ucts and service at the right prices; 
are these companies treating their em- 
ployees and stockholders equitably; are 
the companies properly using and not 
wasting important natural resources; 
and are the companies building sufh- 
cient capacity for production, refining, 
and transportation of a most vital tool 
for defense in time of war? 
Speaking of the independent in the 
oil business, the speaker declared that 














STRONG 
SALES APPEAL 


There's an Oil Thrifty Herco for every 
heating installation—residential or industrial. 
Each model is guaranteed to perform de- 
pendably, economically, and with a mini- 
mum of service headaches. 

These features have strong sales appeal 
for dealer and user alike. 

Every Herco sale will strengthen your 
reputation as a reliable dealer, beside in- 
creasing your profits. 


HERCO OIL BURNER CORP., LANCASTER, PA. 





"If It’s Comfort You Want” is Herco’s 
new 8 page folder for prospects. Explains 
to Mr. and Mrs. Public what a Herco will 
do for them in non-technical terms. Write 
for a copy. 
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The Thrifti-Fier is found 
only on a HERCO. 


OIL THRIFTY 








the average person raises the question 
whether the independent has the rivht 
of free entry into the business as a 
marketer. 


Smith emphasized that the oil job 
ber must do a better job of selling 
himself to the people in his own com- 
munity. Public opinion research ex- 
perts from the Wichita Eagle in 
Wichita, Kansas, discovered, he suid, 
the following facts: 

88% of the people interviewed 
could not name an independent jobber; 

69% could not name a single service 
rendered to the public by the whole- 
saler; 

58% were neutral when asked if 
they thought the wholesalers _per- 
formed the necessary function. 


He suggested that one solution 
would be for the jobber to dramatize 
and tell his own story in his commu. 
nity. He said “we must prove that we 
are not parasitic middlemen, but that 
we are important factors in the chain 
of men and equipment, which brings 
the finest petroleum products to the 
users at the lowest prices in the world.” 


The speaker also encouraged fur- 
ther activity in the public relations 
efforts of the onc. He urged the use 
of materials prepared by the national 
oc on a local level basis by oil men 
to make themselves better known in 
the communities in which they live. 


North Carolina Jobber Group 
adopt Resolutions; Elect 


NORTH CAROLINA OIL JOBBERS ASSO- 
CIATION, Raleigh, N. C., held its an 
nual meeting in Raleigh, January 21, 
during which a number of resolutions 
were adopted and directors and off 
cers were elected. 

Elected as directors for a two-year 
term were: T. Ed Brown, Robert E. 
Bryan, Frank T. Erwin, J. Parks 
Gwaltney, D. Worth Joyner, Hardin 
S. Kimery and F. C. Roberts. The fol 
lowing were elected for one year 
terms: Claude T. Bowers; G. Allen 
Ives and Robert G. Hayes. These new’ 
ly elected directors, together with 
those whose terms did not expire, met 
and elected the following officers to 
serve for one year: Sterling D. 
Wooten, president; F, C, Roberts, first 
vice president; G, E. Maultsby, s -cond 
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“A lot of my customers wind up 
their furnaces like an alarm clock” 


says heating dealer Jack Campbell, South Bend 



























“And the reason is the thermostat I’ve in- 
stalled in their homes is the Honeywell 
TIME-O-STAT. 


‘Although I’m a Chronotherm man myself, 
sometimes customers don’t want to pay the 
extra cost. Sure they want to sleep cool, save 


on fuel and wake in a warm house, but. . 


“So right here I come in fast with my 
TIME-O-STAT pitch—how all you have to do is 
wind it up at night, like the alarm clock. 
Then you sleep cool, and the heat automati- 
cally picks up before you’re awake—so the 
house is comfortably warm at get-up time. 


“Follow this with a little talk about price, 
and the TIME-O-STAT is a sale nine times out 
of ten. 


“And it’s a nice, service-free, extra-profit 
item, too, for any heating dealer.” 


Another Plus-Profit 
Product from Honeywell 










Jack Campbell, C. R. Campbell & Sons, Inc., commenting on the Time-O-Stat 
held by Honeywell sales engineer Al Sharbek 





Sell the famous Honeywell Time-0-Stat! 


Day-night control with automatic morning pick-up distin- 


ar : : ; 
guishes the Time-O-Stat from ordinary thermostats. This 

E. feature offers you a mighty important profit opportunity; a 

ks recent survey showed 3 out of every 4 people with thermo- 

in stats raise and lower temperature settings in their homes 

every day, by hand! The Time-O-Stat is also available in 

I. warmer climates with a positive shut-off switch. For complete 

ar : information on the Time-O-Stat and other Honeywell con- 

>n .. trols, write today to the Minneapolis-Honeywell Regulator 

‘ Company, Dept. FH-3-37 Minneapolis 8, Minn. 
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vice president; S. D. Bryan, treasurer; 
W. A. Parker, executive secretary and 
James C. Little, Jr., attorney.” 

Jobber membership dues were re- 
duced from 10¢ to 9¢ per thousand 
gallons of gasoline handled per month, 
effective January 1, 1953, but there 
was no change made in the maximum 
or minimum dues or in those for mem- 
bers handling fueloil and kerosene 
only. 

Plans are beginning to materialize 
for the Jobbers’ Spring Convention to 
be held May 27-29. One of the sub- 
jects of this meeting will be the forth- 
coming cruise to Bermuda to be taken 
late in October. 


Northwest Petroleum Group 
holds election at Meeting 


NORTHWEST PETROLEUM ASSOCIATION, 
Minneapolis 2, Minn., elected officers 
and directors at its January annual 
convention. Elected president was 
Myles Hall, Como Oil Co., Duluth, 
Minn. 

Other officers elected were Ed Kop- 
plin, Kopplin Oil Co., Litchfield, vice- 


president; Norris Distel, Distel Oil 
Co., LeSueur, treasurer and Hiff Horn- 
ing, Minneapolis, secretary. 

Newly elected to the board of direc- 
tors are: Jack Corry, Flaxton Oil Co., 
Flaxton, N. D.; Glen Nelson, Pioneer 
Oil & Coal Co., Fargo, N. D.; Ralph 
Dahlstrom, Alvarado Oil Co., Alva- 
rado, Minn. and John Drevlow, Long 
Prairie Oil Co., Long Prairie, Minn. 

Re-elected directors were: Fred 
Meyer, Ed Kopplin and Ross Page 
with Chuck Arnold becoming an ex- 
officio member of the board. 


Frank Scully and Bill Rowell 
give Talks at MOHA Meeting 


MASSACHUSETTS OIL HEATING ASSOCIA- 
TION, INC., had as its guest speakers 
at its regular monthly dinner meeting, 
February 17, at the Hampton Court 
Hotel, Brookline, Mass., Frank Scully, 
Scully Signal Co, and William G. 
Rowell, specialist on sonic and elec- 
tronic controls. 

Frank Scully, who has recently re- 
turned from a trip through France, 
Switzerland, Belgium, England and 


Spain, presented interesting facts 
about oilheating in the countries across 
the Atlantic. 

Bill Rowell discussed the subject of 
sonic controls and how an oilburner 
can b> cperated by sound waves. 


Indian: Sheet Metal Group 


has 35th annual Convention 


THE 35TH ANNUAL CONVENTION of 
the Sheet Metal and Warm Air He:t- 
ing Contractors’ Association of Indi- 
ana, Terre Haute, Ind., was held 
February 5 and 6 at the Hotel Severin, 
Indianapolis. 

Committee and directors’ meetings 
were held in addition to various lunch- 
eons and banquets for members and 
their ladies. Election of officers was 
also held. 

A number of guest speakers ad- 
dressed the convention. Among those 
who spoke were Prof. W. T. (Bill) 
Miller, Purdue University, who dis- 
cussed heating jobs, good and bad; 
Merle McClure, Purdue University, 
who reviewed the Purdue Warm Air 
Short Course which begins April 14 
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CENTURY ENGINEERING CORP. 
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CENTURY EXCLUSIVE 


Now you can offer prospects living-room control of diu- 
midity—controllable by humidistat to the exact degtee re- 
quired by their home’s construction and local clithatic condi- 
‘ . es Lb 

tions, Available on all Century Loboys, Ce 
er-Humidifier is a sure-fire sales cling 
facturers’ forced-air basement 


IT’S EASIER TO CLOSE SALES WITH 


CENTURY’S COMPLETE 
GAS AND OIL LINE! 
40 automatic gas and oil models that sell and 
satisfy. Known everywhere for quality and de- 
pendability. Send coupon for catalog. 
NATIONALLY ADVERTISED IN LEADING HOME MAGAZINES 


CEDAR RAPIDS, IOWA City 


HUMIDITY CONTROLLED AUTOMATICALLY 





with ground-floor humidistat! 








ry’s Air Wash- 
Fits most manu- 
rite for details, 







416 Third St. 





(1 Gas Lo-boys 
{ 0 Gas Hi-boys 
(] Gas Counterflow 


CHECK THESE SELLING POINTS 
@ Better comfort and health from controlled humidity 
@ Cleaner heat, lower cleaning bills from purified air 
@ Longer life for furniture from just right humidity 


Stock and sell CENTURY’S NEW AIR WASHER- 
HUMIDIFIER and increase sales and profits. Clip 
coupon below for complete details. Do it today! 

ee ee ee 


CENTURY ENGINEERING CORP. 
Cedar Rapids, lowa 
Please send me further details on: (check below) 


j 0 Controllable Air Washer-Humidifier 


0 Gas Conversion Burners 















1 Hot Water Boilers 

J Oil Lo-boys 

0 Oil Hi-boys 

(J Oil Counterflow 

0 Oil Conversion Burners 
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Forecast: Fair & Warmer 























HOW’S THE WEATHER IN YOUR HOUSE? 


We needn’t tell you there’s lots more to interior comfort than 

blowers, dampers, stackheads, and registers. There’s that little matter 
of quiet, inner, happy satisfaction a man derives from turning 

an extra honest dollar from a day’s work well done. 

Adelta specializes in the kind of ducts, pipes, and fittings that 

spell extra honest dollars and interior comfort. And no wonder! To the 
homeowner they mean the finest double-seamed, leak-proof duct 

and fittings money can buy. To the man who does the job they 

mean less work, more time and money saved, fair and warmer 
business weather the year ’round. 


If you’d like to be weatherwise and businesswise, you can be 
both with Adelta. 








EXCLUSIVE ONE-PIECE SNAP- ORIGINAL PRE-NOTCHED 
LOCK CLEAT — formed as part of COLLAR EDGES —save time on 
every Adelta unit, not just welded, every collar connection. Easily locked 
riveted, or crimped. Leading edge by finger pressure, eliminating notch- 
tapered for faster, easier assembly. ing and hammering. 


MANUFACTURING CO., INC, 


ae 2\st & Ellsworth Streets, Philadelphia 46, Pa. TABI 


Standardized Pipe, Duct, and Fittings 











Write for General Catalog 453, Perimeter Catalog 353. 


Prieloil 93 


“oilheagy 














. . . » Industry Groups 


and Joe Wilder, executive secretary, 
Sheet Metal Contractors’ National 
Association, who spoke on public re- 
lations of the sheet metal industry. 
Several other speakers were W. D. 
Redrup, president, National Warm 
Air Heating & Air Conditioning As- 


sociation whose subject was “Warm 
Air Heating Adds to Its Wardrobe 
(Perimeter and Small Pipe Heating)” 
and Art Gilkerson, Meyer Furnace 
Co., who illustrated his discussion on 
year ‘round air conditioning in resi- 
dences and small buildings with slides. 





fraction of usual boiler size . . 


BETHLEHEM, 
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1s “The Bethlehem 
QYNATHERMI 


MAKING MONEY FOR YOU? 


America's Finest 


OIL HEAT Package Unit! 


The Bethlehem DYNATHERM is a completely welded steel heating 
plant with a revolutionary oil burning principle that squeezes more heat 
out of every drop of fuel .. . that has the same heating capacity in a 
. that is as automatic as an electric 
refrigerator. And, best of all, it costs little more for the Bethlehem 
DYNATHERM than converting an old boiler! 


A few exclusive Bethlehem DYNATHERM territory 
Franchises still available. 


BETHLEHEM FOUNDRY & MACHINE COMPANY 


PENNSYLVANIA 





OHA of Maryland gets backing 
of City in school Program 


ARRANGEMENTS have been tentatively 
made with the school authorities by 
the school committee of the Oil Heat 
Association of Maryland, Inc., Balti- 
more 1, Md., whereby the Mergen- 
thaler School, in Baltimore, will con- 
duct a highly intensive training pro- 
gram for oilheating mechanics begin- 
ning in September 1953. The course 
will end about the first of February 
1954. Also, beginning the Ist of Feb- 














If you're a DYNATHERM 
Dealer, you'll recognize this 
famous Package Unit—known 
the world over for its quality 
construction . .. efficient per- 
formance . . . outstanding 
beauty. Yes, the Bethlehem 
DYNATHERM creates satis- 
fied customers .. . gives them 
more for their money in fuel 
economy, in compactness, 
comfort and _ convenience. 
Yes, the Bethlehem DYNA- 
THERM offers all the features 


that make your sale easier... 




















The Whirling Flame ... Unit 
Engineering . . . "Thermos 
Bottle" Insulation . . . Beauti- 






ful Cabinet! 

















Wire or write to: 















ruary, 1954, the same program will 
be repeated for another class which 
will be graduated in June 1954, 

It has been agreed between the 
school authorities and the school com- 
mittee of OHA that this course of 
approximately four-and-a-half months 
will be able to bring to the local in- 
dustry reasonably skilled mechanics, 
and the cost will be borne by the tax- 
payers for all residents of Baltimore 
City. For those men who live beyond 
the city limits, it is quite probable that 
arrangements can be worked out for 
them on the subject of tuition fees. 

The committee has suggested that 
each oilheating dealer should consider 
furnishing one or more candidates to 
this class, dependent upon the size of 
business. A maximum of 35 students 
may enroll in the class, but also a mini- 
mum of 20 students is needed to main- 
tain the program. 


Jonswold elected President, 
Chicago Burning Oil Group 


CARL R. JONSWOLD, executive vice- 
president, Arrow Petroleum Co., was 
elected president, The Burning Oil 
Distributors Association, Chicago 11, 
Ill., for 1953, 

Other officers elected were: J. K. 
Curran, vice-president, Suburban Oil 
Co., vice-president; J. E. Guilbault, 
president, South Side Petroleum Co., 
secretary and I. L. Schurman, presi 
dent, Consumers Petroleum Co., treas- 
urer. 

Elected directors were J, E. Ander: 
son, president, Racine Fuel Co.; C. E. 
Lund, vice-president, Lunoil Dvwv., 
H. N. Lund Coal Co. and James Lu- 
pori, treasurer, Bell Oil Co. 


Missouri Petroleum Group 
had successful Convention 


THE 1953 ANNUAL CONVENTION and 
trade exhibit of the Missouri Petroleum 
Association was held February 5-7 at 
the President Hotel in Kansas City. 

Main speakers at the convention 
were Dr. Gustav Egloff, director of 
research, Universal Oil Products Co:, 
Chicago; Otis H. Ellis, general counsel, 
National Oil Jobbers Council, \W’ash- 
ington, D. C.; G. A, Bowie, public 
relations department, Firestone Tire 


and Rubber Co., Akron, O, and Fred 


March 





1953 
























Lo 


i Th 
} = NM ~~ 





lt 
























. - » « Industry Groups 


G. Hodgson, Jr., Western Coca-Cola 
Bottling Co., Kansas City. 

A change in the national administra- 
tion has brought about “a new note of 
confidence” not only in Washington, 
but throughout the nation, Otis H. 
Ellis declared. 

“Everywhere I travel,” Ellis told 
about 350 oil men, “I detect a new 
hope that everything will come out all 
right. Let’s just hope they—meaning 
the new Republican administration— 
won't ‘throw it away.” 


Suggestions for the development of 
jobber personnel, sales and manage- 
ment were offered by T. H. (Doc) 
Haggard, president, Doc Haggard & 
Son Oil Co., Kirksville, Mo. 

Use of a degree day system by oil 
jobbers to provide automatic deliveries 
of fueloil to consumers was urged by 
Jack Zurow, vice-president, Home Oil 
& Gas Corp., St. Joseph, Mo. 

In addition to attending talks and 
panel discussions, the oil men held elec- 
tion of officers. Melvin Hall, president, 





Melvin Hall Oil Co., Noel, was re- 
elected president. 

Three other officers elected were: 
B. A. Brown, D. S. Caldwell Oil Co., 
Richland, vice-president; John Rupp, 
John Rupp Oil Co., Chillicothe, secre- 
tary and Roy W. Blair, Lincoln O:l 
Co., Troy, treasurer. 

Chosen as new members of the board 
of directors were: T. H. Hagard, Her- 
bert Melvin, Melvin Brothers Oil Co., 
Rockport, and Leo Barry, Barry Pe- 
troleum Co., Kansas City. 

Four members of the board of direc- 
















FACTORY 
TESTED TO INSURE 
PERFECT OPERATION! 


LARGE CAPACITY 

MONEL STRAINER 

KEEPS ORIFICE AND 
SLOTS FROM PLUGGING! 


(ldinglon 


We'll be glad to send you 
complete information on any 
‘ Eddington Products. Write today., 


METAL SPECIALTY COMPANY 


FOR SPRAY ANGLE, 
ATOMIZATION, AND 
RATED CAPACITY! 






EDDINGTON ‘ PENNSYLVANIA 


FILTERS © NOZZLES © VALVES © STABILIZERS 
AIR CONES © STRAINERS © INSPECTION MIRRORS 
ADAPTORS © SERVICEMEN’S NOZZLE KITS 


Makers of : 
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tors whose terms expired this year were 
re-elected to serve again, They are: 
D. C. Blunk, Home Service Oil Co., 
Barnhart; B. A. Brown; Harry E. Mil- 
ton, Milton Oil Co., St. Louis and 
W. H. Ayers, Ayers Oil Co., Canton. 

Eight other members of the board 
will continue to serve their unexpired 
terms. 

















Canadian oil heat School 

awards forty Certificates 
APPROXIMATELY FORTY CANDIDATES 
were awarded certificates of the Oil 
Heating Association, Toronto, Can., 
on completion of the first course on 
the installation and service of domes- 
tic oilburners at Central Technical 
School in Montreal. 

The course, sponsored by the Oil 
Heating Association, is designed to 
train junior servicemen and installer 
apprentices in the association’s stand- 
ard of installation and service on do 
mestic oilheating equipment. Other 
schools are planned for the larger cities 
in Ontario. 


A. D. Eubank elected Chairman 
| of three-state OIIC District 
A. D. EUBANK, division manager, 
Quaker-State Oil Refining Corp., 
Kansas City, Mo., was elected to a two- 
year term as chairman, Missouri-Iowa- 
Nebraska district of the Oil Industry 
Information Committee, succeeding 
Harry E. Milton, president, Milton 
Oil Co. 

Eubank’s election took place at the 
annual district committee meeting of 
the OIIC in the President Hotel in 
Kansas City in December. The meet: 
ing was attended by oil men from all 
segments of the industry in the tree 
state district. 

Principal speaker at the meeting was 
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present day 
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/ UTICA RADIATOR 
CORPORATION 
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Charles J. Wood, state chairman, IIli- 
nois OIIC. Wood is a partner in the 
Harry P. Dunn Co., Chicago, Ill., a 
wholesale petroleum marketing firm. 
Other speakers included Harold F. 
Nelson, of Kansas City, district vice 
chairman of the OJIC and regional 
manager, Sinclair Refining Co., and 
J. O. Hendrickson, of Kansas City, dis- 
trict representative of the OIIC. 


Kansas City Oil Men’s Club 
hears Address by G. H. Osborne 


THE PIONEERING SPIRIT of oil men who 
left Pennsylvania in the 19th century 
to seek opportunities in Kansas is still 
keeping the petroleum industry on the 
march, G, Harold Osborne, general 
sales manager, Kendall Refining Co., 
Bradford, Pa., told the members of 
the Oil Men’s Club of Kansas City, 
Kansas City, Mo., at a luncheon meet- 
ing held January 18 in the Junior Ball- 
room of the President Hotel. 
Osborne reminded the oil men that 
Kansas had its first sign of oil in 1861 
when “a G. W. Brown drilled some 
wells near Paola, in Miami County, 


getting a good showing of gas and 
heavy oil.” This was just two years 
after the drilling of the first oil well in 
the United States, in Titusville, Pa. 

The speaker pointed out that the 
industry continues to open new fields 
and find new reserves—‘‘when the 
gloom boys in Washington predict 
that our country is running out of oil.” 

“We do it better and more scien- 
tifically today,” he said, “but the same 
dauntlessness of the early wildcatter 
is still satisfying the thirst of our ever 
expanding demand for petroleum 
throughout the world.” 

“The results of production speak for 
themselves,” he said, pointing out that 
after water-flooding was legalized in 
1921, the Bradford Field in Pennsyl- 
vania yielded well over half its total 
80 years’ production in 31 years of sec- 
ondary recovery operation. 

Osborne said that present estimates 
show that more than 500 million bar- 
rels of oil will be left in the Bradford 
sand when present secondary recovery 
techniques have been exhausted. 

“This half-billion plus barrels of oil 


offers a challenge to every oil pro- 





SPARKLER FUEL OIL FILTERS 


OB4 


The shallow bowl of the home burner model, OB2, permits 
this filter to be mounted close to the floor — a distinct 





advantage in many installations. 


The rayon filter element in all Sparkler fuel oil filters 


OB8 


removes all rust, moisture, and fine dirt— no by-passing. 





MODEL 


SERVICE RECOMMENDATIONS 





SH-3 for space heaters and other small burners 


Available 





OB-2 for average home burners 


from all 





OB-4 for apartment buildings and small steam 
or hot water boilers 


oil burner 








for industrial burners 


jobbers 








MANUFACTURING COMPANY 








Mundelein, Ill. 


MAKERS OF FILTERS FOR 1NDUSTRIAL AND PETROLEUM PRODUCTS FOR OVER 25 YEARS. 
March 
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ducer, petroleum engineer and to every 


citizen of this nation, since what is 


true of the Bradford sand is true of 


many oil fields throughout this coun- 
try,” he asserted. 


The speaker estimated that there is 


still left in the ground many more bi!- 
lions of barrels of oil than the nation 
has yet produced or will produce from 
presently known reserves. 


Kight Groups join Lehigh in 


airconditioning Conference 


EIGHT NATIONAL ORGANIZATIONS will 
join Lehigh University’s department of 
mechanical engineering in sponsoring 
a two-day conference on trends in 
year-round residential airconditioning 
to be held April 24 and 25 in Packard 
Auditorium on the Lehigh University 
campus. 

The purpose of the conference is to 
explore areas in which research in air- 
conditioning is now in progress or 
fields in which research and develop- 
ment are needed. Discussions by ex- 
perts in the heating and ventilating 
fields will be of interest to the home 
owner, the builder, equipment manu- 
facturers, and research groups. 

James V. D. Eppes, associate pro- 
fessor of mechanical engineering at 
Lehigh, is chairman of the conference 
committee. Subjects to be discussed in- 
clude trends in modern housing, re- 
ports on current research, residential 
load calculation, operating cycles and 
equipment design, vapor problems, and 
university and research laboratory 
programs. 

Organizations cooperating in spon’ 
sorship of this conference with Lehigh 
University are: American Society of 
Heating and Ventilating Engineers, 
American Society of Refrigerating 
Engineers, American Society of Me- 
chanical Engineers, Air Conditioning 
and Refrigeration Machinery Associa- 
tion, National Association of Home 
Builders, Building Research Board, 
National Mineral Wool Association, 
National Warm Air Heating and Air 
Conditioning Association. 


“2 out of 3 choose Oil Heat” 
OHA of Maryland ad Theme 


OIL HEAT ASSOCIATION OF MARYLAND, 
INC., Baltimore 1, Md., broke a new 
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Compact General All-Copper 


Tankless Water Heaters... 


Heavier Gauge Steel 
Outside Jacket 


Fiber-glass Insulation 


Heavy Gauge 
Copper Shell 


Seamless 
Copper Tubing 


Rugoel Octagon 
Wrench Grips 





@ easier to install 


Give you 
more tubing 








in smaller 


shell 


y 
a 


@ more efficient 


e low cost 


More compact . . . more efficient . . . 

these General All-Copper Tankless Heaters 

have been engineered to take full 

advantage of the space within the heater 

shell. They contain as much, 

or more, tubing as “bulkier” heaters of 
equal capacity. 


General’s Unique ‘Whirlpool Spiral’ Design 


Continuous copper tubing within the shell 
spirals in and out ... is evenly 

distributed, provides better tube spacing, 
free boiler circulation, more uniform 

heat transfer, and permits using more tubing 
in the same volume. 


You Save Time and Labor 


One man can easily make the entire installation. 
You save time and back-breaking 

labor ... your customers get piping hot water 
at low cost. And these General All-Coppers 
are attractive ... blend with modern 
surroundings. Check all the advanced features 
of these high quality Heaters... 

sizes for every home, apartments, hotels, 
country clubs. Write for new illustrated folder. 
General Fittings Co., 

125 Georgia Ave., Providence 5, R. I. 


ma 


GENERAL 


TANKLESS AND INDIRECT WATER HEATERS 
AND HEATING SPECIALTIES 








. » » + Industry Groups 


and vigorous advertising program early 
this month, using newspapers, radio 
and outdoor posters to present its 
message to the Baltimore public. 


for the owner or self-built represent 
the only type of new home construc- 
tion in which the ultimate occupant 
has any control. 





A report tabulated by Metropolitan 
Research, Inc., of its continuing study 
of building activity in the Baltimore 
area showed that in the first eight 
months of 1952, oil heat was installed 
in 66% of homes built on contract for 
the owner or self-built. It was felt by 
the oil heat group that the basic ad- 
vertising theme should be based on this 
report since homes built on contract 












































Robert Friedel has been appointed 
staff specialist in charge of residential 
air conditioning, Airtemp Div., Chrys- 
ler Corp., Dayton, O. Friedel, for sev- 
en years regional sales manager, New 
York Airtemp office, will direct pro- 
motion and sales of residential air 
conditioning with home builders and 
dealers. 











THAN COMPARABLE COUPLINGS! 





New Flexiflange Flexible Couplings — 
Specially Designed for Tank-Truck Use 


Because the emphasis over the past few years 
has been on faster wnloadiny, truck and trailer 
truck operators have been moving to large size 
piping. There has been one important drawback, 
however, to this trend. Leakproof, flexible cou- 
plings to fit the larger pipe have always been 
available—but they are designed primarily for 
use in bulk plants and refineries. This means they 
are much heavier than need be. 

Now Philadelphia Valve Co. has solved the | 
problem with its new line of Flexiflange Flexible | 
Couplings. Made of malleable iron, they are | 
engineered specifically for use in truck and 
trailer tanks. They’re designed for 100 psi with 
a liberal safety factor—far stronger than neces- 
sary for tank-truck service—yet in most cases 
they offer a weight saving of up to 58/2 percent! 

Flexiflange Couplings fit into the same grooves 
as any standard couplings. The seals, too, are 
interchangeable with other standard makes. 
They are available in all sizes from 1” to 6”. Pipe 
sleeve adapters can also be furnished. 

To get peak efficiency with up to 5812 percent 
saving in weight, be sure to specify Flexiflange 
Couplings by Philadelphia Valve. Write for 
complete information and prices. 








PHILADELPHIA VALVE COMPANY 
3413 Aramingo Avenue, Philadelphia 34, Pa. 


Pacific Coast Distributors: 
Oil Marketing Equipment Co., 325 Fremont Street, 
San Francisco 5, Calif. «© Howard Supply Co., 
5125 Santa Fe Avenue, Los Angeles 11, Calif. 
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M, anufjacturers 


Letivities 


Timken holds three dealer 


business management Forun:s 


THREE business management forums 
were sponsored during February by 
Timken Silent Automatic Div., Tim- 
ken-Detroit Axle Co., Jackson, Mich., 
for its dealer personnel. The two-day 
forums were held in New York on 
February 3 and 6, Chicago on Febru- 
ary 12 and 13 and in Montreal.on 
February 17 and 18. 

The formal program consisted of 
subjects presented by Timken dealers 
and factory personnel, with panels 
composed of both teaming up to cover 
other phases of dealer management. 
Regional managers—M. F. Robbins 
at New York; K. O. Ralphs at Chi- 
cago and R. D. Whiteman at Montreal 
—welcomed the dealers to the forums, 
followed by R. M. Marberry, national 
sales manager, who outlined the pro’ 
gram. 

T. A. Crawford, general manager of 
the Division, took part in both day’s 
programs, discussing on the first day 
the emergence of 1952 as the first 
“normal” post-war year and the im 
portance of more and better manpower 
to more sales. On the second day 
Crawford participated in a discussion 
of business: management along with 


F. M. Jordan and a dealer panel. 


G-E Manager predicts 


record airconditioning Year 


S. J. LEVINE, general manager of the 
General Electric Company's home 
heating and cooling department, 
Bloomfield, N. J., predicted a record 
year for the airconditioning industry 
during a meeting of G-E distributors 
in New York on January 30, Levine 
estimated that more than 30,000 homes 
would be equipped with complete ait 
conditioning systems this year, dou 
bling last year’s volume, and_ that 
about 30,000 of these would be im 
stallations made in new dwellings. 
Levine’s remarks were made during 
an all-day meeting, the last of a series 
held throughout the country thet in 
troduced the 1953 line to distributors. 
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This Model C-70-64S Autocar, 
owned by Wamix, Inc., Dallas, 
Tex., is not the biggest Autocar 
made, but is plenty big enough to 
handle the mixer holding 6 cubic 
yards of concrete. The dual drive 
axle enables it to go anywhere, road 
or no road. 
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— CONCRETE 


ARE BUILT 


Experienced haulers choose 
Autocars for the tough jobs, 
because they give the long, 
low-cost service that means 
profits. Buy Autocars and 
you buy quality combined 
with strength. 








CLIP THIS COUPON — MAIL IT TODAY 
The Autocar Company, Ardmore, Pa. 


I would like to hear more about the 
Autocar line of more than 20 basic models. 





Firm 





Address. 





Number of trucks in fleet__. 
9C 


AUTOCAR TRUCKS 


The Autocar Company, Ardmore, Pa. 
Established 1897 
actory Branches and Distributors 
from Coast to Coast 
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. ... Manufacturers’ Activities 


More than 190 models are included 
in the new line of combination heating 
and cooling equipment. Cooling units 
have been redesigned to emphasize 
compactness and may be combined 
with various furnace models to provide 
flexible heating and/or cooling capac- 
ity. 
Half-million Market 

More than 500,000 homes now have 
some form of airconditioning, Levine 
continued, and within 10 years it is 
his prediction the dollar volume of 


LITE-CAST 


residential airconditioning sales will 
exceed commercial and industrial sales 
combined. Builder interest in these sys- 
tems is nation-wide, a recent survey of 
255 prominent builders throughout the 
country conducted by the NAHB re- 
vealing that 40% of them intend to 
offer airconditioned homes this year. 

Looking ahead to the day when 
houses without airconditioning will be 
regarded as out-of-date, Levine said 
that home cooling may well prove to 
be the stimulant the house replacement 
market has needed. 
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COMBUSTION CHAMBERS PEAR 


QUICK HEAT 





Mono” 


HAS 137 sTANDARD 


DESIGNS AND sizes oF LITE « CAST 


INSULATING REFRACTORY COMBUSTION 


CHAMBERS FOR... 


ALL BOILERS & FURNACES 





Re}, lem Sig - 


O) 


ROUND 





[| 


SQUARE 





DO) 























MODERN 
TONGUE & GROOVE 
JOINTS 
e 
HIGHER 
SIDE WALLS 4 SHAPES 
& 
DOUBLE SEAL = 
BETWEEN 
FLOOR AND WALLS 25 SIZES 
eR 
PRE-CAST ® 
FLOOR 
e 
AIR SPACE 75 to 12 G.P.H. 
BENEATH FLOOR 
CLOSE TO ONE HALF MILLION INSTALLATIONS 
COMPLETE PACKAGE INCLUDES: Combus- 


tion Chamber, Back Fill and Steel Bands. 








U.S. Patent Ne. 2075433 


STANDARD 


FOR 20 YEARS 


MONOGRAM PRODUCTS CO., INC. 


731 NORTH 35TH STREET * PHILADELPHIA 4, PENNA. 
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Olsen elected President 
of Armstrong Furnace C», 


A MEETING of the board of directors 
of the Armstrong Furnace Co., Co- 
lumbus, Ohio, elected D. H. Kinnan 
chairman of the board and W. J. Olsen, 
president. Other officers who were re- 
elected were: L. G. Hickok, executive 
vice-president in charge of sales; F. R. 
Vaughn, vice-president and gencral 
manager of the Armstrong- Des Moines 
factory and J. W. Norland, secretary- 
treasurer. 

Kinnan, the new chairman of the 
board, has been president of Arm- 
strong for the past 12 years. Olsen, 
named president, has been general 
manager of the Columbus factory for 


three years. 


Winkler puts one-day 
sales Meetings on Road 


IN RESPOSE to frequent requests, 
Winkler one-day sales meetings during 
the month of February were held in 
11 regions throughout the East and 
Midwest, sponsored by the U. S. Ma- 
chine Div., Stewart-Warner Corp., 
Lebanon, Ind. The program got under- 
way at 9.30 A.M. each day and ended 
about 4:00 P.M., during which time 
the Winkler sales message for 1953 
“Time to Swing” was portrayed for 
the dealers and a new Universal fur: 
nace, cast-iron boiler and wall furnace 
unveiled. 

Presentation of plans and programs 
for 1953 was accomplished in a series 
of skits and sketches in which factory 
personnel are starred as the Winkler 
“Hamateurs.” The schedule of meet: 
ings commenced on February 5 in Indi 
anapolis, and the rest of the meetings 
were held in order in Lansing, Chiv 
cago, Minneapolis, Cedar Rapids, St. 
Louis, Greensboro, Philadelphia, Bos: 
ton, Rochester and Columbus, Ohio. 


Honeywell’s “Seven Steps” 
improve dealer Svlling 


LAST YEAR the Minneapolis-Ho1 ywell 
Regulator Co., Minneapolis, Minn., 
introduced a series of educational 
booklets, “Seven Steps to great: deal- 
er Sales,” designed to tell the Jealer 
how to sell more effectively. Now after 


six months, H. D. Bissell, Hon« well’s 
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installation 


REXOIL 


saves you 


from the 


time of 


money 

































































Here's how REXOIL pays off 


for all Heating Contractors 


You actually save money on a Rexoil...no matter how low 
priced a burner you rate it against. Why? Because Rexoil 
is easier to install... and continues to perform with efficiency 
year after year. Here are three specific reasons: 





1 Rexoil requires only minimum service ...no hot nozzles, no 
* critical air pressure controls, no delicate solonoids, etc. 


””.. Rexoil operates quietly ... 


= noises. 


no pulsations, no mechanical 


3 Rexoil needs no special head for catalytic oils. Burns even 
- 100°, catalytic with high efficiency. 


Your job will be easier... your profits better... when you 
sell Rexoil — many dealers have for over 25 years. Write 
for literature and price information today. 


REIF REXOIL I 37 CARROLL STREET 
; % r, TiC... .. surFaAto 3, NEw york 
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. . . » Manufacturers’ Activities 


director of merchandising, reports that 
the program has met with “spectacu- 
lar” success. Nearly 32,000 sets of the 
books have been distributed and ad- 


available at $3 a set, along with other 
merchandising material. 
“The acceptance accorded the pro- 















ceived. 


Books Have Wide 


primarily, but manufacturers 


copies. 


ditional requests still are being re- 


Market 


The demand has come from dealers 
and help.” 
wholesalers in the heating industry, as 
well as nearly all segments of Ameri- 
can business generally, have purchased 


The how-to-do-it books are 


gram in the heating industry,” Bissell 
says, “more than justifies our confi 
dence that there are thousands of deal- 
ers who not only are capable of up- 
grading their sales and profits, but also 
are anxious to do so if given practical 
The widespread interest, he 
feels, “reflects the universal need felt 
throughout American industry today 
for a higher level of merchandising at 
the dealer level.” 

































SERVICEMEN PREFER HARVEY NOZZLES 













HARVEY NOZZLES are all steel, 
made, individually spray tested for accuracy and | 
dependable uniformity. 


HARVEY NOZZLES come in both Hollow and 
Solid cone sprays in every size* from .75 to 18.00 
g.p.h. and every angle from 30° to 90°. 
*Hollow cone to 6.50 g.p.h. — size smaller 


HARVEY NOZZLES are individually packed, 
with a strainer, in a dust-proof, plastic container. 
Large marking on each lid gives the size at a 
glance, red for Hollow cone, blue for Solid cone. 


eneanssanscaneeooeneneensenentinn 


7 Harvey Nozzles. Volume pro- 


They’ve got 
What it takes— 


Service Organizations have to have a 
nozzle that they can depend on to be 
right the first time. They have to have 
nozzles that will carry in a service kit 
without getting dirty. They have to 
have a size to fit any job. 


ACCURATE 


precision 


EVERY SIZE—EVERY ANGLE 





DUST PROOF CONTAINER | 


LOW COST 


Popular small sizes are the same 
low price as the rest of the}. 


duction assures quality at low 
cost. 
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Put One In Every Service Car. 
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cideasinamiel NOZZLES SERVICE SET 


Harvey Package #2 ‘94° 





—. © BRIDGEPORT © MT. VERNON © HEMPSTEAD © BABYLON © BROOKLYN e VALLEY STREAM 
AMAICA ¢ UNION CITY © NEW BRUNSWICK e NEWARK © N. PHILADELPHIA @ W. PHILADEL- 
PHIA © CAMDEN © READING © YORK @ BALTIMORE © WASHINGTON © ARLINGTON e NORFOLK 


IN NEW SPILL PROOF BOX 


Fill with your own selection of sizes, Hollow 
cone or Solid cone. 

25 Nozzles with strainers, individually 

packaged. 

18 Extra Assorted Strainers. 

6 Assorted Nozzle Adaptors. 

1 Nozzle Brush. 

2 Orifice Cleaners. 


TRADE PRICE 


VALLEN STREAM, REW WORK 





Iron Fireman re-designates 
its heating control Division 


ELECTRONICS DIVISION is the new name 
for what formerly was the Heatin; 
Control Division of Iron Fireman Mfg. 
Co. The newly designated division. 
says Frank S. Hecox, company vice- 
president and treasurer, will continue 
to manufacture electrical controls an: 
other items of Iron Fireman equip 
ment in Portland, Ore. 

The name was selected to eliminate 
local confusion with other Iron Fire- 
man operations and to reflect an ex- 
pansion into components for electronic 
systems and other electrical instru- 
ments. Hecox explained that the next 
five years will see the company more 
firmly in “the electronics field in addi- 
tion to our continuing research and 
development on electrical motors and 
automatic controls.” 

The instrument and control facility 
was acquired in 1945. Wayne Strong 
is the division manager. 


Debler offers: Delavan 


nozzle Rack to Jobbers 


WILLIAM J. DEBLER, Needham, Mass., 
has circularized jobbers in his territory 
with an attention-getting mailing 
piece, offering them without charge 
nozzle display racks with their pur- 
chases of Delavan nozzles. 

Delavan Mfg. Co., Des Moines, Ia., 
is one of the oilheating manufacturers 
for whom Debler acts as jobber repre- 
seritative. The rack, which consists of 
37 channels holding 17 nozzles each, 
provides storage space for 612 assorted 
nozzles. It displays them neatly and at- 
tractively and permits easy selection. 
The racks are shipped with orders for 
100 or more nozzles. 


Remington expands and 
realigns sales Areas 


EXPANSION and realignment of the 
sales organization of the Air Condi: 
tioning Div., Remington Corp., has 
been accomplished to meet an increas’ 
ing demand for the firm’s consoles and 
window units. M. L. Judd, general 
sales manager, explain that the re 
vamping was dictated to mainiain 
Remington’s established policy of dis 
tributor-dealer factory cooperation 

E. M. Johnson, Swarthmore, /’., 
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... HEADQUARTERS 


FOR TOP-QUALITY AIR 


SERIES ‘'X’’ BLOWER ASSEMBLIES 


...used as standard equipment by the leading furnace 
manufacturers. For all hi-boy, low-boy, counterflow and 
horizontal furnaces of 40,000 to 200,000 BTU rating. 
Available in four standard discharge styles: Bottom 
horizontal, top horizontal, bottom vertical, top vertical. 
Duo-multiblade wheel, statically and dynamically bal- 
anced ... one-piece bridge motor mount... self-aligning 
bearings . . . four-point bearing suspension . . . heavy- 
gauge cold-rolled steel scroll. 


DIRECT 
DRIVE 
BLOWER 


... ideal for hi- 
boy, low-boy, 
counterflow and 
suspended fur- 
naces. Can be 
designed into 
furnace in any operating position desired. GE motor func- 
tions efficiently at any angle — shaft down, up, horizontal 
or in any intermediate position. Lubrication sealed in for 
life. Five speeds available at a flick of a switch. 65,000 
BT capacity, compact size, 101/”x 1514’x 1414”. Bal- 
anced delivery ... quiet operation... completely assem- 
bled, ready to mount in furnace. 





Send for complete data on Brundage air-condition- 
ing blowers — standard of the industry for 35 years. 


Mcnufacturers Representative 


Inquiries invited to serve areas in and around New England, 
Greater New York, Philadelphia, St. Louis, the South. Con- 
taci Director of Sales, Brundage Company. 


CONDITIONING BLOWERS 





BLOWER-FILTER PACKAGE UNITS 


... for converting coal, oil or gas gravity furnaces to 
forced air. Available in five sizes for furnaces ranging 
from 80,000 to 225,000 BTU rating. Air handling capac- 
ities from 1,200 to 3,200 CFM at 3%” static pressure. 
Quiet running, economical to operate, easy to install. 
Easy access to filters and blower assembly through re- 
movable rear panel of smoothly styled cabinet. Motor 
has overload protection and resilient mounting. 


BLOWER 
EXHAUSTER 


.. . for indus- 
trial ventilation, 
fume and smoke 
removal. Easily 
adaptable to in- 
duced draft sys- 
tems. Indoor or 
outdoor installations. Single width, single inlet. Higher 
static pressure, faster air removal, quiet operation. 
Adjustable discharge angle. Compact — does not require 
a cabinet or complicated superstructure. Can be fastened 
on wall, up out of the way. Made of heaviest possible 
gauge steel. 





Blower Specialists 
Since 4949 


515 N. Park St. 


COMPANY Kalamazoo 11, 








. . . . Manufacturers’ Activities 


has become southeastern regional sales 
manager for the areas from Trenton, 
N. J. south to Florida, west to eastern 
Tennessee, Washington, D. C., Har- 
risburg, Pa. and western Alabama. He 
continues to handle accounts in the 
Philadelphia - Baltimore - Washington 
area, while supervising district man- 
agers cover the balance. 

John P. Moffitt, Old Greenwich, 
Conn., a new member of the sales 
force, is supervising sales in the six 
New England states and the Albany- 
Troy, N. Y. area. 








In the Virginia-Carolina area, the 
W. H. Lassiter Co., Richmond, Va., 
has been retained to cover the states of 
Virginia, North and South Carolina. 
W. H. Lassiter will supervise Virginia 
accounts; W. L. Henderson, Char- 
lotte, N. C., will handle dealer con- 
tacts in the Carolinas. 

R. H. Case, Seattle, Wash., is repre- 
senting Remington interests in Wash- 
ington, Montana, Idaho and Oregon; 
R. E. Tweedy, Phoenix, Ariz., con- 
tinues his coverage of the southern 
California-Arizona area. 





Do Your PRESENT 
PRECAST CHAMBERS 
Give You ALL these Advantages? 











] « Low initial cost. 


2. Low installation 
cost — only 5 pieces 
to assemble. 


3. K-factor equal to 
insulating brick. 


4, Excellent perform- 
ance with either high 
or low pressure 
burners. 


5. Scientifically 
acked to prevent 
alice. 


... if the answer is NO -- contact us NOW! 


K LB REFRACTORIES Meadow & Jackson Sts. 
COMPANY Philadelphia, Penna. 


MOU CHM UROCICUM@ Chili gs 
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Esso publishes new Magazine. 
“Esso Heat-ways” for Dealers 


PUBLICATION of a new magazine d»- 
signed as a practical aid to resellers of 
Esso fueloils and Esso oilburners w.s 
announced by Esso Standard Oil Co, 
New York 19, N. Y. The publication 
is called “Esso Heat-Ways.” The first 
issue was published last month. 

In its conception the prime objcc- 
tive of the publication will be to give 
fueloil dealers information that will be 
useful and profitable in the operation 
of their business. 

The subject material will cover all 
phases of the business: operational, 
administration, customer relations. 
Much of it will be based on proven 
fueloil operations of successful dealers. 
“Esso Heat-ways” will also feature by- 
lined articles by authorities in their 
respective fields, new developments in 
the industry and the results of exten 
sive research. 

The publication will be issued quar- 
terly. It will be pocket-size and printed 
in two colors. It will be distributed 
principally in the eighteen states from 
Maine to Louisiana where Esso Stand- 
ard Oil Company products are sold. 


U.S. Burner has file Folder of 


specification Sheets for Line 


A REFERENCE FILE FOLDER, distributed 
by United States Burner Div., The 
Carlin Co., Wethersfield, Conn., con- 
tains specification sheets of five U. S. 
Burner models, fully illustrated and 
detailed. 

Each model is keyed for a specific 
purpose. For efficiency and economy 
of operation there is Model 4008S, for 
advanced design, Model “400”; for 
maximum efficiency, Model 6005-4; 
for economical operation, Model 
8008-4 and for heavy duty, Model 
2000S-5. 

All models emphasize a high tem- 
perature shell combustion head fea’ 
ture. Each specification sheet pictures 
the burners and lists of its operational 
features. 


=> 


Industrial Div., M-H, has new 

specification Sheets on ‘ime 
A SET of seven new specification s)eets 
in consolidated style have been pre’ 
pared by the Industrial Div., Minneap’ 
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SUN-RAY MODEL 1C-A-E 


Ideal for Small Boilers and 
Furnaces requiring 
0.65-0.75-0.85-1.00 up to 1.25 G.P.H. 


Approved by Underwriters’ Laboratories, Inc. 
to burn from 0.5 to 1.35 G.P.H. under 


Commercial Standards CS 75-42 Available either in pedestal or various 
» types of flange mountings. Meets practi- 


ma oes , i ° installati i 
This new addition to the famous, big SUN-RAY line is specially pr ger zh ee nt 


designed to give utmost efficiency at lowest cost when firing even the most exacting standards. Provides 
‘ : iat clean, efficient, economical combustion. 
the smallest boilers or furnaces. The unique method of mixing 
air and oil has amazed many manufacturers of small boilers and 
furnaces. Simplicity in design, avoiding complicated adjustments, 


makes the Model 1C-A-E easy to install and service. 


Ask for 
the Facts 
today 





SS SS S.C CUS 


ATTENTION — BOILER AND FURNACE MANUFACTURERS 


SUN-RAY’s engineering department stands ready to 
cooperate in adapting Sun-Ray Burners to your partic- 
ular requirements. 






4 
SUN-RAY BURNER MANUFACTURING CORP. 139-22 Queens Boulevard, Jamaica 2, New York 
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olis-Honeywell Regulator Co., Phila- 





delphia, Pa., on its flow meter line. 

Specification sheets 241 and 242 
cover electric evenly graduated flow 
meter bodies and mechanical evenly 
graduated flow meters respectively. 
Specification sheets 243 through 247 
cover square foot flow meters and 
liquid level meters. Specification sheet 
244 also includes evenly graduated 
electric flow meters (inductance bridge 
receivers). Construction and engineer- 
ing details are included. 










































Just one HC Little oil burner! 


The day you do, you’ll be sold! Like this dealer-booster: 
“| still remember the day | fired up my first 


Clean, hot flame. Low stack temperature with 
high CO,. And quiet! Man, was | sold! 


“That was more than 250 installations ago and 
I’ve banked a lot of profit since then selling H. C. Little 
units. Your equipment has what it takes to sell a 
man on the first demonstration and keep ‘im sold for 





H.C. Little life on performance.” 

CONVERSION OIL BURNER P : 

= a Take the first step TODAY toward that 
NOT a fatere burner first installation. Send your name and say 
e Unique, patented H.C. you're interested. A representative 


Little “low temperature 
carburetion” design. 

© No moving parts to 
service —no motors, NC hiltle 
blowers or fans. Burner Co 


soa Oe hoe NE Cyer 200,000 


eListed by UL. Masta ators! 


e Automatic, electric 


ignition burners can be 3 ; 
coat bp teal tating Head Office: San Rafael, Calif. 


electric power failure. Distributors in 18 Principal Cities 


will contact you. “i 
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H. C. Little burner installation. Here was a beautiful, i 
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Heil announces Winners 
of its Heating Show Contest 


DURING the January Heating and 
Ventilating Exposition in Chicago the 
Heil Co., Milwaukee, Wis., conducted 
a daily contest, whose purpose was to 
estimate the average savings installing 
a Heil factory-assembled and factory- 
wired heating unit as compared with 
a knocked-down, non-wired furnace. 
The contest assumed that the price of 
the furnaces was the same, the installa- 
tion savings to be indicated in dollars. 
These included set-up, wiring and any 
other possible reductions in cost. 


The first winner, shown in the 
photograph accepting his prize from 
Fred Brubaker, Heil representative, 
was Marvin Climes, installation man- 
ager, Art Snyder Heating Co., North 
Canton, Ohio, whose prize-winning 
estimate was $45. Five clock radios 
were presented. Other winners, whose 
estimates all were within two or three 
dollars of the established average, 
were: James C. Miller, Miller Asso- 
ciates, West Lafayette, Ind.; E. R. 
Hoffman, Hoffman Bottled Gas Serv- 
ice, Pontiac, Mich.; Preston F. Jones, 
Reedsville Sheet Metal, Reedsville, 
Wis. and Roy C. Zarling, Elmer Ehm 
Co., Milwaukee. 


National Radiator trains 
student Engineers in Course 


DIPLOMAS certifying completion of a 
four-week heating engineering course, 
sponsored by the National Radiator 
Co., Johnstown, Pa., are to be pre- 
sented on March 18 during the initial 
session of National Radiator’s heating 
division general sales conference. 
About 20 recent graduates in me 
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Here’s how to offer 
oil space-heater owners... 


completely automatic 
heat control 


for only >| ? 95° 








on 
* 








*In Canada, $15.95 
including Canadian tax 
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Sell them this work-saving THERMOMATIC 
COMFC ' , | C ' NTROL. || mare an axtra profit om every space-heater sale 
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ES, the new A-P Thermomatic Comfort Control will enable you to ofter 
your space-heater customers all the comfort and convenience of an 
automatic, built-in heating system-—and for only $12.95! 


Look what it does...it eliminates annoying temperature swings—from 
“too high” to “too low’— with the accompanying annoyance of constant 
attention. It cuts down fuel cost, while maintaining healthful, comfortable 
temperatures. More, it needs no wiring . . « requires no installation; no 
service. No wonder smart space-heater dealers call it “a real profit-maker!” 


Get all the details by writing today— 


“ DEPENDABLE (0127000 


for Air + Liquids + Gases + Refrigerants 


Fricloil é 


liters 

















The exclusive actuating pin, 
found only on A-P oil 
valves, permits quick, easy 
attachment of the Comfort 
Control. The control fits 
right over the name plate 
... fastens with two screws 
. . . takes less than 5 min- 
utes to attach! hy) 








Modulation 
Range 


Pilot 
Flame 


Intermediate Fire 
pe Action 


During mild weather, the 
control will snap the burn- 
er back and forth between 
intermediate fire and pilot 
— to maintain comfortable 
room temperatures. 


When it’s colder outside, 
the control will smoothly, 
automatically modulate the 
flame between intermediate 
and high fire . . . in exact 
response to temperature 
changes. 





Fits all famous-brand 
oil space heaters using 
these A-P oil valves 


240 DR 240 YRB 
240 UR 240 YRRSO 
240 YPO 240 YRSO 
240 URS 240 YRR 
240 YR 240 YPOR 
240 YRO 240 YRBJSO 
240 YP 


These identification numbers will 
be found on the name plates of 
A-P valves used on space heaters. 


A-P CONTROLS CORPORATION 


2458 N. 32nd St., Milwaukee 45, Wisconsin 
In Canada, A-P Controls Corp., Ltd., Cooksville, Ontario 
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chanical and industrial engineering, 
selected from various universities, at- 
tended the course, which closely paral- 
leled a similar session sponsored by the 
company in 1950 when 21 young men 
were graduated. 

In pointing out the success of such 
a training course, C. M, Baumgard- 
ner, vice president for sales, said, 
“Some of the finest sales engineering 
work being done today is being accom- 
plished by men we trained in 1950.” 

National Radiator’s heating division 
sales conference is being timed to open 


with the graduation of the student 
engineers who will attend as perma- 
nently assigned heating engineers, 
ready for field work at the conclusion 
of the annual sales meeting. 


Servel holds training Schools 
for its distributor Personnel 


SERVEL, INC., Evansville, Ind., opened 
its factory training schools for the air 
conditioning division’s distributor per- 
sonnel. The application-engineering 
school ran from January 19 to 24; the 





A POINT WITH 





SINCLAIR 
PATENTED 


U.S. PATENT NO. 2,594, 


NTI-RUST 
FUEL OIL 


CONTAINS RD-N9° 


Sinclair 
Anti-Rust Fuel Oil 


So Different V4 
It’s Patented e 











U.S. PATENT NO. 2,594,266 


...and it’s that difference that’s making sales 
soar for Sinclair jobbers. Sinclair Anti-Rust 
Fuel Oil contains the amazing rust-inhibitor 
RD-119®. It protects against rust-clogged 


filters and burner nozzles. It , 
reduces service calls —builds ANTIRU 
good will and boosts profits for f% € 


Sinclair jobbers. 





SINCLAIR FUEL OIL win RD-119 


March 
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service school was conducted from 
January 26 through February 6. 

The agenda for the six-day meeting 
included design standards, load calcu- 
lation, Servel products, air distribution 
and grille selection, duct sizing and 
the design of chilled water systems. 

The service school course, whic) 
lasted six weeks, covered the followin 
subjects: erection and installation pro- 
cedures, controls, cooling and heating 
cycle performance analysis, seasonal 
inspection and preventative mainte- 
nance procedures, chilled water con- 
trolled circuits, administration of war- 
ranty, returned-goods procedures, 
service inventories, service tools, and 
service department organization. 


Classes for West Coast distributor 
organizations will be organized in the 
near future. 


Iron Fireman holds its 
annual sales Conference 


THE ANNUAL CONFERENCE of 70 re- 
gional, district and branch managers 
and executive staff of the Iron Fire- 
man Mfg. Co., Cleveland, Ohio, was 
held at the factory late in January. 
In addition to talks on company poli- 
cies and equipment, field men saw 
demonstrations of equipment under 
fire and toured the Cleveland plants. 
Speakers included W. J. O'Neil, 
chairman of the board and chief ex- 
ecutive officer, who pointed out that 
two new assembly lines, additional 
plant machinery and substantial equip- 
ment changes unite to permit the com- 
pany “to meet its sharply expanded 
production schedules during 1953.” 


Others who spoke were C. T. Burg, 
vice-president sales; E. C. Webb, vice’ 
president, engineering and production; 
Dale Wylie, director, advertising and 
sales promotion; S. H. Beach, indus- 
trial sales manager; D, Paul Bailey, 
assistant sales manager; H. H. Baxter, 
eastern manager, Electronics Div.; R. 
C. Wright, manager, research and de- 
velopment engineering; J. E. Atchison, 
director, service engineering; Dean 
Pollock from Joseph R. Gerber ‘0., 
Iron Fireman’s advertising agency 

Special emphasis was given to the 
company’s rotary oilburner package, 
which combines a burner with a pre’ 
wired control panel. Louis Char-ct, 











4 powerful reasons why 


1953 CHEVROLET 


Advance-Design Trucks 
give you more of what you want 


MORE POWER—GREATER ECONOMY! Expect a wonderful advance 
in power, performance and economy in Chevrolet heavy-duty trucks! 
The great 1953 Loadmaster engine—standard on 5000, 6000 
Series, heavy-duty and forward control models, optional on 4000 
Series heavy-duty trucks—has a new high compression ratio of 7.1 
to 1, develops even more horsepower than before. And the Thrift- 
master engine in light- and medium-duty models brings you tradi- 
tional Chevrolet economy. 


TRUCKS ENGINEERED FOR YOUR PAYLOADS! Chevrolet trucks are 
designed for the job they will do—engineered from tires to axle, 
springs, clutch and power plant to do that job with the greatest 
efficiency and lowest cost. You don’t waste money on too heavy a 
truck or too light a truck. You buy the right truck for your job! 


MORE STAMINA! More strength where strength counts most! 
In 1953, all Chevrolet trucks have stronger, brawnier, more rigid 
frames. They have heavier, sturdier construction that means a 


longer, lower-cost life for your truck. And they have new larger, 


safex, longer lasting brakes on many models, too! 


GREAT TRUCK FEATURES! In addition to the many NEW things 
you'll find in these 1953 Chevrolet trucks, you'll also find many 
great features yet unmatched by other makes of trucks. Features 
such 2s Flexi-Mounted Cabs, Unit-Designed Bodies, Ball-Gear 
Steering and many others help make Chevrolet Advance-Design 
trucks your greatest buy. Chevrolet Division of General Motors, 
Detroit 2, Michigan. 
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JAMES B. CHAFFEE 


BURNERS INSTALLED 


METERED DELIVERIES 





CHEVROLET ADVANCE-DESIGN 
TRUCK FEATURES 


TWO GREAT VALVE-IN-HEAD ENGINES— 
the Loadmaster or the Thriftmaster —to 
give you greater power per gallon, lower 
cost per load. POWER-JET CARBURETOR — 
for smooth, quick acceleration response. 
DIAPHRAGM SPRING CLUTCH —for easy- 
action engagement. SYNCHRO-MESH 
TRANSMISSION —for fast, smooth shift: 
ing. HYPOID REAR AXLE—for dependa- 
bility and long life. TORQUE-ACTION 
BRAKES—on light-duty and medium-duty 
models and on front of heavy-duty models. 
TWIN-ACTION REAR BRAKES—on heavy-duty 
models. DUAL-SHOE PARKING BRAKE—for 
greater holding ability on heavy-duty 
models. CAB SEAT—with double deck 
springs for complete riding comfort. 
VENTI-PANES—for improved cab ventila- 
tion. WIDE-BASE WHEELS—for increased 
tire mileage. BALL-GEAR STEERING —for 
easier handling. UNIT-DESIGNED BODIES — 
for greater load protection. ADVANCE- 
DESIGN STYLING—for increased comfort 
and modern appearance. 








in demand 4 
in value 
in sales 
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Kewanee - Ross, discussed effective 
ways of marketing the Kewanee-Iron 
Fireman boiler-burner unit, fired with 
a.horizontal rotary burner, which was 
announced last Fall. 


Cities Service issues 1953 
Catalog of business Library 


THE 1953 CATALOG of the business 
Library, prepared by Cities Service 
Petroleum, Inc., New York 5, N. Y., 
has been distributed to its dealers, dis- 
tributors and marketing employees. It 
contains a complete list of reference 


publications and sales material main- 
tained in the libraries of each Cities 
Service Regional and Division office 
and which are available to company 
representatives. 

Approximately one-half of the ma- 
terials listed are provided free, the 
others are available at current retail 
prices charged by their publishers, In 
addition, Cities Service offers to locate 
other material for special needs. 

The book is divided into a “Quick 
Reference” list of all publications and 
a second section, which gives a concise 
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FULFLO FILTERS FOR BEST et BURG 





W Because i complete renee of 


all harmful fuel-oil impurities is neces- 
sary for best fuel oil burner performante. 


True depth filtration. by | the _FULFLO 
FILTER repeatedly cleans fuel oil ‘again | 
and again during a single rapid flow 
through the Honeycomb Filter Tube— 
not merely a surface filtration. 


Hundreds of individual films of napped 
cotton fibers filter every drop of oil 
many, many times through the full depth 
of FULFLO’s Honeycomb Filter Tube. 


TRUE DEPTH FILTRATION BY HONEYCOMB FILTER TUBES 


Fi | 
REG. U S. PAT. OFF. 





COMMERCIAL FILTERS CORPORATION 


2 MAIN STREET, 
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MELROSE 76, MASSACHUSETTS 





description of the contents of each. 
Some of the subject classifications are: 
“How to attract and please Custom- 
ers”; “Improving business Manag:- 
ment”; “Courses, Texts and Films” 
and “Duties and Deevlopment.” The 
“Handbook of Oil Burning,” pub- 
lished by Oil-Heat Institute of Amer- 


ica, is one of the texts included. 


Milcor publishes its 
Master Catalog No. 500 


A 72-PAGE HANDBOOK encompassing 
the complete Milcor line of sheet metal 
products is being made available to 
dealers by Inland Steel Products Co., 
Milwaukee, Wisc. 

The Milcor Master Catalog No. 
500 is divided into three product sec- 
tions and indexed alphabetically by 


’ sections for convenient reference, All 


the products are fully illustrated and 
identified. The book also provides ship- 
ping weights, sizes and gauges, appli- 
cation instructions, plus general help- 
ful data. 

The section on heating and venti- 
lating materials includes furnace pipe 
and accessories; wall stack and fittings; 
forced air pipe and fittings; extended 
plenum system; 4-inch pipe system; 
perimeter heating system, in addition 
to registers, intakes and furnace ac’ 
cessories, revolving and gravity ven- 
tilators and louver ventilators. 

The Milcor Master Catalog has been 
designed for hard use and ease of han- 
dling by the dealer. The cover is 
printed in three colors on heavy stock 
and laminated for extra wear. Its plas- 
tic binding permits it to lie flat on 
counter or desk for easy reference. 


Homeowner’s record Book 
is revised and condensed 


PUBLICATION of the second edition of 
Recordabode, the homeowner's record 
book, has been announced. The book 
was created as a practical promotion 
medium for oilheating dealers to pre- 
sent to their customers who have put’ 
chased their own homes, and particu’ 
larly a new home. The book provides 
him with a single volume to keep vital 
home records, 

This edition of Recordabode as 
been redesigned to contain only such 
data as the average homeowner would 
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ALL RACKED UP FOR A PERFECT BREAK ! 


No need to be behind the eight ball because 
direct-factory or cut-rate competition is 
taking the play away from you in your own 
territory. Do business with Perfection . . 
and know your territory and profits will 
be protected. 


Perfection gives you a solid shot at your 
market because Perfection gas or oil-fired 
furnaces are all competitively priced and 
include the only real exclusives in the heat- 


Completely New! 
LO-HI-BOY Model F-605 Oil- 
fired furnace. 


Less than 61 inches high. Easily 
converted to gas. Gun-type burner. 
Matching Summer Cooling Unit. 








*Patents Pending 





ing business. The amazing Regulaire* 
control and the fuel-saving 3-stage fire 
provide you with the clinchers that make 
selling a lot easier. 


Then, Perfection backs you with the solid 
stability that comes from 65 years of doing 
business. If you’re a jobber or dealer who 
is looking for a better break, write 
Perfection Stove Company, 7398-C Platt 
Avenue, Cleveland 4, Ohio. 





Perfection’s 
3 point 
platform 
for 


INTEGRITY dealers 


65 YEARS OF FINE PRODUCTS 


Rertetion 














oy .. YEAR AFTER YEAR 
mm S§5% OF ALL NEW OIL BURNERS 
O ARE EQUIPPED WITH... 


WAPOA IGNITION ELECTRODES 





For many years DIELECTRIC ignition assemblies have been the overwhelming choice for 












\ 


\ DIELECTRIC 


PRODUCTS CO., Inc., 125 Virginia Ave., Jersey City 5, NJ. 
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be interested in compiling. Included in 
the contents are sections for taxes, in- 
surance, improvements and _ utilities, 
the latter including fuel costs, and 14 
other sections. 

The book is full 8'4y” x 11” sheet 
size, available in red, green or brown 
cover, has 32 pages and 18 separate 
features. Space is provided for keep- 
ing records from 20 to 30 years, The 
dealer’s name and address is imprinted 
on the cover of the book, and, if de- 
sired, inserts may be made in the front 
or adjacent to any section. 

Recordabode is sold on a quantity 
basis to selected sponsors so that its 
cost unit cost is kept reasonably low. 
Sample copies are 50¢ each, obtainable 
from Jackson Publication, Inc., 305 
East 46th St., New York 17, N. Y. 


C. A. Olsen publishes 


Catalog on Luxaire Line 


C. A. OLSEN MFG, CO., Elyria, Ohio, 
manufacturer of Luxaire heating and 
air conditioning units, has published 
catalog No. 178, on its gravity fur- 
naces and air conditioning units, both 
oil and gas fired. 

The pamphlet is well illustrated 
with cutaway drawings and detailed 
diagram of the Luxaire line. 

Pertinent information about each 
unit accompanies each item, On the 
back cover of the pamphlet are ratings 
and specifications for each series. 
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shapes, all UNDERWRITERS’ approved. 


electrode layouts for any burner hookup. 










new burners or as replacements. They’re ahead for 5 big reasons: 


BETTER SERVICE ON NEW DESIGNS * QUICK DELIVERY OF STANDARD PARTS 
AUTOMATIC PRECISION PRODUCTION * HUNDREDS OF STYLES * LOW PRICES 


DIELECTRIC electrodes are the finest available in standard types and in special sizes anc! 


DIELECTRIC also makes high tension cable assemblies and bus bars for transformer and 


Go DIELECTRIC and you'll never again settle for lesser 
quality or service. 

















a \\ 
Readers’ Problems 


Q. Please help clear up an argument 
with a good fueloil customer. His pres- 
sure burner, rated at about 2.0 gph 
maximum, equipped with a 1/6 hp 
motor, and firing a warm-air furnace 

. . gave bad flame pulsation. We 
switched to a bigger blower, having 
greater blade width by 3%” that is, and 
ended the trouble. Can the bigger 
blower overload his motor? 

O. H. S., Washington, D. C. 

A. No, the blower having blades 
3%,” wider certainly will not overload 
the 1/6 hp oilburner motor. The in- 
crease in motor load truly is zero or 
negligible. Such a burner has a greatly 
oversize motor to start out, for certain 
pressure burners than can fire up to 
7.0 gph have 1/6 hp motors. 


Q. Four years ago we installed a 
3.0 gph burner in a six-family apart- 
ment house. Load is 1200 ft. standing 
steam radiation and an eight gpm 
tankless. A special big-building out- 
side weather control system times the 


burner “on” and “off” periods to 


match the outside temperatures, etc. 
The steam mains and 51 radiators all 
are air-vented especially well, 


For two years this job ran perfectly, 
the owner stating the heat was proper 
for the first time, All of this, of course, 
wds music to our ears. 

The winter before last the owner 
decided to add an apartment in the 
basement. In so doing he had five hot 
water radiators installed and the heat- 
ing man connected them to the mani- 
fold which we had installed for the 
tankless. He installed a thermostat, 
flow valve, and one-inch circulator. 

The first we knew about all this was 
when we received a call stating the 
top floor apartments were not getting 
any heat. We set up the “on” time 
of the outside temperature control 
system. Since then we are forever 
setting and resetting the control. On 
mild days we are called because it is 
too hot. We adjust for this. It turns 
cold, and we get a call to re-adjust. 

I've told the owner the additional 
radiators are the cause of all the 
trouble in that when the clock starts 
the burner for an “on” cycle the new 
circulator often happens to start and 
pumps cool water into the boiler from 
the five radiators, thereby killing the 
steaming. Before the boiler has had 
time to recover and start steaming, ‘he 
clock has completed its ‘‘on” period 
and it stops the burner. 

The heating man who installed the 
radiators in the basement apartment 
says there is no reason why the ob 
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BETTER FUTURE 


your best bet j. 
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Heat-Resisting 
Stainless Stee] 








They Outsell 
Because 
They Excel 


In every way, Panelox combustion chambers 
are your best bet for conversion from coal to oil. 
They greatly increase heating area of the heat 
exchanger; provide faster heat transfer, better 
heating performance, cleaner combustion; elim- 
inate override for more uniform control; save fuel. 


Panelox chambers are easy to install—inter- 
locking panels slide together without tools. 
They save freight—weigh just a fraction of other 
types. No breakage in shipment or handling. 
Easy to stock—panels nest together in compact 
cartons. Sizes for every shape of installation. 


NOTE: Proper installation is 
important. Old refractory or 
fire brick must be removed. 
There must be absolutely no 
insulation or backfill between 
Panelox chamber and heat 
exchanger or furnace casing. 


\\ Interlocking panels— 
\\ quadruple thick at 
)}) seams for extra 
il || // strength and rigidity. 
individual panels slide to- 
gether to fit a wide range 
of chamber dimensions. 
Heat from Panelox is absorbed 
: XH directly into walls of heat 
Write today for . exchanger for fast heat trans- 
full details, sizes, prices! fer, maximum efficiency. 


STEFCO STEEL COMPANY [ULeReUa Lo each, 


Heating Equipment Div. + Michigan City, Ind. 


LeLOIl ¢ | 
oilheat, 
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should not run as it always did. 

Can you suggest anything to help 
out? I'll do everything I can to 
straighten out this headache for two 
good reasons. First, I want the cus- 
tomer satisfied. Second, I supply the 
oil to heat the building and setting 
up the heat control system jumps up 
the oil consumption and causes com- 
plaints. 

I have wondered if the job could be 
wired to shut off the circulator when 
the outside temperature control indi- 
cates an “on” period for the burner. 




















In the burner business since 1930, 
I still am not qualified to handle a 
situation like this. Reading so many 
of your fine articles on technicalities, 
I figure you might be able to help. 

I told the owner he may have to 
consider a small boiler-burner unit to 
heat the five radiators. Is this the 
wrong advice? 


F, M. J., Boston 


A. First, what you told the owner 
certainly is correct. Using a separate 
room thermostat for the new apart- 










































spray angle. 


a high percentage of jobs. 


accurately controlled. 








How To Cure Pulsation 


Engineers and service men cure a 
great many cases of pulsation with 
a DELAVAN type A (Hollow 
cone) nozzle of the proper size and 


Order Delavan Nozzles with 
Hally Filters Attached 


WRITE FOR CATALOG 148 


They report substantial improvement 
or complete elimination of pulsation on 


DELAVAN Type A 
(Hollow Cone) 
NOZZLE 


are guaranteed for accu- 

racy in rate of flow, spray quality 

and spray angle. Each nozzle is spray tested 
with oil pressure, viscosity and temperature 


DELAVAN 
Dust-Tight 
Nozzle 
Container 


MANUFACTURING CO. 


3009 SIXTH AVE., DES MOINES 33,./OWA 
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proper control of the heat in the res: 
of the building which is heated by; 
steam radiators. At times the circu 
lator runs when the burner is running 
a few minutes to give steam to th 
steam radiators, and at times the circu- 
later remains idle during a “heat on” 
period. 

This may not be agreeable to the 
occupants of the new apartment in 
the basement, since for two years they 
have had the unusual benefit of being 
the only tenants in the building with 
their own personal thermostat, but 
an easy thing to try is to remove or 
disconnect their thermostat. Give them 
heat only on the same basis as the 
other tenants in the building, of 
course permitting them to turn radia- 
tors on and off as the other tenants 
do. If, because of over-radiation, the 
basement is heated too well, use ori- 
fice plates in the turn-off valves of 
each of the five hot water radiators 
to reduce their heat output. No mat- 
ter which method you use, balance 
the system so that the burner “on- 
off” cycling that heats the original 
six apartments properly serves as well 
for the new apartment in the base- 
ment. Wire the circulator to start 
during the heating season when the 
outside temperature control indicates 
the burner should be running to pro- 
vide heat. Don’t have the circulator 
run when the burner runs to heat 
water, when the burner is started by 
the boiler temperature control. If 
feasible on this job, set up the boiler 
temperature control to the point at 
which the boiler remains extremely 
hot without steaming. Set this control 
at perhaps 200° in winter. 

Because the load on the boiler has 
been increased, you may have to fire 
harder. With the circulator wired as 
suggested above, the usual short “on” 
period for heating must provide 
enough steam for proper heating of 
all the radiators in the building. If 


firing hard enough for this will 1 sult 
in a wastefully high stack tempera’ 
ture, then the boiler now is overloaded 
as a result of installing the five ew 
radiators. 

Your idea of keeping the circulitor 
idle when the steam radiators should 


a oi 
be heated is excellent and can be 


ment in the basement interferes with 





























THE IRON FIREMAN 


You can cover 
the whole oil field 
with lron Fireman 


You are really “set” with the Iron Fireman 
line. Furnaces range from 52,000 to 270,000 
Btu. output rating; from lower cost gravity 
models to complete winter air conditioners. 

Boilers range from 100,000 to 270,000 Btu. 
at boiler outlet, with large capacity coils for 
household hot water,- if desired. They are 
exceptionally fast heaters. 

Iron Fireman oil boilers and furnaces are 
trim, sleek, handsome—a credit to any home. 

Iron Fireman Vortex oil burners, with whirl- 





Most complete franchise in the 


1. The unique features and outstanding fuel 
economy that are built into the Iron Fireman 
Vortex oil burner make it easy to sell. 


2. The Iron Fireman trademark, with 27 years 
of continuous national advertising and user 
satisfaction behind it, gives all Iron Fireman 
equipment exceptional salability. 


3. Iron Fireman has a complete line of resi- 





ing radiant fire at grate line level, are out- 
standingly efficient and economical conversion 
burners, as thousands of users will testify. 


Tops in customer satisfaction 


A source of satisfaction to users and dealers 
alike is the complete dependability of Iron 
Fireman equipment. Trouble-free comfort in 
the home translates itself into profitable 
business for you. 


Loaded with strong selling points 


The Iron Fireman oil fire is different. It has a 
whirling, bowl shaped flame which blankets 
every inch of the primary heating surfaces 
with rich, penetrating, radiant heat. This 
means more heat. from every drop of oil. The 
flame reaches top efficiency in a few seconds, 
making Iron Fireman furnaces, boilers and 
conversion burners very responsive to ther- 
mostat control and ideal for “fast cycling.” 


entire automatic heating field 


dential, commercial, and industrial oil burning 
equipment. 


4. There’s automatic equipment . . . a full 


line . . . for gas and coal too. 


5. Iron Fireman dealers receive strong com- 
pany backing which includes local advertising, 
merchandising, sales training, and engineer- 
ing assistance. 








Excellent territories available. Write for information to Iron Fireman 
Manufacturing Company, 3084 West 106th Street, Cleveland 11, Ohio 
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tried easily and inexpensively. By 
all means, try out the idea! Simply 
have an electrician install a special 
“normally-closed relay.” This has a 
solenoid coil which is wired in parallel 
with the burner motor, and a set of 
contacts that remain open when the 
burner motor is running and the sole- 
noid coil thus is energized. The con- 
tacts are wired to the circulator cir- 
cuit. Again, use an exceptionally high 
setting for the temperature control on 
the boiler, for at the start of a “heat 
on” period the boiler temperature 
should always be nearly the same, 
whether or not the circulator ran a 
few minutes before the “heat on” 
period. There’s one drawback to your 
idea, however. On coldest mornings 
when the burner runs nearly continu- 
ously to provide steam for the steam 
radiators, there’ll be no heat for the 
basement apartment! 

You are correct about the advisa- 
bility of installing a separate oil boiler 
just to heat the basement apartments. 
You are correct, that is, on the basis 
that seemingly the owner was willing 
to commit himself to providing a 
separate room thermostat for this new 
apartment, and may have been taking 
a chance of overloading his old boiler 
as well. If actually the original boiler 
now is overloaded, on the basis that 
it now gives extremely high stack 
temperatures when fired hard enough 
to carry the total, increased load, then 
the additional boiler for the basement 
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radiators should be installed. 

With the trouble regarding heat 
control ended, the fuel consumption 
will be higher than it was originally. 
The boiler efficiency may be lower 
because of the increased load, and in 
any event the five new radiators can’t 
be heated for-free! 

The heating man is wrong in his 
statement. Obviously the job is not 
running as it always did. The boiler 
has an additional load of a different 
type than a steam radiation load. This 
new load does interfere with the 
proper operation of the heat control 
system. 


Q. The two hard-working, 60 hp 
boilers that heat this apartment house 
give no trouble of priming, foaming, 
or dancing waterlines in gage glasses. 
Can I conclude from this the water 
is all right, is not doing any damage 
that will result in need to replace fire 
tubes? 


E. G.N., Brooklyn, N. Y. 


A. No! Avoiding priming and 
foaming is one problem. Regular use 
of chemicals to make boiler tubes last 
for years and years is an entirely dif- 
ferent problem. You should get on-the- 
job help from genuine, reputable spe- 
cialists at chemical treatment of boiler 
water. 

“an «& 

Q. With the automatic feed valve 

of a closed hot-water heating system 


set properly (for the lowest pressure 
that permits venting highest radiators 
with system cold) the boiler pressure 
goes up to 30 Ibs. and water spills 
from the relief valve on the boiler, 
when system is heated to only 160° F. 
However, to heat this house, I need 
200° F. What do I do now? I've got 
to end spilling of hot water from relief 
valve every time the system gets hot, 
and resultant feeding of make-up 
water every time system gets cool. 


H. L. H., Montreal, Canada 


A. One of the functions of a closed 
expansion tank is to avoid excessive 
rate of pressure rise in a system when 
the system’s temperature rises. One of 
three things is wrong on this job: (1) 
It has no basement expansion tank, or 
(2) it has an undersize basement ex’ 
pansion tank, or (3) it has an expan- 
sion tank of the proper size, but the 
tank is waterlogged—contains too 
much water and too little air, End 
your trouble by making certain the 
system has an expansion tank of ample- 
capacity for the size of the system, and 
by taking steps to keep the proper 
amount of air in the expansion tank. 

. es 

Q. Which pressure burners do bet: 
ter with twin nozzles than single n0z 
zles. Why? On which jobs should I use 
twin nozzles? 


V.T.O. B., Portland, Cre. 


A. Twin nozzles often are used ‘or 
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. . « » Readers’ Problems 


larger burners, firing harder than 
about 6.0 or 8.0 gph, because low- 
capacity nozzles give better atomization 
and more efficient combustion than 
high-capacity nozzles. On a large job, 
twin nozzles often result in a better 
spray pattern, and better mixing of 
oil and air, than come of using a single 
nozzle. Simply try two nozzles on one 
of your larger installations and find 
out if the flame is improved, Take 
tests of stack temperature, COs, and 
smoke readings—using first one noz- 
zle, then two nozzles. Such tests really 
are needed to tell you if, on a particu- 
lar job, switching from one nozzle to 
twin nozzles improves the flame and 
the efficiency. 


Q. Intalling furnaces, I've heard 
lots about balancing forced-air systems, 
but never did it. How do you balance 
a new job? 


T. N. A., Minneapolis 


A. First, use an air-flow instrument 
at every supply and return register to 
help you adjust the balancing dampers 
so that you obtain at every register the 


air velocity the designer of the system 
aimed for. To be thorough, second, 
leave a thermometer in each room. Re- 
turn in a day or so and read the ther- 
mometers. If any room is overheated or 
underheated, with the help of your air- 
flow instrument reduce or increase the 
flow of warm air into the room by the 
proper amount and so arrive at proper 
heating of every room. 


Q. We have learned that regarding 
preparation of feature articles and 
Do’s and Don'ts for operators of com- 
mercial-industrial burners, you've been 
collecting data on the results of mis- 
takes made by servicemen and boiler 
room attendants. Can you please list 
for us the worst things you encoun- 
tered? We want to instruct our burner 
users and servicemen not to do those 
things. We've got in mind small, me- 
dium, and large horizontal rotary cup 
burners firing heating plant boilers. 
Using Nos. 5 and 6 oils, of course. 

S. P. C., Chicago 

A. Crime #1 consisted of a service- 
man’s arriving on a job following a 
novheat call, deciding to give heat in- 


stantly by putting jumpers around al! 


the controls, and firing a steatfboiler 


without any water in it. This simply 
cannot be over-emphasized: Before fir: 
ing any boiler, make doubly certain 
the boiler contains the proper amount 
of water! 

Crime #2 was intentional, but the 
culprit remains unpunished because :t 
can’t be proved that he committed the 
crime. Informed he was fired because 
of troublemaking, according to what 
we are told this watch engineer in a 
hotel did two things the last few hours 
he worked alone in the boiler room. 
First, he switched the two wires of a 
low-water control to one terminal of 
the control, in effect putting a jumper 
around the switch of the low-water 
control so that its circuit could not 
open, Second, he tight-closed the gage- 
glass valves of the three boilers with 
the gage glasses half full of water. 
This was during cold weather. The 
boilers were given make-up water 
manually and seldom needed water, 
therefore the watch engineer who took 
over after the culprit left kept the 
burners going and merely glanced at 
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e A practical, accurate air velocity meter for heating, air conditioning, and 
ventilating work. Indispensable for measuring grille velocities and air 
deliveries from registers and grilles; for balancing forced air heating 
systems, and for checking air distribution of all kinds of ventilating systems. 


e Accurate velocity readings, automatically averaged over a 3” dia. 
free area, instantly indicated in feet per minute. 


@ Extension handle facilitates positioning of instrument away from the 
observer for readings in hard-to-reach locations, or where the observer's 
body would interfere with the normal air movement. 


@ Unique scale lock makes possible to retain scale reading when desired 
until the lock is released—an indispensable feature where extension 
rod is used to position instrument away from the observer. 


Leather case is furnished as standard equipment for added protection 


when the instrument is not in use and for convenience when carrying 
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with Forced air heating systems 


The buying public is year round air conditioning conscious—so now 
is your big opportunity to cash-in on this growing market for combi- 
nation cooling and heating systems. 


With the new, Moncrief year-round Air Conditioner, cooling in summer 
and heating in winter is now out of the ‘'too-expensive-to-have"’ 
luxury class. 


Moncrief Year-Round air conditioning now fits into the plans of prac- 
tically any type or size of home. Only a small amount of additional 
space is required for the Summer Air Conditioner which is installed 
alongside the heating unit. Also—no special duct work other than 
that installed for the heating unit is required in most sections of the 
country. Installation requires only electrical and water connections. 


The Moncrief Cooling Unit also opens another big market to you, 
in existing houses. You can add it to existing forced air heating 
systems using the present duct and register system, and thereby 
make summer air conditioning available to thousands of prospects, 
et a nice profit to yourself. 
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the gage glasses on the boilers. In fact, 
13 hours went by before the extensive 
damage was done to the boilers. Now 
each boiler has its own low-water con- 
trol. Reporting for work, the first thing 
each water engineer does is open the 
blow-off valve of each low-water con- 
trol to make certain this cuts off the 
burners firing the particular boiler. 
You figure out what would give com- 
plete protection against such sabotage! 

Crime #3 consisted of starting an 
automatic burner with its firebox oil- 
soaked and full of oil vapor. The apart- 





ment house superintendent who did 
this knew there was burner trouble, 
but simply started the sick burner 
without first opening the firing door. 
Two rules apply. First, make certain 
there’s no oil vapor in a boiler, before 
you try to start it. Second, even with 
no oil vapor in the firebox, keep open 
a boiler door when you start up a 
burner that’s been acting up in any 
way. 

Crime #4 was putting a brand-new 
steam boiler to work without first 
cleaning dirt and oil from its water- 





$22 + 3 HOURS LABOR 


will transform the dirtiest, poorest oil fired heating plant into a 
sootless job with unbelievably high CO, and drastically lower stack 
temperature, or your money back! Even brand new installations can 
be materially improved in a majority of cases. 

Full, easy-to-follow instructions are furnished with each product. 
There are no complicated adjustments, no special tools required. Not 
a single thing that can get out of adjust- 
ment and cause service calls. 

You will be amazed to see with your 
own eyes old “dogs” of jobs that have 
been terribly inefficient start working in 
a manner you would have thought im- 
possible. 

It’s done with the revolutionary simpli- 
fied 1-piece MIX-MOR combustion head 
working in conjunction with the Heat- 
Lock, Therm-O-Glo and specified nozzle. 

Seeing is believing—see it work with 
your own eyes. Order a sample kit today at introductory price of $22 
with the understanding you can return them within 30 days for a full 
refund if not more than satisfied. After you’ve convinced yourself 
we'll show you how to increase your new equipment sales and keep 
busy all spring and summer profitably . . . very profitably. 


NATIONAL FUEL CONSERVATION CO., INC. 


P. O. Box 750, White Plains, N. Y. 
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ways using the proper chemical treat- 
ment. The boiler primed and foamed 
because it needed chemical cleaning 
and water treatment, but the oilburner 
specialists who had installed it paid no 
attention to the priming and foam- 
ing. Within five months, a complete 
set of new boiler tubes were needed. 

Crime #5 had to do with failure 
to provide a new boiler with pressure- 
relief safety valves of proper capacity 
for the horsepower rating of the boiler, 
and failure to pressure-test the in- 
stalled relief valves twice a year or so. 
Make certain the relief valves on a 
steam boiler are of adequate capacity. 
At least twice a year, raise enough 
steam pressure to open all the valves 
by steam pressure. Thus determine 
that at times of excessive steam pres 
sure all the valves will open. 

Crime #6 couples Crime #5 with 
the folly of depending entirely on one 
steam pressure control, The failure of 
a pressure control, beat-up because of 
neglect and used for more than ten 
years, resulted in excessive steam pres’ 
sure. A rule applies to this. Where one 
control starts and stops a burner hun- 
dreds of times a day, don’t depend en 
tirely on that control. If great trouble 
might result from failure of the con- 
trol, install a second control as a safe- 
guard, A burner started and stopped 
all day by a steam pressure contro] set 
for ten pounds pressure needs a second 
steam pressure control set slightly 
higher and wired in series with the first 
control. 

Crime #7 involved a janitor’s 
se 


i 


failure to stop an apartment ho 
burner although the refractory ma’ 
terial inside the front plate of the 
burner had failed completely, causing 
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the front plate to become red-hot. 

Oil drips from a burner and failure 
to end them or provide a drip pan for 
them was the cause of the trouble in 
the case of Crime #8. A steady drip 
of No. 5 oil for six years oil-soaked a 
great area of the basement floor, par- 
ticularly in front of the boiler where 
the floor naturally was hot. If you 
don’t find it feasible or practical to end 
dripping of oil from a burner, put a 
pan under it! Empty it and clean it up 
at least once a week! 

Crime #9 lay in starting up a burn- 
er for the first time on a chilly morn- 
ing, and just standing there permitting 
it to run although there was no sign 
of its lighting. The safety control 
would have stopped the burner in 90 
seconds, on this job. But in about 60 
seconds the ignition system came to 
life and ignited the oil vapor that had 
collected in the firebox. The building 
superintendent had not bothered to 
open the firing door of the boiler, so 
it opened quite violently! 

A boiler room needs outside air! 
That relates to Crime #10. To elimi- 


dependable — 
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tion for convenient 
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nate cold drafts in his boiler room, this 
superintendent made certain all its 
windows and doors closed air-tight, 
even weatherstripping the windows. 
The 75 gph oil fires naturally smoked 
and pulsated for lack of air from out- 
side, to make up for the air drawn into 
the fireboxes. Some safety authorities 
say that for every one square foot of 
chimney area needed by the boilers 
(on a basis of natural-draft chimneys) 
a boiler room needs two square feet of 
open area to permit outside air to en- 
ter it. Less outside-air area than that 
actually works out well for many boil- 
er rooms because, for one thing, their 
doors, windows, and walls are not air- 
tight. Still, always remember that a 
boiler room needs outside air. 

Don’t start up a burner without 
first looking in the boiler to see if its 
combustion space is full of oil vapor! 

Don’t start a burner if the firebox 
is oil-soaked! 

When starting a burner that’s in 
questionable condition do two things. 
First, open the firebox door wide. Sec- 
ond, keep your hand on the switch. 


Don’t let the burner run and run, if 


atomized oil sprays into the firebox bu: 
does not light! 

Before firing a boiler, make doubly 
sure there’s sufficient water in it. With 
the boiler in use, make certain its 
waterline remains all right. In other 
words, take the most effective steps to 
avoid damaging a boiler because of low 
water. 

Turn off a burner quickly, if the 
flame smokes because excessive oil finds 
its way into the firebox, Turn it off 
quickly if there’s plus or positive pres- 
sure over-fire, as shown by flame or 
smoke escaping into the boiler room 
through cracks around a firing door or 
flame observation door. 


Q. I've got to adjust the automatic 
feed valve of a closed hot-water heat- 
ing system. In this three-story house, 
at what pressure should this valve open 
and feed water to the boiler? 

H. L. H., Montreal, Canada 

A. Set the valve for pressure just 
high enough to permit you to vent all 
the air from the highest radiators in the 
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WINTERGLO 


Oil Fired 
WINTER AIR CONDITIONER 


by American-Standard 





@ Engineered exclusively for oil firing, the Winterglo is designed to meet 
the exacting needs of budget-conscious owners of small homes, speculative 
builders, and economy-minded operators of apartments with individually 
heated units. This fully automatic winter air conditioner offers such buyers 
all anyone could ask for in heating efficiency, trouble-free performance, and 
low-cost operation. 

Made in two sizes, 85,000 and 105,000 Btu output per hour at bonnet, the 
Winterglo is listed for closet installation by Underwriters’ Laboratories and 
approved for less than standard clearance. It is just right for homes or apart- 
ments where first floor installation is required. It fits perfectly into alcoves, 
halls, areaways, and utility rooms. 

Factory-assembled and pre-wired, the Winterglo can be installed in a 
fraction of the time usually required for a job of this type. It weighs only 
slightly more than the average refrigerator or similar appliance and can be 


easily carried through standard doorways. 
4 
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THROUGH AND THROUGH 


The Winterglo is in every detail 
a top quality product. It features the 
same precision engineering, sturdy 
construction, and must pass the same 
rigid tests as the larger American- 
Standard units. 
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For further information about the Winterglo 
and other winter air conditioners in the 
broad American-Standard line, contact your 


distri butor. 


AMERICAN-STANDARD 


AMERICAN BLOWER 


By any measure of com- 
parison, the Winterglo is 
a big value... for you... 
for your customer. For ex- 
ample, its features include 
a heating element of heavy 
gauge steel; correctly pro- 


portioned combustion 
chamber of high-tempera- 
ture steel; leakproof welded 
seams; double inlet type 
blower; and quiet, constant 
duty type motor. The oil 
burner is a special flange 


A winner by any comparison 
FEATURE FOR FEATURE ... DOLLAR FOR DOLLAR 


model of the Arcoflame by 
American-Standard, which 
is available as a completely 
coordinated part of the unit. 
However, the Winterglo 
can be used with any suit- 
able oil burner. 


American Radiator & Standard Sanitary Corp., P. O. Box 1226, Pittsburgh 30, Pa. 


American-Stardard 
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. . . » Readers’ Problems 





system. With the burner turned off and 
the system cool, drain just enough 
water from the boiler to.cause the feed 
valve to open and give make-up water 
to the system, Then open a vent valve 
of one of the highest radiators. Water 
should trickle out slowly. Don’t set 
the feed valve for excessive initial pres- 
sure—for pressure much higher than is 
needed to permit air-ridding of highest 
radiators. 
x xk * 

Q. Our drawing shows a firebox 
30” wide, 28” long, fired at 15 gph by 
a light-oil burner, and having a high 
back wall carefully designed and 
stepped-in over the flame. Never hav- 
ing installed as big a burner, we’ve run 
into trouble we can not understand. 
We judge however from your helpful 
questions and answers on many diverse 
aspects of oilheating that you can help 
us with the trouble. 

The troubles are two. First, the back 
wall of this firebox overheats greatly, 
ruining the brick of excellent quality, 
when the burner runs steadily for six 
hours on coldest mornings. Second 
trouble: at times carbon forms in 


LOVEJOY = 


FLEXIBLE COUPLINGS 


























troublesome amounts in this firebox. 

One of our men suggested building 
the firebrick checkerboard wall, shown 
in the drawing, about two-thirds down 
the length of the firebox. He thinks 
this will (a) keep some of the heat off 
the back wall of the firebox, thus cool 
and preserve the back wall, and (b) 
prevent some of the oil particles from 
peppering the back wall and forming 
carbon on it. Is this a good idea to try 
out on this job? 


T. K. L., Brooklyn 





A. The firebox is too short for the 
15 gph flame. That's the cause of the 
trouble. Moreover, this firebox should 
have a plain, vertical back wall, fo: 
the corbel or step-in design now use« 
in effect reduces its length and in 
creases the overheating and carbon for 
mation trouble, If possible, make the 
firebox longer. We suggest a length o! 
41” as the bottom drawing shows. Use 
no corbel or step-in design for the 
back wall, especially if you can not 
make the firebox as long as 41”, and 
make the back wall no higher than the 
side walls. 

No good could come of trying out 
the checkerboard wall suggested by 
your man. This would have the effect 
of reducing the length of a firebox that 
is considerably too short to begin with. 


* * * 


Q. Servicing and installing pressure 
and -rotary burners for years, now I 
have been called to service vaporizing 
burners. But one thing I don’t under- 
stand is the continuous fan of such a 
burner. What is wrong when the fan 
or blower used for mechanical draft 








(/ HomEase is the Burner that ’ 


offers you the Exclusive 
FLAME-IZER . «high CO2 flame- 


fitting toethe individual fire-box, quickly, easily! 


FIRE-STAT ..- More starting air—thus 


less sooting and smoking on cold starts! 


MORE SALES... 
GREATER PROFITS 


easily! 


Build smooth, quiet operation, efficient performance, 
and enduring service life into your fans, blowers, and 
pumps with LOVEJOY Flexible Couplings. Quickly 
installed. Easily serviced. Ideal for close-quarter 
applications. Special rubber center increases flexibility 
- - » dampens out noise and vibration. Most manu- 
facturers supply blowers with Lovejoy jaws on blower 
s at no extra cost. 


© Investigate today. Send for literature on com- 
plete line of Lovejoy Double Flex Flexible Couplings. 


Also Mfrs. of Lovejoy Universal Joints and Lovejoy 
Variable Speed Transmissions. 


LOVEJOY FLEXIBLE COUPLING CO. 














OUR REPRESENTATIVES 
te vot 


5012 W. Lake St. : ® 
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SPENCER 
alto offers Design Dwidends- 
IN RESIDENTIAL BOILERS! 


Unique warp-proof door frames—no gas leakage, since 
these door frames are precision-ground and extensions of 
the water walls. 


Exclusive peaked fireboxes-—clean, smokeless, efficient, 
because of extra-high combustion chamber. 


Special staggered boiler tubes — more rapid water cir- 
culation, quicker heat absorption. 





“C" SERIES: 9 sizes—from 700 to 


: 3,000 sq. ft., steam. Available with 
Interchangeable base panels—front and rear permit cenntead oe quiantiaamaiiie 


quick installation of brickwork. ets and service water coils. 


a SPENCER 


“= QUALITY LINE 








ENC! = 
tee, LYCOMING-SPENCER DIVISION | .s* “R” SERIES: 6 sizes—from 320 to 


1,100 sq. ft., steam. Available with 
CO 








coils. 








beauty jacket and service water 
ieloil 
oilheaty 











. Readers’ Problems 


will not run full speed? What's the 
cause, a bad “air safety switch” or the 
activating mechanism in the constant 
level device? The fan runs full speed 
when tested free of the constant level 
valve or “air safety switch.” By “air 
safety switch” I mean the electric 
switch that’s rear of blower blast tube. 
R. A. G., North Wales, Pa. 

A. If the “air safety switch” is not 
connected in the live line to the blower 
motor (and we doubt that it is), then 
a defect in this switch cannot result 
in low voltage and insufficient speed 
for the blower motor. Regardless of 
that, try a jumper wire to shunt all 
the control devices in the live line to 
the blower motor, when this motor 
should be running full speed. If use 
of the jumper wire speeds up the 
motor, then there’s a weak spot in the 
live line wiring or in one of the con- 
trols in this wiring. Try the jumper 
around each switch, control, and sec- 
tion of wiring. When you shunt the 
weak spot, the motor will run full 
speed. After this method pinpoints the 
defect for you, use suitable means to 

























eliminate the defect. 


Q. Can I adjust vaporizing burners 
correctly by COg test instead of the 
c.c. fuel measuring method? I set them 
to have blue base flames at the top or 
outer ring or near top row of holes. 

R. A. G., North Wales, Pa. 

A. No! You've got to measure the 
oil feed rate to arrive at the correct 
flame size, then make a COs test for 
flame quality. 


Q. To cut the current to the five 
circulators described on p. 108 of your 
February issue and in connection with 
problems of F. Y. T., Fond du Lac, 
why not use a big relay having nor- 
mally-closed contacts’? Instead of the 
relay with normally-open contacts ‘you 
describe? Relay with normally-closed 
contacts would (a) give much less 
chance of relay-hum complaint, and 
(b) use far less current, as it would 
be using current for its solenoid coil 
only when reverse-acting boiler tem- 
perature control is telling relay to keep 
the circulators idle. 


O. W., Cedar Rapids, Ia. 


A. You are 100% correct, of 
course, about the two advantages your 
idea provides. The second is especially 
important. But the same relay design 
and construction provides much great- 
er capacity for normally-open contacts 
than normally-closed contacts. Hence 
obtaining easily and quickly a relay of 
the type you describe, suitable for this 
job, may not be possible. 


Q. Can't 
humidity controls, similar to room 
thermostats, be sold to owners of 
forced-air furnaces equipped with 
humidifiers not now controlled auto 


thousands of electri 


matically? 
L. S. R., Elyria, Ohio 
A. Probably not. Because the hu 
midifiers in the furnaces you have in 
mind have such low capacities that 
properly-set electric humidity controls 
would turn off the humidifiers seldom, 
if ever. Where you install a humidity 
control, install also a high-output 
humidifier that will cause the humidity 
control to turn the humidifier on and 


off. 
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YOUR 

















ONE METER % C Oz 

SIMPLE 3 in 1 TEMPERATURE 

OPERATION DRAFT 
“QUICK . . . ACCURATE . . . SENSITIVE. 


DRY CELL BATTERY POWERED _ 
| PORTABLE... LIGHT WEIGHT ... RUGGED | 
| PERMANENT CALIBRATION IN SERVICE 4 


NEW - TEMPERATURE COMPENSATED 
VECO GAS ANALYSIS CELL 
ELEMENTS SEALED IN GLASS 












Write for literature 


Victory 










Springfield Road, Union, N. J. 





NO OPEN-WIRE FILAMENTS 
NO MESSY CHEMICALS 


Visit Victory at the IRE Show 

MANUFACTURERS OF = 

ANALYSIS CELLS | 
| 
| 


ENGINEERING CORPORATION 
Tel. UNionville 2-7150 


THERMISTORS 


VARISTORS 








ACME ELECTRIC CORP. 


503 WATER ST. 


Acme<@=Floctrid 


TA ANS FORMER SS ® 


CUBA, N. 
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In the great, new International Economy line, you'll 
find more models, more features, more profit possibil- 
ities than ever before! From one dependable source, 
you can furnish your customers with the most modern, 
efficient and economical heating units — whether the 
fuel is oil, gas or coal! 


For more than 110 years, International has specialized 
in home -heating equipment — earned the reputation 
and acceptance that make your selling job easier. 
These completely new International Economy units are 
the finest we’ve ever made — and that’s really saying 
something! But don’t take our word for it — see your 
International Economy distributor — and see for your- 
self! 


NEW ASSEMBLED 


OIL LO-BOYS 


-84 
-96 


MovELs (| 
OL 


Look at these sales-clinching features: 


Completely assembled —easier installation 
Steel pan bottom — no grouting 
Handsome heavy-gauge cabinet 


Available with or without vestibule 


Two assembled sizes —84,000 and 96,000 Btu. output 


Five not-assembled Lo-boys available 
from 96,000 to 224,000 Btu. output 


10-year warranty 


Convertible to Gas 


119 years of heating experience at your service 











CO.UTICAMY. 
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10-YEAR WARRANTY. All International Economy furnaces carry the 
perfect sales- and profit-clincher . . . our 10-YEAR WARRANTY on Heating 
Element, Casing and Combustion Chamber. It’s your customers’ protection 
and assurance of long-time furnace performance. 


See your distributor—or 
write for catalog and details: 


Western Office and Warehouse e 1933 Wentworth Ave., Chicago 16, Hl. 
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(ADVERTISEMENT) 





This Spring 
Offer Your Customers 
MODERN Oil Delivery 


yy STRONG gas competition prevalent and the } 
Identif | threat of it in additional areas, fuel oil companies 
YOUR . | should give primary attention to their present customers. 


sini Too often in the mad scramble for new accounts, we 
ont , | overlook Mrs. Jones and Mr. Smith, who have been loyal 
FREE NAME CARD _ fuel customers for the past three to ten years. 
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HANDSOME / 
® B 
SCULLY GAUGE | 
Easy Reading A 
Leakproof * Dependable si 
cc 
Jamproof Lever Arm In the old days, some of the boys used B 
Simple to Install to get a bang out of barging in.. . pl 
Underwriters’ Approved cane 
We, many times, grant a new customer anything his 
: heart desires while thought of our tried and true old 
ra ne install | accounts is dismissed with, “Oh, don’t worry about 
= ett er or not Charlie Brown. Why, he’s one of the first customers I 
oil is in the tank. got when I started business. He’d never change to any- 
Just use one else for his oil. As for changing to gas—ha, ha ha!” 
"Button-Lift" ee 
_ We contend that when a company thinks in this way, 
it is thinking dangerously. 
MODELS Householders everywhere have shown they want care- 
GA for 2” opening. free automatic home heat. We, then, should be sure that 
GB for 144” opening. oil heat is as automatic in every respect as any competitive 
Specify tank depth — | eee 
94”, 26", 27", 98”, { ea Ing. 
S40, 47. Let’s consider the lady who ha sbeen disturbed as she 
was about to take a bath. She just hasn’t got automatic 
heat by today’s standards, and hasn’t had it during the 
ten years she’s owned that oil burner. ‘i 
Hundreds of fuel oil companies throughout the coun in 
| try have corrected this situation—have given completely hy 
automatic heat to their customers by installing a whistling v 
!' tank fill signal on all their old customers’ fuel tanks. This di 
SCULLY® has: (1) Brought to the customer complete freedom ‘rom . 
Write for thinking of his oil supply or being inconvenienced hy its ), 
TANK prices and delivery or damaging spillage, (2) Placed oil heat on @ co 
GAUGE infeometion par with any competitive heat insofar as the fuel supply of 
TRADE PRICE is concerned, (3) Saved thousands and thousands 0’ dol of 
lars for fuel oil companies by making possible fast, ‘ime’ ic 
saving deliveries in complete safety. ‘ 
e 
For easy installation of VENTALARM Signa's on 
[| | old customers’ tanks, the Scully Signal Company as a 
, _ developed a special “LC” model. They'll be gla to is 


| send full details otional literature for vour 
SEE YOUR REGULAR SUPPLY HOUSE i a ail Ad 


Mid. by SCULLY SIGNAL CO., First St., Cambridge 41, Mass. 


EMPIRE BRASS MFG. CO., LTD. 
London Ontario 













Canadian 
Licensee 


The Makers of 
/ENTALARM Signal 





























New Prod ucts 


Each New Products item has an 
identif ying number. If you want more 
information on any equipment listed 
here, circle the corresponding number 
on the reply card appearing on the 
facing page and mail to us. No post- 
age is required. 






Buckeye designs full-flow, 
three-purpose coupling Valve 


A THREE-PURPOSE coupling valve de- 
signed for full-flow with quicker, safer 
connections has been introduced by 
Buckeye. Called the self-sealing cou- 
pling valve, it was developed for use 


an 
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in aircraft refueling, for bottom-load- 
v ing of tank trucks and for use with 
y hydrant systems, It handles 600 gpm 
: at 50 lb. line pressure, with pressure 
si drop through valve and adaptor of 
ts 5.25 Psi, It can be connected and dis- 
a connected under pressure without loss 
y of fuel, requires no auxiliary valves, 
7 Opens automatically when connected 
and closes automatically when discon- 
nected 
. Adaptors for all three applications 
AS 
are available. The self-sealing coupling 






valve is available in a 2%” size with 





















21%” or 3” inlet. Valve can be com- 
pletely assembled or disassembled in a 
matter of minutes with only a screw 
driver. 

Made by: Buckeye Iron © Brass 
Works, Dayton, O. 
Circle | 31 on card 


Four-in-one slide Rule 
for heating Calculations 


A FOUR-IN-ONE slide rule calculator 
has been developed for use by heat- 
ing men and engineers to facilitate 
figuring these four factors: 

Converting Btu heat loss to its 
equivalent in radiation, duct size and 
cfm of air; gas consumption in cubic 
ft. per hour through meters using 
VY, 1,2 and 5 ft. dials; calculating flue 
sizes and chimney liners; regular slide- 
rule scales for multiplying and 
dividing. 

Made by: Calculator Specialties 
Co., 122 South Michigan Ave., 
Chicago, Ill. 

Circle | 32 on card 


Harvey-Whipple WLC Furnace 


offered in two oilfired Sizes 


A CONVERTIBLE FURNACE, designated 
the Master Kraft Model WLC, is an 
oilfired model available in two sizes, 
75,000 and 90,000 Btu/hr at the bon- 
net. The packaged unit is shipped 85% 
assembled, needing only the installation 
of the combustion chamber, controls 
and flange-type Masetr Kraft Model 
R burner to complete the assembly. 
The furnace is enclosed in a round- 
cornered, 22-gauge steel jacket. Its 
large heat exchanger is 12 gauge fur- 























nace steel with refractory combustion 
chamber. Model WLC is described as 
a package at the price of a “knock- 
down” unit. 
Made by: Harvey-Whipple, Inc., 55 
Emery St., Springfield, Mass. 
Circle | 33 on card 





Wayne conversion Burner 
has swing-away Transformer 


THE 0.6 TO 3.0 GPH capacity range of 
a newly-announced Wayne high pres- 
sure atomizing oilburner is intended 
to provide a single burner to handle 
nearly all residential requirements, 
both for conversion jobs or for use in 
package heating systems. 





The burner features a no-drip noz- 
zle adapter for sharp oil cut-off; cast 
aluminum fan housing; swing-away 
transformer; built-in junction box and 


standardized _ electrical 
and fuel unit. 

Made by: Wayne Home Equipment 
Co., Fort Wayne, Ind. 


Circle | 34 on card 


components 


Firetron scanner Type 48PT1 
gives flame failure Safeguard 


FIRETRON SCANNER TYPE 48PT1 pro- 
vides flame failure protection for oil, 
gas, pulverized coal or combination 
fuel burner installations. The equip- 
ment shuts down the burner in the 
event of flame failure, safeguarding 
against the danger of explosion. 

Scanner type 48PT1 is used in con- 
junction with control type 26SJ5 for 
the protection of manually ignited 
burners and with programming con- 
trol type 26RJ8 for the protection of 
automatically fired installations. 

The eye of the scanner is the Fire- 
tron, a photoconductive cell highly 
responsive to infra red. With its asso- 
ciated electronic circuits it distin- 
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. - « « New Products 


guishes between the infra red of a 
flame and that of other sources of 
infra red, The tiny cell is plugged 
into the scanner unit which consists of 
a mounting for the cell and a length 
of cable for electrical connections, The 
single scanner views both the pilot and 
main flames and replaces both flame 
rod and photocell flame detectors. 

Made by: Combustion Control 
Corp., 720 Beacon St., Boston 15, 
Mass. 

Circle | 35 on card 


Daffin Model 550 


is plenum Humidifier 


DAFFIN Model 550 plenum humidifier 
has been designed to fit existing or new 
warm air heating installations and will 
operate with plenum temperatures up 
to 200° F. It has a discharge rate up 
to 3.9 pts. per hour and circulates 85 
cfm of air per minute. The 550 weighs 
12 lbs., is equipped with a fractional 
hp, moisture-proof motor and operates 
on 110 volt, 60 cycle, AC current. 
Standard equipment includes an ad- 
justable float valve, mounting instruc- 
tions with template and electric cord. 








the only FUEL OIL FILTER 


So. _-, ¥ in metal or glass 
| Ni with CHEMISTONE 
filter element 
that guarantees 
customer satisfaction 





The compact, positive discharge 
humidifier draws in warm air through 
its lower section, forces it through an 
atomizing chamber where moisture in 
the form of fine mist is introduced. 
The moisture is absorbed by the heated 
air and is distributed through the duct 
system. 

Other models in the line are the 
Hum-O-Zone, Model H300-B, self- 
contained humidifier with replaceable 
cartridge type water filter, air filter. 
solenoid valve and pressure control 
valve, discharging up to 8 gals. of mois- 
ture per hour and circulating 1280 
cfm of air; Model 500, table model, 
complete with float valve, circulating 


KENT 


You can’t make profits without performance—and 
that’s where KENT shines! Two fans mean high 
vacuum, high air movement . . . low RPM of motor 
means long life. No outside dustbag, no dust passes 
. . low center of gravity, less chance 
of tipping. Convince yourself: it pays to buy a good 





tool! 


Get this attractive, 


through fans . 


Don't decide till you 
see the KENT! 


4920 cu. ft. per hr., output varying 
from 1Y2 to 3 pts. per hr. 

Made by: Daffin Mfg. Co., Keller 
Ave. and Fruitville Pike, Lanc: ster. 
Pa. 

Circle | 36 on card 


Perfection has two Units jor 
year “Round air Conditioning 


PERFECTION STOVE’S new line of vear- 
‘round air conditioning consists «f two 
units having 2- 
and 3-ton capac- 
ities, A hermeti- 
cally - sealed com- 
pressor, evapora- 
tor and condensor 
coils are factory- 
assembled as a 
unit. 

The units have 
their own blowers 
and are controlled 
by means of a 
room cooling thermostat and a finger- 
tip heating-cooling switch, so designed 
that transfer from the heating cycle 
to the cooling cycle is accomplished 
without having to change damper set: 


Double Suction 
FURNACE CLEANER 





sm sales-producing coun- 

ter display that holds 12 
Klemm Fuel Oil Filters—6 with 

glass bowl and 6 with metal bowl. 


Heemm PRODUCTS 


Carries easily — base weighs only 
39 pounds, dirt can only 24 pounds! 





Full information upon request 


KENT 


The KENT Company, Inc. @ 434 Canal St. @ Rome, N. 


CLEAN WITH EQUIPMEN? 


DIVISION OF 
KLEMM AUTOMOTIVE PRODUCTS CO. 
1718 NORTH DAMEN AVENUE * CHICAGO 47, ILLINOIS 


Export Division: Guiterman Co., Inc., 35 S. William St, New York, N.Y 
In Canada: Elgee, lid., 410 Hopewell, Toronto 
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GET ALDRICH 
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operation... 
time of day, any season. 








Cal 


Bi 


C-SERIES 
BOILER-BURNERS 


PERFORMANCE -— With Lasting Economy 


Here’s quick, quiet hot water heating 
you can depend on for economical 
instant hot water any 





DESIGN —For Today's Market 
So compact, so quick and easy to in- 
stall, Aldrich meets your biggest need 
in low-cost housing for savings in 
dollars, space and installation time. 












EASIER TO SELL...EASIERTO 


= othe Gulf Stream PACKAGE 


Fully erected, pre-wired, accessory- 
equipped package. Ready to set in 
place and connect. 


ALDRICH 
team @ Aldrich burners coordinated to 
i} Gulf Stream boilers. 
OFFERS VALUE... 


© For inspection and maintenance, 
readily removable top jacket and 


’ e 
that’s profitable to sell, large opening to combustion chamber, 


practical to buy. 
y ® Minimum temperature change 


* Five sizes with SBI ratings from 440 to regardless of firing conditions. 
1120 square feet of water radiation. ® Designed for standardized 

* Multiple flue tubes baffled for production; to meet ASME code, 
maximum heat extraction. ® Burners U.L. listed. 


Wrife or Wire P.D.@. for full details 


THE (Q D Lil company 
rn Nn il A Subsidiary of Breeze Corporations, Inc, | 
N 


QUALITY — At Quantity Prices 


Money-saving Aldrich steel boiler- 
burners are engineered for instant re- 
sponse to heating requirements... 
peak efficiency in fuel consumption. 


GULF STREAM STANDARD 
Shipped fully erected 
with complete automa- 
tic controls: stack 
switch, thermostat and 
limit control. 


INSTALL... EASIER TO SERVICE... 











HOT WATER HEATER 


Internally galvanized, 
high delivery heaters 
in 5 sizes with output 
from 100 to 255 GPH 
at 100° rise. Instant, 
directly heated, steady 
supply of hot water for 
larger homes, motels, 
and commercial instal- 
lations. 





103 EAST WILLIAM ST. WYOMING, ILLINOIS 








ANOTHER 


BREEZE 
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PRODUCT 
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oil, gas or combination gas-oil ficing, 

Made by: National Heater Co., 

2182 Cleora Avt., St, Paul 4, Minn. 
Circle | 38 on card 


tings or electrical connections, 






The units are completely self-con- 





tained and are enclosed in a finished 






casing. They may be used as a space 








cooler or installed in conjunction with 






Empire “Super Vacuum” 
Cleaner for Boilers 


any of Perfection’s automatic fur- 





naces. Only 26” x 34”, these new cool- 






ing units are available either in white 





THE EMPIRE “Super Vacuum” ‘s in- 
troduced to meet the demand for an 





or silvertone brown baked enamel 


































finishes. 
Made by: Perfection Stove Co., 
7609 Platt Ave., Cleveland 4, O. 
Circle | 37 on card 


all-purpose cleaner for boilers and for 
wet and dry pick-up. It is capable 
of cleaning large and small tubular 
boilers, as well as large sectional boil- 


— , : ae ers. When so used, it is connected 
National direct-fired Units 


: : ' by a flexible steel coupling to a 25Yy 
for commercial heating Use 





gal, heavy-gauge, corrugated, galva- 





\ COMPLETE SERIES of self-contained, nized steel can, fitted with an airtight 
automatically operated, direct-fired of heated air circulation. top. A long, rotary, worm-type brush 
heaters, designed for industrial and Heat exchangers are of welded, one- and suction loosens soot in the boiler 
commercial construction, has been de- piece steel construction. Full chrome- tubes and sucks it into the can for 
veloped by National Heater Co. nickel stainless steel firebox of tear- disposal. Without the auxiliary equip- 
Termed model “H” by the manufac- drop design, streamlined headers and ment, the “Super Vacuum” can be 
turer, the units are available in 12 sizes multiple convector tubes are enclosed used for wet and dry pick-up in 
ranging in output from 200,000. to in heavy insulated casing formed to maintenance work. 

2,000,000 Btu’s. Four-way heat dis heater contour, Design of the heat ex- Powered by a Y%-hp, by-pass motor 
charge heads and floor line return air changers utilizes the direct flame- developing 70” of waterlift vacuum, 
grilles provide working level comfort metal-air principle of heat transfer. the by-pass feature prevents dirt and 
by controlling the direction and extent Units are designed for light oil, heavy water from being sucked into the 
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DRAFT CONTROL <2 


as perfect as possible 


WALKER 











CHECK THESE 9 POINTS OF SUPERIORITY 





































EASE OF < EASE OF 
ADJUSTMENT INSTALLATION 
Turn of pointer on Collar or stub furnish 
calibrated dial instantly ed to provide quick 
selects correct draft attachment | on 
Calibrations correspond ARMCO ALUMIN- 
to specific draft values. IZED ST i 
2 BOX TYPE 7g : ae r 
eat ond ion 
: A a ss PIVOT HINGES resistance 
here’s how Lima Perimeter Diffusers Positive secled bering FACT RY: 
e e e e nickel-plated hinge pins, SET 
assure proper air distribution protect against corro- wunte' 
° ° a li cr anes 
in perimeter heating tion gives long life. et data 
| t — © 
| | } iii ~~ BALANCE INSIDE VIE: 
H | uns rs. , PLATE... A 
1 iy pean es ientifically designed 
Hh — It Must Be Better- sc satan toa og — 
4 SS , To Be So Wi Fy tings to maintain correct 
[b= I —— a ; . ° weed Copied bolance between atmos- insures correct copac- Aluminum casting is ais amend 
Originally developed by Lima and still ihe finest, the Lima Floor Diffuser does the pheric and pressure in- ity for every type of rigid light’ long | for foe flow of © 
complete job. It diffuses a fan-shaped blanket of warm air at reasonably high veloc- edeniiiedes installation. lasting. effecting more co 
ity to stop cold air in critical areas... and... it pulls air from within the NO OTHER DRAFT REGULATOR HAS ALL THESE FEATURES |_‘eovlction. = 
room into circulation without drafts. onne » ok 
" ° ” ” ” ” ” ” ” ” ” ” a I e Ss S € 
Sizes include 2” x 12”, 2” x 14”, 4” x 10”, 4” x 12”, 4” x 14”, Ask your whole. EXCLUSIVE 10 Million § p 
for Themselves 


saler or write direct for literature todgy. 


sold exclusively through heating wholesalers and manufacturers 


The only Use a Walker to help cut str cos 'P 
ith | to 25%. Actual tests prove perform 
— as perfect as possible. Ther: . 


y . nationally a oe calibrated Walker Automatic Draft Regu’ 
ne register company advertised = | dial and for every conventional heating ;“" 




















World's Finest Diffuser and Register Plant to architects | pointer type of pose. Send for complete catalog ' si 
d build i 4 WALKER MANUFACTUR: 
ay. Ware) «| Le) an uilders | adjustment & SALES CORP. — 
1754 Penn St. St. Joseph, Missvutt 
March 
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t& x*ear Round’ 
Conditioner 
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The a For Forced Air 
Heating Systems 
NEW and OLD 


THE LUXAIRE SUMMER 
A ~i AIR CONDITIONER 


. Factory assembled. Attractive— 
compact. 


. Readily connected to existing forced 
air systems. 


The nie’ , , 
4 .... Requires small installation space. 
é: FI ih Complete .... Uses heating system ducts. 


EEE Vir AON Zh . .... Dehumidifies the air as it cools. 
...+ Quiet....Dependable.... 
YEAR ROUND Competitively priced. 


= QUICK....EASY TO INSTALL 


Conditioner 
ie Get the complete details from your Luxaire 
jobber. NOW! It's time to sell Summer 
Air Conditioning NOW! Homebuilders are 


“Aa CO Summer Air Conditioning-minded NOW! 


Summer 
Air 
Conditioner 
2-3-5-7% ton 
Capacities 




















aia For Business Places of All 


Kinds 
Available in 4 Sizes 
Self Contained 
Air 2-3-5 and 7'2 Ton 
Sueenennne Easy to Install Anywhere! 





( OMPANY. .« eEtyria, onto 





IR CONDITIONING UNITS 
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. . . « New Products 


grooves, one bleeding off an appro- 
priate amount of oil for small burners, 
the other a lesser amount for larger 
units. Turning the valve stem 180° 
permits selection of the proper amount 
of bleeding, the 


nozzle size. 


depending 


upon 





power unit since the motor does not 


depend upon exhaust air to keep cool. 
It can be operated for long periods 
overheating and never 
Weight is 


The cleaner is equipped with 3” 


without re 
quires oil or grease. 
lbs. 
hall-bearing, rubber-tired wheels. 


Made by: Empire Chemical Co., | 
Longworth St., Newark, N. J. 


Circle | 39 on card 





Delo Screw Products The pump shaft is supported with 
) bearings on both sides of the pumping 
announces fuel Pump , 
members, while the entire unit has 
4 FUEL PUMP for domestic oilburners small overall dimensions for a stand 


of the pressure atomizing type has ard capacity pump. In addition it is 


been announced by Delo Products. light, weighing only 2 Ibs., 8 oz. 


Its features include quick cut-off for Made by: Delo Screw Products Co.. 


small capacity, as well as larger burn- 38 South Franklin St., Delaware, 
ers. A valve stem under the strainer Ohio. 
cover is provided with two bleed Cirele 1 40 on card 













HOW 
THEY SOLVE 
IGNITION 
PROBLEMS 





2ECIALLY designed to meet the varied needs 
fc 


formers effectively solve the oil-burner ignition 


SI 
E of individual oil-burners, Dongan Trans- 
problem. Standard types with voltages from 
5,000 to 20,000. Special types to meet specific 


requirements. 


Voltages from 5,000 to 20,000. 
A variety of sizes and mountings 





HA 


Dongan Electric Manufacturing Co. 
2981 Franklin Detroit 7, Mich. 
“The Dongan Line Since 1909’’ 


| WRITE FOR 


Literature 





1281 SPRINGFIELD AVE. 





Lima adds wall Diffuser 


for perimeter Heati 


ADDITION OF A 45” wall diffus 


perimeter heating systems usin 


wall or baseboard outlets has be 
nounced by Lima Register. Th 
also can be installed in the 
Immediate delivery is available 
x 6” and 12” x 6” sizes, which { 
a “balancing bell,” eliminating 
rant dampers by putting the 
control in the diffuser itself, O: 
system is balanced, room tempi 
can be regulated at the diffus 
simplified out-of-the-wall install 
the 45” can be used in combi 
with a new WallO-Way sta 
and frame. 


The new series sprays warm 











GO PRODUCTS 


IRVINGTON 11. 
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Why you should 














Gas or Oil-Fired Winter 
Air Conditioners-— 
Hi-Boys 











Gas or Oil-Fired Winter 
Air Conditioners— 
Lo-Boys 











You have greater opportunity for year ’round profits 
as a Chrysler Airtemp Dealer. Check these important 
facts and see why: 


@ Your selling job is easier! 

People have confidence in the fine quality of Chrysler 
Airtemp products. This name is nationally known 
and respected. 


@ National Advertising creates 

prospects for you! 
The benefits of modern heating and air condition- 
ing are told to YOUR prospects by a consistent 
national advertising campaign. This creates a de- 
mand for the Chrysler Airtemp products you sell. 


@ You make EXTRA profits! 

Sell Year "Round Air Conditioning with home heat- 
ing for extra profits. When you sell Chrysler Airtemp 
you're sure it’s the best. This is proven by the 
experience of thousands of satisfied users. 


Get all the facts today about this valuable franchise. 
See why YOU should sell Chrysler Airtemp! Mail 
the coupon today. 


: sell Chrysler Airtemp! 











Chrysler Atrlemp 














Focused-Flame 
Oi] Burners 


Year-’Round 
Air Conditioners 


HEATING - AIR CONDITIONING 
FOR HOME, BUSINESS, INDUSTRY 


AIRTEMP DIVISION OF CHRYSLER CORPORATION 
DAYTON 1, OHIO 





P.O. Box 1037, Dayton 1, Ohio 


Address 


Airtemp Division of Chrysler Corporation 


DN areata ee ree ee ee en ae 





City 


Zone. 


State 


Phone__ 


FO&0OH-3-53 


| would like to know more about Chrysler Airtemp’s franchise arrangements. 
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ward and to all sides at reasonably 
high velocity, its diffusion pattern 
starting at 45° from the floor and ex- 
tending over a 90° fan-shaped spread. 
An important feature of the diffuser 
is its 20° to 224° diffusion angle out 
from the wall to attain 70° upward 
deflection from the floor, Vertical dif- 
fusion blades, 1%” horizontal louvers 
and engineered end deflectors are fac- 
tory-set for balanced velocities. 
Made by: The Lima Register Co., 
Lima, Ohio. 
Circle | 41 on card 


Portmar split sectional 
Boiler for commercial Use 


PORTMAR’S Type C commercial boiler 
is a split section boiler that divides into 
two watertight sections to fit through 
undersized door openings. It requires 
no field welding, since the boiler is 
bolted on the job to complete assembly. 
Available in 12 sizes—steam radiation 
ranging from 3,650 to 21,250 sq. ft., 
water radiation from 5,840 to 34,000 
sq. ft., Btu hourly outputs 876,000 to 
5,100,000—the Type C may be gas 





or oilfired and operates on low pres- 
sure steam, 15 lbs.; water, 30 lbs, 

Constructed of heavy gauge steel 
and built to ASME specifications, the 
boiler is equipped with scientifically- 
arranged tubes which are accessible 
through front flue doors for cleaning. 
Featuring low-waterline and low head- 
er connections, Type C boilers are sup- 
plied with return and feed headers, 
ready to start piping. 

Made by: Portmar Boiler Co., 193 
Seventh St., Brooklyn 15, N. Y. 


Circle | 42 on card 







Syncromatic adds two Series 
of oilfired steel Furnaces 


SYNCROMATIC oilfired steel warin air 
furnace line has been increased by 
two new model series, the “700” and 
the O.F.B. “200,” both of patented 
counterflow designs. The “700” Series 
comes in three sizes, 90,000, 119,000 
and 146,000 Btu per hour, bonnet 
rating. The heat exchanger is built of 
10 gauge steel and in addition to this 
feature all the controls are mounted 
in the unit, All joints are of lock slip 
construction which completely seal the 
casing against air leaks. The base of 
the unit is raised off the floor. 

The O.F.B. “200” Series is pro- 
duced in five sizes from 90,000 to 
250,000 Btu per hour, bonnet rating. 
This series is also constructed of 10 
gauge steel as is the “700” Series. It 
is so constructed that the blower can 
be installed on either side. “200” 
Series furnaces are fired over a range 
of from 1 to 2.25 gallons per hour. 

Made by: Synchromatic Corpora- 
tion, Watertown, Wisconsin. 

Circle | 43 on card 





Gtee! HEATING UNIT 





Licensed under 
U. S. Pat. 





5 YEAR GUARANTEE AGAINST LEAKS 





We have just appointed Morris Company as sole distributor, covering the 
territory of the State of New York and Northern New Jersey, with new offices at 
44 East 23rd Street, New York 10, New York—phone GRamercy 7-8052. 





Product of MARIETTA METAL PRODUCTS CORPORATION 
MARIETTA, PENNA. 











PULSATION 
POOR CQ2 = 


The Answer: 


BOSTON 





-| COMBUSTION 








flame. 











HEAD 


Adaptable to any pressure atomizing burner. ./ 
to 3.0 G.P.H. This precision head is now availab’: 
Adjustable air shutters permit obtaining high ef 
ciency sunflower flame or efficient non-pulsatin: 





Comes complete—easily installed. 


A PROFIT MAKER 


Write for literature and instruction sheet. 








BOSTON MACHINE WorRKS COMP 


Oil Heating Supplies Division, Manufacturers, Lynn, vo 
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for LOW COST SERVICE 


- ” ¢ om ¢ > . 27 
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"Ruggedly Built 


CIRCULATORS 


SAVES YOU MONEY THREE WAYS: 
Get more information today about Taco’s increas- 


%”—1" Full 12” 4 EXTRA CAPAC ITY ingly popular circulators. New users are enthusiastic 





capacity for Taco circulators have that extra capac- ; A 
1%”~11/2” | all sizes ity pie for today’s modern pe because Taco is the BIG-VALUE of our industry. 


pipe radiant heating jobs (panels, con- 
vectors, radiators or baseboards). 


LESS AND MORE 
FLEXIBLE INVENTORY 


Interchangeable flanges mean one cir- 
cular plus four sets of flanges (34”, 











Better Heating — Better with Taco 

















1”, 1%” or 114") equals four sizes . TACO HEATERS, Incorporated 
of circulators in stock. 137 South St. + Providence 3, R. I. 
A'GINGH TO SERVICE [READ TACO’s OTHER ADS 
oe and allen set screw IN THIS ISSUE 

wrenc 
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Dole automatic Register gives 
room temperature Control 

DOLE AUTOMATIC which 

individual 


control, is equipped with a built-in 


REGISTER, 


gives room temperature 


thermostatic control that constantly 











samples room air and automatically 
adjusts the damper to let in just the 
right amount of warm air to maintain 
the desired temperature, This new 
Dole register is a completely self-con- 
tained unit. 

Made by: Dole Valve Co., 
Carroll Ave., Chicago 12, IIl. 


Circle | 44 on card 


1933 


Basevector steel Fintube 
perimeter Radiation Out 


THE BASEVECTOR LINE has a new addi- 


tion in the form of an additional line 





of industrial and commercial circular 
Steel Fin-Tube perimeter radiation, It 
is obtainable in various sizes; 1144” I.D. 
pipe size with a 34y” and 444” O.D. fin 
and 2” I.D. pipe size with 4/7” and 5” 
O.D. circular fin in lengths up to 21 
feet. Higher and more rapid heat trans- 
fer is accomplished, the manufacturer 
states, by use of the spiral fin. This 
fin is heavily crimped at the base and 
the expanded outer edge creates a 
clamping action against the pipe. The 
standard size pipe can be readily cut 
and threaded on the job, if required. 

Attractively designed, 


enclosures have all joining strips in- 


Basevector 


side the cover and are held in place 
by tongues and spring clips. The heat- 
ing element expands laterally without 
noise, being permitted to do so by the 
two piece element and enclosure hang- 
er. Installation labor is saved by hook- 
ing the heating element bracket into 
the enclosure hanger without the use 
of tools. Expanded metal enclosures 
can also be obtained. 

Made by: Baseline Mfg, Co., 2137 
“KR” St., N.W., Washington, D.C. 

Circle | 45 on card 











for 


Underwriters labels. 


OIL TANKS 


Basement or Underground 


Price domestic fuel oil storage tanks are man- 
ufactured to Underwriters specifications and bear 

















Obround Basement 
(Vertical or Horizontal) 





Round Underground 








Cap. in Cap. in 
Gals. Gauge Size Gals. 


Gauge Size 













275 140r12 27x44x60 285 
220 140,12 27x44x 48 550 
235 140r12 22x44x60 1000 
275 12 22 x 44 x 72 












12 38x 60 
12 46x 76 
10 52x 110 










| and unloading. 
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FIREPLACE HEATER & TANK div. 
PRICE NATIONAL CORPORATION 


237 Jackson Rd 
Hatboro (Philadelphia), Pa 


152 W. Austin Street 
Buffolo, N.Y 


Write Today for Catalog and Prices 
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VIKING 


AN HONORED NAME 
IN PUMPING 





SKELLY Ol 
VIKING PUMP 


AT NEW TWIN CITY BULK PLANZ 



























Rochester tank Gauge 
has weatherproof llead 


A WEATHERPROOF HEAD for fucloil 
tank guages now is a standard com- 
ponent on all Rochester gauge. for 
use on residential storage tanks. De- 
signed to meet the demand for ¢:uges 


used with installations in cellirless 


type homes which require that tanks 


INSTALLS 9 200-GAL. 
ALL.WEATHER © 


One of the most modern bulk plants in the nation, Sk¢« 
Oil Company’s new Twin City plant serves the states 
Minnesota, North and South Dakota and western Wiscons 
Nine Viking pumps are used to handle the complete ra! 
of petroleum products and are manifolded for both load 
These all-weather type Vikings require 
pump house even in the ice and snow of northern win 


If you are planning to build or 
model a bulk plant or equip ta! 
trucks, learn how efficiently and e 
nomically Viking Pumps will se! 
you, too. For information, write | 
bulletins 1003EE and SP233CEE. 


Pump Compan 
Cedar Falls, lo 
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This giant filter was built for service at Shell’s 
Terminal in Sewaren, New Jersey. It was used to 
filter Shell Furnace Oil. 


Before FOA-5X was added to Shell Furnace Oil, 
it was customary to change the elements in this filter 
ajier each 1,000,000 gallons had passed through. 


What happened when FOA-5X was added to 
the oil being filtered? Dramatically enough, the 
filter had no further work to do! After handling 
aimost 50,000,000 gallons of oil, the filter elements 
were still clean and in serviceable condition . . . 
having outlived 50 normal filter changes. 





eloil 
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49,920,153 gallons of +". 
SHELL FURNACE OIL ore 
with FOA-5X failed ©. *"—y 
to clog this filter... 2. 


FOA-5X brings 
this same freedom 
from filter clogging 
em 
oil customers! 


a . qrstts oe 


bs 
Bie ea yg 
ent B® 
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To you—as a dealer—this story powerfully dem- 
onstrates that FOA-5X in Shell Furnace Oil brings 
a basic cost reduction in fulfilling annual oil 
burner service contracts. By preventing clogged 
filter screens, FOA-5X eliminates one of the major 
causes of oil burner service calls. 


FOA-5X is another practical accomplish- 
ment in Shell’s continuing program of 
Better Oil Heat ...a pro- 
gram that benefits con- , 
sumer, dealer and burner ana 
manufacturer alike. . 
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for Vaporizing Oil Burners 


Satisfy dealers ... Satisfy customers 


McCorkle Controls are backed by a 
record of 18 years of dependable 
service. Dealers endorse them, because 
their rugged simple construction reduces 
service calls to a minimum. Customers 
appreciate them for their dependable, 
accurate operation. 





Write today for literature 
and specifications to cover 
your particular requirements. 








AL @ 








be situated outdoors, the head is 
moulded in one piece of Tenite and 
is hermetically sealed to the flange. 
The interior of the head is sprayed 
with red lacquer, except for two win 
dows through which the dual scale 
dial can be read from either side 

Gauge action is magnetic so that 
there are no holes for connections be 
tween the guage head and the parts 
inside the fuel tank. Designated model 
3175, the gauge is corrosion and shock 
resistant, meets submersion tests of the 
Army and Navy and is in volume 
production 

Made bv: Rocheste) Mfe Co... 8 
Rox kwood St ? Rochester lO. NX 4 


Circle | 46 on card 


Thon’s Toter eases Stocking. 
Transporting of pipe Nipples 


THON'S TWO-VFACED TOTER, a new 
method of stocking, transporting and 
pipe 


nipples, makes 
easy the finding of the right size fitting 


accounting for 
A. sturdy. double box, it handles a 
supply of each popular nipple length. 
close through 6” cach in a separate sex 
tion. Black nipples can be carried one 
side and galvanized on the other. Small 
maintenance departmes 


users and 


can use if in preference to storage 
racks Constructed a 0) gauge Cold 
hinee 


rolled steel with puano 


positive trunk type latches, heavy 


it has a tough baked 


carrving handle. 


krinkle enamel finish 


climinates damaged threads, lost nip 
ples and keeps truck bottoms clear of 
hittines 

Made bv: ] 
nna, Minn 
Circle | 


Thon. East Broadwa\ 
(Jwato 


47 on card 
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D.H. MICQZORKLE co. 


Box E, Station A ¢ Berkeley, California 





Bryant adds Model 315 can be furnished in as little t 
oilfired furnace Unit piece assemblies 

MODEL 315 has been announced by Advantages claimed for Insul L 

Bryant Heater as an oilfired furnace clude its light weight; its ef ‘ 
unit designed for hecause of quick surface temperatures 
middle-cost hous achieved through its insulating S 
ing. No larger low cost. Specially designe< 
than the  ordi- duty cartons are used to preve 
nary-sized refrig age during = shipping g 
erator the close Stand: rd and semi-standard <« Sus 
clearance unit tion chamber shapes are availab 
can be fitted into stock. Also, a complete engineering 
a closet or alcove. service is offered to manut s 
» corner of the who require custom-designed 


bers 
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ty room. Six sizes 
are available—-trom 75,000 to 144, 
000 bonnet output Beuwhr——with the 
unit engineered to ma 
airconditioner, which can be added 


» | 1 J 
with only minor adyustm 


Model 315 feat ] j 
saat 2 eaties > FVII -AD £9041 
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7825 St. Clair Ave... Cleveland. Ohi 


xg em tained newly published 
Circle | 48 on card Al, 
Made by Insulating 
Insul-Lyte is lightweight. Corp., River Rouge, Mich 


castable refractory Material Circle | 
L7] developed for use in com 


INSUL-LYTI 


Clark designs steam Trap 
with duo-step Veo ong 


TET Pate te 5 an5 fare aan 4 naa4 tren ty 
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insulating Cuastabie Corp... 1s a cast 
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... IT OUT-PERFORMS COMPETITION 4 
... IT MEANS EXTRA PROFITS for YOU BE@\I3: / 
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OIlIlL WALL 


eg onogeam FURNACE 


PROVIDING 
THERMOSTATICALLY 

























CONTROLLED HEAT 













































IDEAL FOR SMALL HOMES 
Any 4 or 5 room house may be heated com- 
tortably with MONOGRAM Oi] Furnace. It's 
tully automatic, the heating thermostatic- 
ally controlled night and day. Dual regis- 
ters {as Shown) make it doubly effective. 


CENTRAL 
HEATING PLANT 
at SPACE HEATER 
COst..... 


NO EXPENSIVE DUCT WORK 
OR FLOOR SPACE REQUIRED 
The MONOGRAM Oil Furnace fits into the 
wall, Easily installed in a day. Projects 
into the room only 3% inches. Heated 
ait is forced out at eye jevel. Furniture 
may even de placed right in front of the 
unit. Saves owner in many ways! 


Th 


The MONOGRAM Oil Furnace is the 
nswey to low-cost heating in small 
homes, it’s so adaptable, and provides 
dua! heating as flustration shows. And 
t'seconomical. The patented “Forced 

Air’ Vaporizing Burner gives more BYU's 
per gation of of than any other! This unit 
fits in any wall and enhances the appear- 
ances of any room. There's none to equal* 


is\) 


“PORTED AIR “BURNER 
PRODUCES MORE HEAT 
. ATUESS COST... 2... 


This exclusive feature of a ts all-round efficiency and adaptability. 
the MONOGRAM Oi Furn- ny ae’, ’ 

ace makes the great dif- maar SPECIFICATIONS 
ference! The design ofthis secondary a 

Burner, which is patent. | cea ee BTU Rating . 65,000 
ed, enables it to actually sais = 4 feet Gos. 78Ee 
produce more BTU's of at oo Height from Floor of 
heat for its size, and to \ oy (Back ot Cobmet . 72° 
deliver a wider range of Ses ane | ~~ yrne: Width of Front . . 32” 
operation and to work | Mix hored | mitt 

justasefficientlyincoidas ici hte \ 

inmild weather. It’'ssuper! | rae aaa 





SEND COUPON TODAY....- 


We are interested in what you say about MONOGRAM O 





- Fa and > f. ' 3 i vn~ | he : 7 ~ = ~ 
— wi Furnaces. Please furnish complete informetion, price, ete. 


QUINCY STOVE 
THE 


MANUFACTURING co. ‘o”*™’ 
827 SOUTH FRONT STREET 


QUINCY... ItELLINOIS 
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to 450° F. Designed to utilize duo- 
step leverage, the traps are built around 
the principle of a relatively short 
lever and two fulcrum points to dis- 
tribute power and valve travel as re- 
quired. 

All working parts are of stainless 
steel and the seats and discs are of 
Clark-loy, an alloy resistant to wear, 
wire drawing and cutting, 

Manufactured by: Clark Manu- 
facturing Company, 1830 East 38th 
Street, Cleveland 14, Ohio. 

Circle | 50 on card 


Hold-Tite announces 
Web-Chek Valve 
WEB-CHEK, a new tight check valve, 
is designed to replace the inlet bushing 
of the Webster fuel unit, becoming an 
integral part of the unit, Used on both 
single and double stage fuel units, the 
Web-Chek is installed easily in the 
shop or field without pump disassem- 
bly, no gaskets or pipe dope required 
and no springs are used. 
The Web-Chek maintains the ex- 


clusive features of the popular Hold- 


Seen, OYLTITE-STIK 


Stops Oil Leaks in 
Oil Storage Tanks, 
Pipes or Containers | 


Stops 
Oil 
Leaks! 





HE LAKE CHEMICAL CO. 


4ACO +3086 W. Carroll Avenue, Chicago 12, Illinois 
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OYLTITE-STIK is a new positive oil 
seal that saves costly repairs to leaky 
storage tanks, pipes or containers. 
Easy to use... leaks can be stopped 
instantly ... just rub OYLTITE-STIK 
over the leaky area. 





Tite series “O” combination check, 


antihum and = anti-syphon — valve: 
namely a precision seat ring in a groove 
and a ball true within severa! 10,000ths 
of an inch. The design is said to be 
self-cleaning and, as the sharpest edges 
are where circles meet, the combina- 
tion of circular seat ring and_ ball 
cause an “absolutely tight” closure. 
Low vacuum is held easily and higher 
vacuum increases the closure area 
without damaging the seat ring. 


The material does not become brittle 
... withstands normal vibration. 

Use OYLTITE-STIK for positive 
sealing of oil leaks. Send for further 
information and prices. 


Affiliates 





The Web-Chek installed in a Web- 
ster fuel unit is useful in holdins the 
prime on suspended furnaces and hi- 
boys. Available in two sizes: model 
WB14—!4” and model WB38- 34" 
IPT inlet. 

Made by: Hold-Tite Valve Mfg. 
Co., 735 Lexington Ave., N. Y. 22 
wT. 
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Windmaster Control 
using nylon Bearings 
made of DuPont 


SILENT BEARINGS, 
molded nylon, now are being used in 








HORIZONTAL TYPE 
ALSO AVAILABLE 








275 Gallon 


Oil Storage Tanks 


(Underwriter Approved) 


HARLAN & HOLLINGSWORT 


TANK CORPORATION 
Executive Offices: 225 $. 15th ST., PHILA. 2, PA.+ Plants: PHILADELPHIA—WILMINGTON 


UNITED STEEL BARREL CO. — UNITED STEEL CONTAINER CORPORAT oats 
%. 





March 


1953 

















V eb- 
‘ the 
| hi- 
odel 
3A" 


fg. 


1 


ngs 
ont 
1 in 

















Causes for Service Calls 
ts Lonks Longest Reeron ‘or f 
Paras . 1 : voles Pressue Reducing Device 


Survey Fog, 











@ Dealers who sell Servel All-Year Air Con- 
ditioning have a minimum of service worries. 

Most air conditioning service calls are for work 
on pressure leaks, motors, compressors and pres- 
sure-reducing valves in the cooling system— 
troubles that are impossible with Servel because 
Servel’s unique “‘no moving parts’”’ design elimi- 
nates these potential trouble-makers. 

A recent analysis of 1117 service calls on refrig- 
eration equipment of various makes* showed that 
in 852 cases (76.3%), the trouble could not have 
occurred with the Servel absorption refrigeration 
unit, because the Servel cooling system is not 
pressure operated. The unit is factory-sealed, has 
no compressor—has no moving parts. 

No wonder Servel has such a powerful sales 
appeal! No wonder dealers and customers alike 


LESS POTENTIAL TROUBLE WITH 


SERVEL 


All-Year AIR CONDITIONING 








Patio 


choose Servel for long-life lasting satisfaction! 

Right now is the time for you to look into the 
big profit possibilities that Servel All-Year Air 
Conditioning holds for you. Remember, year- 
round air conditioning is the fastest growing new 
development in the entire home-building field . . . 
and Servel is way ahead with more installations 
than any other make. 

Write today for all the facts on your profit 
opportunities with Servel All-Year Air Condi- 
tioning. Address Servel, Inc., Dept. FO-3, Evans- 
ville 20, Indiana. 


Heats and 
cools with 
gas or oil 


*From a survey conduct- 
ed among Refrigeration 
Service Engineers Society 
members and _ reprinted 
in Air Conditioning and 
Refrigeration News. 


The name to watch for great advances in — AIR CONDITIONING YY REFRIGERATION 
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. . . « New Products 


Windmaster barometric draft controls. 
They are self-lubricating and were 
adopted for their ability to eliminate 
chattering and noisy operation. In ad- 
dition, the nylon bearings are described 
as providing floating action for the 
vane with little friction. 

Other advantages for the bearings 
are their ability to outwear steel, their 
immunity to corrosive flue gases and 
extreme temperature changes. 

Made by: Windmaster Corp., 899 
Ingleside Ave., Columbus 8, Ohio. 
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M-H Industrial Div. Relay 


provides end-point Control 


A CUT-OFF RELAY for providing end- 
point temperature control for processes 
requiring automatic shutdowns and 
manual resetting has been developed 
by Minneapolis‘Honeywell’s Indus- 
trial Div. The relay operates with an 
electric temperature or pressure con- 
troller and a solenoid or motor-oper- 
ated valve, has a capacity of 13 
amperes at 115 volts, and 6.5 amperes 
at 230 volts. It measures 5Y%4” x 
4 3/16 x 2%. 





When used in electric temperature 
control applications that include a 
temperature controller and a solenoid 
or motorized valve in the circuit, the 
cut-off relay operates as follows: 

During the heating period with the 
“low” contact of the temperature con- 
troller closed, the operator depresses 
a contact pushbutton in the relay. This 
lights a green signal, and the solenoid 
or motorized valve is energized to sup- 
ply heat to the process, When the 
process reaches a temperature corre- 
sponding to the set point of the con- 
troller, and the “low” contact opens, 

















for BOTH 


Write Today for Complete Data Sheets 


NEW ILLUSTRATED BULLETIN describes the avail- 
able models of Syncro-Flame in complete details. Send a 


card or letter for your copy today! 


ASK ABOUT SYNCRO-FLAME'S COMPLETE LINE OF GUN-TYPE 
OIL BURNERS FROM 1 to 20 gal. per hour capacity. 
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NOW... 


a new highly efficient burner 


Compact, simple and efficient—Easy to Install 


on any standard heating unit! 


After years of searching for a truly efficient com- 
bination gas and oil burner, gas company engineers 
designed and developed the new Syncro-Flame Dual 
Burner. It is truly outstanding in versatility and 
economy .. . the perfect combination burner for 
residential, commercial and light industrial use. The 
new Syncro-Flame Dual Burner switches instantly 
and automatically from gas to oil or from oil to 
gas when a specific outside temperature is reached. 


Distributorships 
Available 


Several valuable 
territories are 
now open for dis- 
tributors. Syn- 
chronous Flame. 
Inc. will be glad 
to furnish full de- 
tails without ob- 
ligation. 


SYNCHRO 


the circuit to the valve is broke. de- 
energizing the signal light. Power will 
not be restored to the valve when the 
“low” contact of the temperature con- 
troller closes unless the reset button 
in the relay is depressed. 

Made by: Industrial Div., Minicap- 
olis- Honeywell Regulator Co., Wayne 
and Windrim Aves., Philadelphia 44, 
Pa. 
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Natco tankless Heater 
for large Volume hot Water 


NATCO tankless units are large volume, 
instantaneous and_ indirect-fired hot 
Intended for use in 
automatic laundries, hotels, restaurants 


water heaters. 


or other places where large amounts 
of hot water are required, seven 
models are available, delivering from 
240 to 1,100 gallons of heated water 
per hour, based on a 100° tempera- 
ture rise. Standard equipment con- 
sists of the boiler with steam trim, 
instantaneous heater, low water cut- 
off, pressuretrol, quick vent, ther- 
mometer, mixing valve, burner and 


protectorelay for oilfired units. 


CHECK TH <SE 
OUTSTANDING FEATU® © 5: 
@Automatic, electronic @lgnites quietly rns 
ignition eliminates pilot with a clean flan no 


light when burner is not puffs, flashbacks or 
operating. 


@Finest quality no 
@Electronic safety con- manshipand mater or 
trols shut off burner in jong, dependable a- 
case of flame or power tion. 
failure. ts 
@Patented tube design teagan Bursitis 


permits radiant, swirling 
flame with either oil orgas. 
@Burns any type gas— @Easy to instali—é¢ 
and number 1 to 3 oil. service. 


at same time. 


NOUS FLAME, IN“. 


329 SOUTH LA SALLE STREET - CHICAGO 4, ILLIN®!5 
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STANDARD 1/6 
HORSEPOWER MOTOR 










FULLY ENCLOSED | 

BRACKET MD SEALED-IN 
ieee LUBRICATION 
OVERLOAD PROTECTION TIME PROVEN 


SPRING MOUNTING PERFECTLY 
BALANCED IMPELLER 


more compact « lighter in weight 
Designed and Powered For Full Rated Capacity 








UNION 
CONNECTIONS 

















HERE ARE Circulators of improved design to meet today’s hot water heating needs. 
They will fit more places, give better service and help you get more jobs. Here’s why — 


»g Rugged. Powerful motors with overload #Sealed-in lubrication. Perfectly balanced 





protection. No sacrifice in horsepower. ~ impeller. Fully enclosed bracket. 
& Vibration-free. Flexible coupling and // Ideal for zoning. Sizes to fit every heating 
strong spring mounting eliminate noise. ~ requirement. Easier to install. 


For more facts about Thrush job-rated 
Circulators, see your wholesaler or write 
Dept. C-3. 


H. A. THRUSH & COMPANY 


PERU @ INDIANA 


















































"Tells" in gallons. 
appeal. 
packaged, easy to 
ters. 


age space required 
most gauges. 
writers approved. 








Products for Better Service by 


Galongage 


Has 
overwhelming customer 
Conveniently 


in- 


stall even in tight quar- 
Costs less to ship, 
takes only |/4 of the stor- 


by 


Under- 


APPLIED MECHANICS CO. 


Fil-Chree 


Gauge, vent- and fill-pipe all 
in one unit for 55 gallon drums. 
Can be installed without tools. 
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167 OLIVER STRE Y 
BOSTON 10, MA‘5. 


- ul 
Snlernalionat 


Best of the 
gauges for your lower pr ce 
field. Factory 

sembled, its flex. 

ible float arm 
permits 

ate oil-tight insta! 
lation. No need io 
make time-consuming 


lever arm tyne 


immedi- 





adjustments. 
A Extra-large, easily-read 

numbers on the aluminum 
dial are calibrated in “eighths." 
Approved by Underwriter's 


Laboratories. 











The unit consists of two separate 
parts, the boiler and the heater. The 
boiler is of Scotch Marine design and 
the burner heats the boiler water, caus- 
The heated water 
then retains a large amount of stored 
heat, so that the 
circulates through the instantaneous 
as cold water and 


ing it to steam. 
service water which 


heater enters 
emerges at saimnaaiinnic 210°F. De- 
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1. Nail back plate to studs. 


| 


tut 






rill 


S 


nT CU 


2. Slide flexible hangers in hanger slots. 
3. Sweat fin and tube to standard 34,” fittings. 
4. Hang front plate and damper on back plate. 


aU Uc 


sired water temperature is regulated 
by an adjustable tempering valve, 
The entire operating cycle is com- 
pletely automatic and the boiler water 
never is in contact with the service 
water which flows through the sub- 
The 
heater is constructed of copper tubes 
that run the length of the boiler. 
Made by: National 
Co., 101-06 43d Ave., 


N. Y. 


merged instantaneous heater. 


Combustion 
Corona 68, 
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Tri-Speed right angle Drill 
for hard-to- msi Locations 


MILWAUKEE ELECTRIC TOOL CORP. of- 
fers a portable power drill in six basic 
models for drilling in hard to reach 
locations. Each model has three job 
determined chuck speeds enabling the 
user to select within the tool range, 
the speed and torque most applicable 
for the job on hand. Speed range 


choices depending on model, extend 
from 100 to 3,000 R.P.M. 
The right drill 


working around corners, 


angle allows for 


pipes, con- 
duits or other obstructions between 
12” center joists or other close quarters. 
uck 
speeds in addition to the tool’s regular 
spindle speed. This tool basically is a 
a 1/3 
horsepower motor to which is added 
the that provides 
two extra chuck speeds and allows the 
drill end to be swiveled and locked in 
any position within 360°.’ 


Side handle is adjustable for rig! 


left hand operation and can be re 


The right angle drive offers two ch 


straight electric drill driven by 


right angle drive 


it or 


moved entirely, Drill and right angle 
drive are ball and roller bering 
equipped. 

Made by: Milwaukee Electric ‘Tool 


Corp., 5316 W. State St., Milwaxkee 
8, Wisc. 
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Satisfied customers. 


FEDERAL co INC. 


suman Rhode Island 


profits... 


4 STEPS TO INSTALL FEDERAL 4 SQUARE 


29 Massassoit Avenue 


UU 


{BASEBOARD (Zoefer on Copper 


Federal four square baseboard with a rating at 180°F. of 600 BTU 
per lineal foot and a design temperature of 70° will cover approx- 
imately 75% of the outside wall of an insulated house. Hailed by leading 
Westchester County, N. Y., contractor for . 


. » More Sales... Higher 
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Write for full details 





TUTHILL 


GIVES YOU THE 


RIGHT PUMP FOR THE JOB 


For Domestic Oil Burner Service 


IT’S TUTHILL MODEL 30A5G FUELSTAT 


For original equipment or for replacement, the new Model 
30A5G Fuelistat offers you advantages that make it outstanding 


in this service. 
Approved by leading manufacturers 
Quiet in operation 
Compact—light in weight 
Reversible in the field 


Vertical valve—one position—accessible for easy 


servicing 

Mechanical seal—dependable, 
replaced in the field 
Design conformity—smartly streamlined 


Universally interchangeable with standard commercial 


models 
Low power consumption 


leak-free—easily 


Four models in one—one pump, adaptable for both 
rotations and valve positions—reduces pump inventory 


For Industrial Oil Burner Service 


IT’S TUTHILL TYPE SU 


The new Tuthill Type SU is a multiple V-belt driven 
pumping unit designed to handle heavy fuel oils and 
similar liquids. Along with many proved structural and 
performance features, it provides flexibility to a degree 
never before available. Following are typical advantages 
of the Type SU: 


One-point belt-tension adjustment 

Motors up to 5 H.P. mounted on slotted slide rails 
for easy adjustment or replacement. No drilling or 
tapping required 

Cast iron base with mounting bolts and adjust- 
ments accessible 

Jack shaft supported by ball bearing pillow blocks 
carries the entire weight of the pulley and absorbs 
belt tension 

V-Belt drive handles 1 to 4 belts 

integral drain pan—generous sump for clean, con- 
venient servicing 

Removable guard 

Pump, jack shaft and pillow blocks available as 
separate unit 

Pump and jack shaft direct-connected by flexible 
coupling for better alignment and simplified 
mounting 

Wide range of pump models and capacities 


Wriie for Catalog No. 107 


TUTHILL PUMP COMPANY 





939 East 95th Street, Chicogo 19, _— 


eloil 


4 
eee 


A new catalog covering Tuthill 

Model L pumps for oil burning 
applications is now available. 
Write for catalog No. 101. L 
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New! Revolutionary NU-VAC Furnace Clea 


L-. with new FLAMEPROOF Bag 
EARNS EXTRA PROFITS FOR YO)! 


Nu-Vac's new, revolutionary principles mean clean, fast easy operation...and that means extra profits to sou. 


$ Q 50) NO DUST BAG TO EMPTY—Uses HOLDS ONE BUSHEL DIRT. 


disposable paper filter flameproof QUIET—No objectionable noisy 
Complete Price with 


Standard Equipment 


Includes . . . One 10 ft. 
Heavy Duty Hose — One 
30” Crevice Tool — One 
Bag Cage with Filter Bag 
— One Paper Filter with 
Draw String. 


Witelalehiocaitlacte Mo) 


\ EMPIRE CHEMICAL PRODUCTS CO. 


10 Longworth Street, Newark 2, N. J. 


In Canada—KRESNO-STAMM, 506 Harbour St., Montreal 24. 














bag, cannot clog suction. Bag is in- whirr. 
side can, above dirt, while in op- SUPER-SUCTION — 5/7 H.P. Uni- 
eration. Dirt is bagged when can versal ball bearing motor with 


two-stage turbine fan gives 56” 
water lift. 

LIGHTWEIGHT, REALLY MOBILE 
—Only 25 lbs. to roll or carry into 


is turned upside down, after use. 
DOUBLE PROTECTION_L- Outer 
cloth bag reinforced with wire 
frame surrounds paper bag. Costly 
bag blowouts impossible. No stop- cellars. Not 70 Ibs. 

ping to clean bag. FINISH— Blue Hammertone. 


DEALERS NOTE—Several choice territories available. Write today for complete information. 
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Bi ws eA for heating, this horizontal rotary cup 
very ay nags burner is connected to a 3,000-gallon G 
tank located within the basement. The Return Line tia ood 
. tank room is fairly warm, between 70° J Hester Viscosity F 
Closed oil-valve Mystery and 80°. Valve 
The commercial-industrial oilburner This question arose concerning the 
dealer responsible for this No. 6 oil in- operation of the burner. How long | H 
stallation was flabbergasted when an would it continue to run with its re- 
engineer told him that some studies turn-line heater turned off? The water 
being made of the job could be more circulation valve of the under-the- C 
complete if only a vacuum valve had waterline return-line oil heater was 
been installed on the burner’s return closed tight to cause the shell of the 
line. heater to chill. Because of boiler heat D 
The next day the dealer phoned the conducted to the heater through its Reservoir 
engineer to say, “I know you are piping, and because of slight circula- . 
studying that burner in normal opera- tion through a boiler-water line that — A 
tion. It’s running right along. How in had no valve, thus could not be turned ; 
off, the heater did not chill entirely but <Suction Line 














the world could a vacuum gage in the 


return line be of any help in your remained at about 110°F. burner running normally for heating 
studies? You've got to tell me because With the oil heater thus turned off, the building. By the end of three days, 
I've wondered about this ever since the vacuum gage in the burner’s suc- it was showing 26”, To the amazement 
you made that haywire statement!” tion line (“B” in the drawing) started of the engineer observing the jo. after 

Firing only 8.0 gph and used for giving higher readings. Regularly it three days of operation with the heater 
summer-winter hot water as well as had been showing 5” to 8” with the turned off and with a vacuum 0! 26° 














FOR SATISFIED CUSTOMERS — INSTALL... 
AMERICAN COMBUSTION CHAMBERS 


100% ‘’KILN-CURED’. LIGHTWEIGHT REFRACTORIES 
HIGH QUALITY EASY INSTALLATION TOP PERFORMAN® 


American Chambers are made Controlled manufacturing and Because of the high ang © 
from the finest, high grade careful design of American terials used in American : 
refractory materials combined Chambers makes for fast and they provide faster heat-ups, 
with proper ‘‘Kiln-curing”. They easy installation. The flexible burner opera- 
will withstand 2500 degree tem- pieces fit together with a mini- tion and sav- 
peratures and will not crumble mum of effort. ings in fuel. 


in water. 





* % 







































Equipment manufacturers are 
invited to bring their special 
design problems to us. 

















JOBBERS: Write today for 


price sheet. 





AMERICAN CLAY FORMING CO. 


TIFFIN, OHIO 
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This will be an Oil Heating Year 


and DU KIRK has the Answers 


for You 


More and more owners of homes and commercial buildings 
are turning to oil heat for convenience, unrestricted and unin- 
terrupted supply and economy. 

Dunkirk Series OB Boilers are specially designed for efficient 
use of oil. Their performance in thousands of installations has 
proved it. 
In addition, their handsome two-tone enameled steel jackets make 
them ideal for installation in alcoves, utility rooms, rumpus rooms 
and other locations. 
Use of standard oil burners reduces inventory and service. 












Blue Circle Series 17 and 25 Boilers For use With Coal, Oil or Gas 





Latest type Blue Circle Boilers are readily 
converted and reconverted for meeting 
local and seasonal fuel conditions. Series 
25 is ideal for larger installations. Write 
for bulletins. 












Write or 














Mail Coupon 
to Dept. FO-3 
for the Profit 
Story 

















PUNKIRK RADIATOR CORPORATION, DUNKIRK, N. Y. 


YES, I want complete information on the DUNKIRK line and the 
OUNKIRK merchandising setup. 


DUNKIRK RADIATOR CORPORATION, DUNKIRK, NEW YORK 


ON LAKE ERIE, BETWEEN BUFFALO AND CLEVELAND 
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SEPTIC TANKS, FARM TANKS, 
ABOVE OR UNDERGROUND TANKS 
FOR ALL LIQUIDS OR SOLIDS 


STANDARD SIZES OR 
FABRICATED TO 
YOUR SPEC'S. 
ON YOUR 
PREMISES 














[1135 WEST 36TH STREET 


Samson OIL STORAGE TANKS 


GUARANTEED LE AKPROOF 
UNDERWRITERS APPROVED 


CAP 100ca..TO 34000 Gar. 


<A 


SHEET METAL FABRICATORS 
CHICAGO 9 








Hi-boys. 
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safety” 





WRITE TODAY 






INC. 


ILLINOIS 























in the suction line, the burner kept on 
starting and stopping almost as usual. 
True, the automatic electric oil heater 
in the cup line of the burner was help- 
ing, for it stayed on continuously with 
the burner in operation, and the qual- 
ity of the fire was poorer than usual 
because of the cup line oil temperature 
being lower than usual. The auxiliary 
switch of the oil heater did not stop 
the burner at any time because, fol- 
lowing his usual practice, the burner 
dealer hadn't bothered to wire it into 
the burner control circuit. 


NEW WEB-CHEK™ VALVE 


BECOMES AN INTEGRAL PART OF 
WEBSTER FUEL UNIT 

- assures ‘‘absolutely tight'' 
Designed to replace the Webster 
Fuel Unit inlet bushing, the new 
Web-chek is essential for holding the 
prime on Suspended Furnaces and 


@ eliminates many unexplained ‘on 

service calls 

@ used on both single and double 
stage fuel units 

®@ easily installed in shop or field 
without pump disassembly, gaskets 
or pipe dope required 


eatin — MFG. CO., 550 FIFTH AVE., NEW YORK 36, WN. Y. 
VES © CONTROL REPAIR PARTS + SPECIALTIES 


closure 





For use on all one and 
two pipe jobs. ‘ce 
your jobber or writ 
direct. 


Specify size: /4” or ° 








However, the marvel was that three 
days after the oil heater had been 
turned off, the burner kept on run- 
ning... with a 26” vacuum in its suc- 
tion line. 

Curious about how much vacuum 
the burner’s pump could develop as its 
maximum, with the burner running 
and the firing door of the boiler open 
for safety, the test engineer closed the 
suction line valve at the burner, near 
“B” the vacuum gage. An even bigger 
surprise came then, for the vacuum 
gage continued to report 26” and the 


burner kept right on producing a 
flame! This burner ran as well with 
its suction line valve closed as with this 
valve open! 

The engineer had to make a draw- 
ing to try to understand this burner’s 
curious no-suction-line operation. Nor’ 
mally, oil flows through suction line 
“A-B” to primary pump “C,” he 
knew. Secondary pump “D” gives oil 
to the viscosity valve arrangement 
through line “E-F.” The 
amount of this oil goes to the cup 


through line “G,” while the balance 


proper 





NOW 










ILLINOIS TOO!!! 


“CRESCENT 


OPENING MAY Ist 
NEW EAST ST. LOUIS BRANCH 


1140 St. Louis Avenue at 12th Street 


Crescent Parts & Equipment Co., Inc. 
825-31 South Boyle Ave. 


PARTS” 


St. Louis 10, Mo. 







SERVICE 



















Parts and Controls for Automatic Fuel Burning Equipment 
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The PurOlator 


oil burner fuel filter 
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e with the anti-spilling depressed head 
© 252 sq. in. of filtering surface 

® stops dirt down to .0002 in. 

e 120 g.p.h. gravity flow capacity 

@ 7,000 gal. per year dirt-retention life 
© easy to install and service 


features 
mean fewer service calls .. . 


These exclusive Purolator* 

unsur- 

passed valve and nozzle protection 
. more dependable heat! 


Write for specifications and the name 


of your nearest supplier. 
*Reg. U.S. Pat. Off. 


PURQLATOR 


Call ry) = 4150 4% 
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Now ONE GAUGE FOR 
All INSTALLATIONS 





with the newly improved 


Xochesl’ \WNINERSAL® 


oil tank gauge 


IT’S WEATHERPROOF! .. . Ideal for both indoor and 
outdoor use. You have to stock only one gauge for 
all installations. 


NEW TYPE PLASTIC HEAD is hermetically sealed ... 
makes it absolutely leakproof, dustproof and shock- 
proof. Pressure-tight, too. 


POSITIVELY PREVENTS FUMES and seepage from leak- 
ing out. This is because there are no holes. A per- 
manent magnet transmits float-arm action. 


EASY-TO-READ “‘DUAL DIAL” saves time and effort in 
checking and filling tanks. 


EASY TO INSTALL and stocked by lead- 
ing wholesalers everywhere for all 
standard oil burner storage tanks. 
Underwriters’ approved. Rochester 
Manufacturing Co., Inc., 8 Rock- 
wood Street, Rochester 10, N. Y. 


, DEPENDABLE § ACCURACY 


MANUFACTURING COMPANY, INC. els 


DIAL THERMOMETERS GAUGES AMMETERS 

























| Baseboard 
Heating = 








TRIGO BASEBOARD HEATING 


% MORE PROFITABLE TO INSTALL ~ 
For the NEW HOMES-REMODELING Jobs 
A complete package—Including Fin type heating ele- 


ments—Front panels—Wall brackets—Inside and Out- 
side corners—and splices. Packed in 8 ft. lengths. 


\ TRICO a Send us your HOUSE measurements 


| or write for more information today. 


° TRICO BASEBOARD HEATING 
p. 222 LAKESIDE AVE. 


POMPTON LAKES, N. J. 


























returns to the reservoir through “H.” 
Because the suction-line oil flow is 
about 40 gph whereas the firing rate 
is 8.0 gph, about 32 gph goes through 
return line “LJ.” 

How could the burner run with its 
suction-line valve closed dead-tight? 
After the first pump “C” got licked 
because 26” of vacuum failed to draw 
oil through the cold suction line and 
the pump could not develop a higher 
vacuum, the second pump (drawing 
oil from the reservoir at “D”) devel- 
oped a vacuum in the reservoir. With 
the return-line oil heater helping 
slightly even though turned off, oil 
started into the 
through the return line, flowing in the 
direction “J-I.”’ It is obvious that the 
dealer responsible for this job runs his 
return lines to the bottoms of his oil 
storage tanks, as do many other dealers 
who install burners for No. 6 oil. With 
oil flowing through it at only 8.0 gph 
because this burner was working on a 
one-line basis not on a two-line basis 


coming reservoir 


that would cause a suction-line flow of 
40 gph, the return line heater was ef- 
fective although turned off. 








You can understand from all this 
why the engineer wished that the re- 
turn line of this job were fitted with 
a vacuum gage. He wondered how 
much vacuum the secondary pump de- 
veloped in drawing 8.0 gph through 
the return line. 

After getting things straight in his 
mind, he hastily went to work to put 
the primary pump and the suction line 
back to work, for he was fearful of 
damaging the primary pump by run- 
ning it for a considerable time while 
it pumped no fueloil. How he did this 
you will have to figure out for yourself. 


o, 
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Firebox cleaned too well 


The furnace fired at 2.0 gph by this 
gun burner had not been cleaned in 
years, and in using his vacuum cleaner 
the serviceman noticed he was picking 
up lots of something from the firebox 
floor. 

Then starting the burner showed 
that the clean-up job had gotten it into 
trouble, for the flame left the nozzle 
and burned in the back of the firebox 


just as soon as the ignition spark went 
off. As he’d been servicing the burner 
for three years, the man knew it had 
no signs of this trouble before the 
clean-up. After considerable head 
scratching, he figured out the cause 
of the new trouble. Cleaning the fire 
box had increased the nozzle height 
and caused the flame to leave. Perhaps 
just dirt and debris had caused the 
nozzle height to be correct before the 
clean-up. Perhaps the vacuum cleaner 
had picked up cracked firebrick or 
other refractory material that had been 
put into the firebox years ago to de- 
crease the nozzle height and end flame- 
leaving trouble. In any event, the noz- 
zle height was excessive after the clean- 
ing. Measuring it proved that. 

What did he do to end the trouble 
at once? He simply put back into the 
firebox enough dirt and debris from 
his vacuum cleaner to wind up with 
the proper nozzle height. If he thinks 
of it when he next cleans up the job, 
he says, he'll take along some insulat- 
ing firebrick to put a new floor in the 
firebox. Meanwhile the job seems to be 
running beautifully, 











FIRE-SWIRL 9% 
i BAFFLE PLATE~| 


| With the Only Swirling Action 


| BAFFLE PLATE 


GET THE FACTS — CONTACT YOUR JOBBER OR 


FIRE-SNIRL. 
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WRITE TO 


_TEH COMPANY INC.,. PASSAIL : 
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(For fuel oil soot only.) Many heating plants 
are now loaded with soot that wastes fuel and 
costs money. Sell cleaning jobs. Use E-Z. One 
application does a thorough soot cleaning job. 
There’s good extra profit in it. If your dis- 
tributor cannot supply you, order direct. 


No. 1 Pkg. approx. 1 Ib. ..... List $1.00 
No. 5 Pkg. approx. 5 Ibs. .. 


Special Discount to Distributors on Quantities : ss 


HEALY-RUFF COMPANY 


797 HAMPDEN AVE. 


Extra SALES — 


SOOT 
DESTROYER 








- -List $4.50 


ST. PAUL 4, MINN. 








March 


1953 











WINNING NUMBERS 


in Hot Water Heating Vents 
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. | 3221 N. Pulaski Rd. 
— 231 North Bread St., Philadelphia 6, Pa. Chicago 41, Illinois 











* JOBBERS 


AND 


DEALERS 


* ONE QUALITY 
* ONE PRICE 


GENERAL ELECTRIC motor with thermal over- 
load or Ohio Electric motor. Sundstrand Fuel 
Unit. 10,000 volt ignition transformer. One- 
piece blower housing. Minneapolis-Honeywell 
Controls. Complete range from .60 to 20.0 GPH. 


ECKHART MFG. CO., INC. 








UNION 


Will Airconditioning boom? 
(Begins page 45) 
greatest conversion potential, ignoring 


on 


climate, numerically lies in the Mid- 
west and Middle Atlantic Areas which 


together have 59.89 of the nation’s 


heating, 


warm air installations. extensive, 

In spite of all the foregoing figures 
the wet heating system cannot be ig- 
nored as offering a companion to the 
year-round airconditioning picture. 
This is especially true of the forced 
circulation hot water heating system 
which offers itself to the cooling cycle 


by 


through convectors. 


the circulation of chilled water 


Several manufacturers of wet heat- 
ing equipment are working on such 
combination convector heating-cooling 
units and systems and some were on 
exhibition at the recent ASHVE show at 
Chicago. This adds further momentum 
to a rapidly moving ball and provides 
a whole new field of development. 
Chilled water unit coolers have well 


MODEL 
SRS 


SOLD ONLY THRU 










NEW JERSEY 

























(Begins 
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While it is a considerably more difh- 
cult job to sell the “comfort of cool- 


ing” compared with the “necessity of service work they are required to 
it appears that the public do, but making sure to correlate it 
is conditioned to an acceptance atti- very closely in their philosophy of util- 
tude that will respond to consistent, ization of the service department and 
intensive and aggressive its contract methods as a valuable ad- 
sales effort if the airconditioning deal- junct to the sales of new equipment 


ers and contractors will rise to the 
occasion. As mentioned before, the in- 
dustry will rise or fall on their efforts.” 


}, 
° 


Comfort Insurance sells 


on 


creases, as occasioned by the service 
contracts, it is worth its weight in gold. 
Gross service costs see labor as ap- 
proximately 50% of the costs. 

The comparison of the service tech- 
niques and operations of Automatic 
Heating of Boston with its nearly 20,- 
000 accounts and Buckley & Scott of 
Watertown with 4,000 accounts shows 


proved themselves for years and the that size is not a positive governing man, Inc. Smith joined Kellogg in 
forced circulation of water through factor in profitable service operations. 1936 and since that time has been in 
the convector and air over it is the Each of these companies takes a dif- the construction department, most re 
same thing, slightly altered. ferent approach to service and instal- cently as assistant manager. 

Sa Sia a a qj = i 


S00T-CO 





SOOT 
DESTROYE® 


STILL THE BEST ¢.. cleaning oil ar 


gas-fired heating plants. 
EFFICIENT AND ECONOMICAL TO USE 


ALSO: 
SLUDGE-GO for Cleaning Fuel Oil Tanks and Will 
Emulsify Water. 
EZ-E WELD for Sealing Leaky Boilers. No After Odo 
No Draining. 
Write for name of nearest jobber 
KALMIDE CHEMICAL CO., INC. 
17 East 42nd St. New York 17, N. Y. 











lation. Automatic Heating employs 1 


servicemen, subcontracting al! the 





and fueloil, Both have substantially in- 
creased their volume by using the serv- 
ice department as the “point of sale.” 
Both expect the department to stand 
on its own financial legs; and both have 





been successful in getting it to do just 


that and lots more. 


page 54) 
oe 
* 


H. Ben Brown, Jr., has been ap 
pointed by Lycoming-Spencer Div., 
Williamsport, Pa., to act as Spencer 
Alabama 
Brown resides in Birmingham, Ala 

Joseph W. Smith has been appointed 
general manager of construction, M. 
W. Kellogg Co., a subsidiary of Pull- 


sales representative for 


















t’s 
or 
Nozzles — Adapters — Nozzle Kits 
Inspection Mirrors — Air Bands 


WM. STEINEN MFG. CO. 
43 BRUEN ST. NEWARK, N. J. 


I 
f 








THE PINCH 
THAT ROBS THE PUNCH! 


The punch of inadequate working capital can take a! 
the punch out of the most carefully planned sales prog: 








There is a sensible, low-cost way out of this dilemm 
financing your accounts receivable under the time-te 
Lexington Plan. 





Call, write or phone for full particulars. 


LEXINGTON CORPORATIC % 
Financing from Maine to Maryland 
M. S. LURIO, Pres. 


10 Milk St., Boston, Mass. 60 E. 42d St., New York, '. & 
Liberty 2-6878 MUrray Hill 7-1148 a 
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YOU'LL LICK YOUR AIR 
PROBLEMS WHEN YOU 


COMBUSTION [itn 
iy , 3 ao 
VALVES 












... and flawless! “<g AIR 
GEM Combustion Chambers are die formed from hi-grade eye 
lightweight insulating materials and then kiln-fired to with- THEIR Greater Dependa bility 
stand 2600° F temperatures . . . that’s why they’re “tough” 


tion guarantees high combustion efficiency and excellent 
performance with high or low pressure burners. 


The universal design of GEM Chambers enables fast and 
easy installations in any boiler of furnace. The scientific 
“float packaging’’ used assures maximum protection from 
breakage. Enjoy GEM’s many advantages on your jobs— 
Write Today! 


and give years of “flawless” performance. GEM's construc- MEANS LESS SERVICE FOR YOU 


— 


TACO-VENT 


Automatic 


HOT WATER 


AIR VALVE 


i ia- 
automatically vents _ 
tors, convectors an 


board radiation. 








Special designs to meet furnace and boiler manufac- 
turers specifications are our specialty. Inquiries are 
invited for prompt free estimates. 


q ik CLAY FORMING CO. 
Sebring, Ohio * Phone: 8-6141 
Mfg’s. of RADIANTS © BLACKWALLS ¢ STOVE LINERS 
COMBUSTION CHAMBERS ¢ INSULATING BRICK e ELEMENTS i 


MASTERFLAME 


| PACKAGED OIL-FIRED UNIT 


Just What Your Customers Need! 

















EQUIRES NO 
ADJUSTMENT 





biltin water control 


prevents leaking 






atta: 








Cw Quies 
Have YOU Got It?) / 5 EI 
The homebuilder’s demand to- | IR M 
day is for compactness, ef- | yY 
ficiency and economy in every | | AL VE 
Hot Water or Steam Installa- | 4 NO SNAP — 
tion. The Masterflame Pack- | / NO POP — 









aged Unit comes fully wired 
and furnished with 
e Tankless Heater 
e Protecto-Relay 
e Thermostat { 4 
e Limit Control vee O83 ted 


“sf bea | ey 
e@ Operating Control 
e Circulator eo CAN BE INSTALLED IN 


e Flow Regulator Valve ANY POSITION BUT UPSIDE DOWN 


® Expansion Tank 

Angle Flow Valve 
Hot Water Dual Control Unit 
Also Designed for Steam 


INSTON CO. INC. 


28 Erie Street 165 Nye Avenue 
Dérchester 21, Mass. Newark 8,N.J. &f 


Z 
1°) 
= 
7) 
7) 
\ 

























3 





j # = is ad 


mW oe 2 






Better Heating-Better with Taco 









WRITE WINSTON FOR 
FULL DETAILS TODAY! 














‘TACO HEATERS, Incorporated 
137 South Street * Providence 3, R.1. 


READ TACO’S OTHER ADS IN THIS ISSUE 
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YOUR CLOSEOUTS, 


WRITE TO 
BOX 1073 


2 West 45th Street 





ATTENTION 


Manufacturers and Distributors of 
Oilburner Parts, Accessories, and Related Items 


WE WILL BUY FOR CASH 


DISCONTINUED LINES 
AND SURPLUS INVENTORY 


(Large Quantities Preferred) 


c/o FUELOIL & OIL HEAT 
New York 36, N. Y. 











THE NEW 1953 


WEBBER Catalog “16 


Completely Illustrated and Priced 


Write For Your Copy Now 
On Your Letterhead 


A R. WEBBER CO., ING. New Haven, Conn. 





FREE! 


£ 


a 


Dept. 10 














Oilheating Trends 


(Begins on page 12) 


manufacturers compare with the same 
time last year, 64% of the reporting 
companies have larger orders outstand- 
ing, averaging 15% larger. Another 
5% report that their factory orders 
are virtually the same as a year ago 
and the remaining 31° find them to 
be lower than last year, averaging 
12% lower. 

FUELOIL sTOCKS: Stocks of distil- 
late heating oils at refineries, terminals 
or in transit East of the Rockies on 
February 7 were 66,351,000 barrels 
compared with 52,923,000 barrels on 
the corresponding date last year. This 
is a rise of 25%. For the East Coast 
alone which was more or less critical 
a year ago the February 7 stocks were 
nearly 70% above the previous year. 

DEGREE DAY INDEX: According to 
the Socony Vacuum weighted degree 
day formula the heating season to 
January 31 was 10.2% warmer than 


normal in Eastern States and 6.1% 


warmer than normal in the Midwest. 
DEALER COMMENTS: Typical com- 





ments on various questions of the 
month are these . . . “We usually or- 
der a carload of burners on the last 
day of December to get maximum dis- 
count”... “We call the driver who 
spilled oil to find out why, and in that 
ae Ma 


is very tough competition in Omaha 


way keeping him on his toes’ 
y 4 


municipally owned”. . . “As to a spe- 
cial sales drive gas in our town is 30% 
cheaper so, if they open up, very few 
oilburners will be sold” . . . “Lower 
prices on farm produce are effecting 
sales” . . . “More GI loans at higher 
interest rates and low down payments 
are needed to help new home starts” 
_.. “Dual fuel burners are going to 
be much better than expected; watch 
them”... “We can’t afford to gamble 
on a rise in our business so we shall 
continue to work on a day-to-day basis 
with no large advance buying” 

“On oil spills our drivers must clean 
up the mess and face the customer” 
... Coal is planning a big sales cam- 
paign so oil will have to”. . . “Tanks 
and steel for duct work should come 
down also oilburner controls” . . . “If 
the dealers don’t do better work gas 









Depend on 










HAwthorne 7-2100-01-02 






300 LINCOLN AVENUE, HAWTHORNE, N. J. 
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DECKER BROTHERS 
for TOP VALUE in 1953 


completely* packaged 


FUEL OIL 
ny, TRUCKS 


*Includes 
tank, 


metering equipment. 


Write for Catalog FO 


will be a real competitor; cheap and 
poor equipment is raising hel!” . . 

“As our oilburner supplier keeps chip- 
ping away at our market by signing 
up more and more small time opera- 
tors in what was once our territory we 
are losing enthusiasm for the product” 
... Ifa driver has more than normal 
.. We do 
not sell equipment but are a Socony 


spills we discharge him” . 


fueloil distributor and we will push 
fuel sales to the limit this year” 
“When a driver spills oil and doesn’t 
clean it up right away he has to go 
back on his own time to do it”. . 
“The individual driver is not penalized 


for spills, however, all cost of spills 1s 


paid from a driver efficiency bonus 


called ‘spill and damage pool’; if no 
spills, drivers get the money from the 
pool” . “Our drivers lose points 
toward prizes when they have an oil 
spill” . . . “Tanks that are overfilled 
don’t have VENTALARM signals; we find 
a lot of the installers don’t put these 
on tanks; we then install them without 
charge”... “We have equalized our 
oilburner purchases over the next six 


months to match our 1952 sales.” 








( 














chassis, 
pumping and 

















SAMPLE SHEETS UPON REQUEST 


| THE BRADFORD PRICE BOOK 


Serving the Plumbing & Heating Trades, over a '/3 of a century 


A MOST USEFUL 


TOOL 


IN MAINTAINING 
SUCCESSFUL BUSINES: 






QUINCY 69, MASS. 








March 
1953 






























GENERAL AUTOMATIC 





JE-AIRATOR TANK WILL GURE 
SICK AIR INFLATED JOBS! 





Install the General Automatic 
De-Airator Tank on all hot 
water heating systems. It re- 
moves gas and vapors by boiler 
before reaching the system. It 
removes air entrained in the 
water before being returned 


to the boiler. It makes a heating system 100% effective. 


FLOORLEVEL 
HOT WATER 
BASEBOARD RADIATION 


Complete systems 
will be shipped im- 
mediately ready to 
install to meet any 
size radiation re- 
quirement ... from 
200 to 366 sq. ft. of 
radiation. 





2300 Sinclair Lane 


VITAL 


to oil-heating 
progress 


ENERAL 


ulomualic 


General Automatic Products Corp. 
Baltimore 13, Md. 















... the Burner Serviceman 


Customer satisfaction is synonymous with success of 
the oil heating industry, and high on the list of those 
deserving credit for its great strides throughout the 


ye 


ars is the Burner Serviceman. 


He’s the unheralded man behind the scene—the 
trouble-shooter, who services oil burners so customers 
can enjoy safe, clean, dependable 


home-heating. For 


Service, and emergency calls, too, 
he’s “Johnny-on-the- 


We salute a vital contributor to oil- 


heating progress. 


GULF OIL CORP. « GULF REFINING CO. 
General Offices: Pittsburgh, Pa. 


regular burner 


spot.” 





t 








v 





AT-A-GLANCE . _ a ‘ 


ACCURATE, DEPENDABLE, 
WEATHERPROOF GAUGES 
Easy to install...Easy to read! 


Unaffected by specific gravity changes 
or variations, Sentry Remote Gauges 
accurately indicate liquid level at all 
times. Simplified mechanical opera- 
tion eliminates unnecessary fittings, 
bulbs or levers for serviceman to 
tamper with as well as his need for 
access to building. Remote Gauge may 
also be combined with At-A-Glance 
Direct Gauge, shown below, for read- 
ings at both tank and remote loca- 
tion if desired. Non-corrosive, stain- 
less steel and brass extension lines 
connect tank float with heavy-duty 
cast aluminum, weatherproof, ther- 
mometer type indicator — calibrated 
in fractions. Unconditionally guaran- 
teed. Write for descriptive literature. 





ge 


4. 





Type D-O 
and D-10 
Gauge for 
basement tank 
installations 
with 2” and 
112” openings 
respectively. 

























Type D-U 
Gauge for 
underground 
tank 
installations. 
Fits 2” 
openings only. 








AT-A-GLANG! 


SBAor ms me 


BIL GAUGE 








. —_ 
EGER SENTRY 6 


0 0 0: 
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me 
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KRUEGER, Derby GAUGES 





GREEN BAY + WISCONSIN 
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MOST VALUABLE’ in producing sales 


Because: Ultimate heating satisfac. 
tion means having an oil burner witi: 
Such integral values as design, Durability 4 Overall Econom), 
construction and performance ‘%* Dependability Quiet Operatioy 
give the Sundstrand line sell- *& Compact Design 
ing power backed by consumer These salient features result fro 
acceptance. 32 years of engineering and deve! 


‘Tin eubilic hears choutSGund- *™ by Sundstrand. Available 
P t a complete line of oil burners for nex 


strand. They see Sundstrand. installations or conversion. You ca: 
They buy Sundstrand. increase your sales with Sundstrand 





write to 


SUNDSTRAND ENGINEERING CO., Rockford, Illinois 


Hugh H. Sharpe, III, has been ap- DEGREE DAY TABLES 
pointed a district representative of the —— ONE MONTH ONLY —— ———-SEASON TO DATE---— 
January Percent September to January Percent 
Normal 1952 1953 Change* Normal 1952 1953 Change* 
1267 1205 1101 — 13.1 Albany 3688 3896 3615 2.0 
York 20, N. Y., in the New England 662 479 323 — 210 nd 1837 16491757 44 
district. It was also announced that 922 755 714 12.6 Didi tiacic 1569 2284 2190 14.8 
the New England district office of the 1101 997 930 -—— 15.6 Rosson 3188 2959 2856 10.5 
OIIC has been moved from 100 Boyls- 1220 1122 1038 13.0 Buffalo 3604 3605 3359 6. 
ton St., Boston, to 419 Boylston St. 1219 1105 1098 Chicago 3454 2578 3167 8. 
Sharpe comes to the OIC from the 1009, 840845 a Cincinnati 2901 2642 2545 LZ 
position of production manager for ‘Mi 97 6h le TS: Cleveland 3315 3115 2873 13. 
radio station WLAW of Boston and 996349 430 ote Dallas 1540 1281 1492 3 
1026 853 ©6666 35. Denver 3298 3284 2850 
1326 1345 ©1260 Des Moines 3750 4246 3772 
1228 1092 1062 Detroit 3597 3568 3291 
1249 1138 1115 Grand Rapids 3705 3739 3438 
1146 1053 1009 Hartford 3363 3265 3140 
1337 1620 39 Helena 4411 5324 4136 
PROTECT YOUR GOOD | 2 7 334s Houston 876 642 1098 
REPUTATION BY OFFERING 1104 943 Indianapolis 3157 3060 2870 


The o-Base 1083 959 Kansas City 2960 3113 2834 
ING oe 276371 : Los Angeles 659 822 667 


Oil Industry Information Committee. 


American Petroleum Institute, New 


Lawrence, Massachusetts. 





a Sl — 
22 


22: Ss 
On nreow  . 


_. . A PROVEN WARM AIR | 931 792 ] Louisville 2608 2480 
BASEBOARD HEATING SYSTEM | 1329 1293 2 : Milwaukee 3844 g R47 i920) 
Thousands of installations have 1597 1629 Minneapolis 4602 

proven the superiority © 319145 — New Orleans 794 


ty 


ee ee 
-Base heat distribution * 
oe illustrated catalog 1025 aed ; | ei 794 


tg ey dent ro other | 1287 1320 Le Omaha . 3597 
types of perimeter heating. | 962 817 799 .- Philadelphia 2661 
| 1043 858 806 8 Pittsburgh 3071 
1296 1280 1124 .- a3 Portland, Me. 3898 4055 
775 842 4505 34. Portland, Ore. 245 2498 
1103 950 901 :. Providence 3 2864 
830 704 720 ee Roanoke, Va. 2458 
ee 999 836 891 10.9 St. Louis 2771 
oe ; 1084 1078 731 32.6 Salt Lake City 3: 3404 
214-16 Spring Street < 464 519 324 30.2. San Francisco 4 1528 
Michigan City, Indiana 1573 1465 1424 9.5 Sault Ste. Marie 5 303: 
Name 765 774 345 28.8 Seattle 
Company Name MiSo TO53s° 1031 [S20 Toledo 
Address 929 750 724 22.1 Washington 
' City —— 
ee ee *Compared with normal. 
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